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In October | 


, 2. Lhe Month” for Brides 


These advertisements over 


the name of your own store, 

will help you make October a 

big ger month for‘ bride silver 

The coupon will bring vou 
the story. 














_Mrs. Hilliard Miller 
arranged this prize-winning dinner 
and Crafts Table-Setting Contest 


table for 


the Arts 























October 3, 1929 THE JEWELERS’ CIRCULAR 3 





... Lhis sound 


merchandising plan 
Points the Way 
to PROFITS 


7. are the facts about one of the “bride 
months” in the year. And if your sales figures 
don’t agree with these statistics, Gorham may be able 
to point the way to greater October profits. 











| We have a plan that will help you share with us in 
the profits of a great national advertising campaign 
.. » going to more than 2,000,000 prominent families 
each month . . . to the readers of Good Housekeeping, 
House and Garden, Vogue, Vanity Fair, Harper's 
Bazar, House Beautiful, Country Life, International 
Studio, Spur, and Town and Country. 

Here are the people who represent the very cream 
of the prospects for sterling silver! Many of them are 
in your town! And the newsy, interesting advertising 
of The Gorham Company will lead them to buy this 
silver! 

Nearly 300 leading jewelers have joined the 1929 
drive for greater sales on Gorham silver. Whether 





The Princess Patricia, one of the 
popular patterns in Sterling by the 


you've been planning to tie in with us or not, it will Gorham Master Craftsmen. If you 
pay you to know the facts about this advertising help would like definitely to increase 
and what it can do. The coupon brings you valuable sales on this profitable pattern, mail 
information. the coupon for the plan. 





THE GORHAM COMPANY, Department J.C. 5 


> Providence, R. I. 
= T H E G O R H A M S O M PA NY Gentlemen: Please see that I receive full information 


Sales Agents for GORHAM MANUFACTURING CO. about the way the Gorham “‘fall effort’’ plan can help 


my October sales. 
Gorham -Whiting Division, Providence, R. I. 


Kerr Division, Providence, R.I. Durgin Division, Concord, N.H- Name 
} “America’s Leading Silversmiths for over 90 Years’ Perea 
City State 











' 
The Jewelers’ Circular, Published weekly and copyrighted, 1929, by the Jewelers Publishing Corp., 239 West 39th Street, New York. Entered 
as second class matter February 15, 1902, at the Post Office, at New York, under the act of March 3, 1879. Subscription, $4 per year in U. S. 
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Flower of Love Wedding Rings 
Are Leaders on the Profits Road. 








ee fit 


arst’s huernation 


lopolitaii 


Backed by a superlative advertising and merchandising cam- 
paign and with a wealth of sales assistance for every dealer, 
the Flower of Love is rapidly becoming the country’s most 
popular wedding ring. 















HOTOPLAY F 
| COSMOPOLITAN, 


PHOT OPLAY 
and 


VOGUE 





The FOLKS MR COOLIDGES 


| LUDWIG's NEXT DOOR 
NCOLN IRVIN COBB LAW STUDENT 


buns a SE WIT NE 


COSMOPOLITAN will carry 
the story of Flower of Love rks E = 
Wedding Rings to 1,620,222 ie Racketeers . = il 
men and women. Look for it ; “oi Hollywood i : 
in the November Issue. 


PHOTOPLAY will pi zsent Flower of Love Wedding Rings to 
an altogether different audience of 560,650 young people in 
the November issue. 


VOGUE the “Style authority” of 136,113 smart women will 
feature Flower of Love Wedding Rings in the October 26th issue 





Many of the 2,316,985 people who will see this 
attractive advertising live right in your town. 
Write us for the complete details of this business- 

building merchandising plan. 











J R VW SOD e SONS 15 Maiden Lane, New York 
‘ , , 3) 29 E. Madison St., Chicago 
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ELGIN 
HAMILTON 
ReSe. 8% 25 
WALTHAM 
HOWARD 





MERICAN 
WAT C 


Pio it KISU 1 ORS 


FOR 
OVER FIFTY-TWO YEARS 
































STEIN & ELLBOGEN 
COMPANY 


55 EAST WASHINGTON STREET 
CHICAGO “ ILLINOIS 
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A Wedding Ring Blank 
That Is Really New 


MADE ONLY IN PLATINUM 





The new wedding 
ring blank we are 
showing here is a dis- 
tinct departure from 
the usual form. It is 
something really 
new. The holes are 
staggered as well as 
azured. Anyone can 
see how this arrange- 
ment allows a closer 
massing of the stones 
and multiplies brilli- 
ance in the finished 
ring. 


~) stare Db 
ee | 
; “si 
' Ba a 
4 A 
SZ —vane - 


: 
| 
| 


haath: 


“ihe tisths! 


These rings are made 
in platinum only. 
Every hole is true, 
uniform and clean 

















cul. 
-BAKER @ CO., INC. 
54 Austin St., Newark, N. J. 
30 Church St. 760 Market St. 5 So. Wabash Ave. 
NEW YORK SAN FRANCISCO CHICAGO 
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99 
SHELF Warmers 


how many in your storePr 


ON’T blame the people i in your trading territory if you are troubled 

with “Shelf Warmers.”’ Chances are the goods are not well known— 
not in demand—left on the shelves to eat up profits made from goods 
that do move. 

To avoid stocking troublesome “Shelf Warmers” —buy merchandise 
that is nationally advertised to the greatest possible number of families in 
your territory. 

To get that information before you buy—ask each manufacturer’s 
representative who calls on you what publications carry his firm’s adver- 
tising—how many families in your trading territory will see that advertising. 
Ask if The American Weekly i is on the list—if it is you are reasonably 
certain the goods will move—because they will be backed by the greatest 


circulation in the world. 


What * The American Weekly? 


The American Weekly is the magazine distributed through seventeen 
great Hearst Sunday newspapers from seventeen principal American cities. 
It concentrates and dominates in 536 of America’s 812 towns and cities 
of 10,000 population and over. 


IN EACH OF I8¢ CITIES IT REACHES ONE OUT OF EVERY TWO 
FAMILIES. 

IN 132 MORE CITIES, IT REACHES 40 TO 50%, 

IN AN ADDITIONAL 102 CITIES, IT REACHES 30 TO 40%, 

IN ANOTHER II7 CITIES, IT REACHES 20 TO 30%. 


—but that’s not all. Nearly 2,000,000 additional families in thousands of other 
communities regularly buy The American Weekly—making the unprece- 
dented national total of 6,000,000 families who read The American W eekly. 


TH Beas ERICAN 


Main Office: 9 East 40th Street, New York City 





Branch Offices: Wrictey Bioc., Cuicaco... 5 WinTurop Sguare, Boston... 753 Bonniz Braz, Los ANGELES... 222 MonaDNOCK 


Bupc., San Francisco. .. 12-231 Generat Motors Bipc., Detroir...1138 Hanna Bipc., CLEVELAND... 101 Marietta St., ATLANTA 


THE MOST PEOPLE FOR THE LEAST MONEY 
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Here are five more 


These new factory-cased Waltham 10-ligne mod- 
els will interest you particularly because they 
are readily saleable! 

The cases are both modern and sound in 
style. The movements are dependable, accurate 
timekeepers. The workmanship is Waltham in 
every way. 

Waltham has spent a great deal of time 
and effort in learning what your customers want 
in their watches and offers you the result of 
this study in these new 10-ligne models. 

Walthams are readily saleable! Your cus- 
tomers know Waltham and they trust a watch 
that bears that name. The name “ Waltham” 
on the dial is pretty much all you need to sell 
a watch. It saves you a lot of talking. 

Why don’t you prove it to yourself by 
stocking these five models while they are still 


new in your neighborhood ? 


WALTHAM 


FOUNDER OF THE AMERICAN WATCH INDUSTRY 


new Walthams?! 








STYLE NO. 4 PRICE $90.00 
15-Jewel, 10-Ligne Movement, 14K White or Yellow Gold 
Case with Jointed Hanger and Hard Enamel Track on Bezel, 

14K Buc: le to match case. 





STYLE NO. 2 PRICE $65.00 
15-Jewel, 10-Ligne Movement, 14K White, Green or Yellow 
Gold, Plain or Oxidized Case and Buckle, Curved Back, Ra- 

dium or Etched Dial. 





STYLE NO. 5 
10-Ligne, Zorls Jewe l Movement, 14K and 14K Filled White, 
Green or Yellow Gold Oxidized Cases—Figures Black with 


Gilt Etched Outline—- Radium Figures and Hands, extra con- 
sumer charge of $5 except in Solid Gold Watches. To Retail 
at prices from $37.50 to $65.00. 





STYLE No. 1 
10-Ligne, 7 or 15 Jewel Movement, 14K Filled White or Green 
Gold Oxidized Cases, curved backs— Figures Black with Gilt 
Etched outline. Radium Figures and Hands at $5 extra con- 
sumer charge. With 7-Jewel Movement, to retail at $37.50— 
with 15-Jewel Movementto Retail at $45. 











STYLE NO. 3 
Descri;tion identical to Style No.1. 
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These Rings in Your Stock 
\_ Mean Profits ./ 


PROFIT, QUALITY, DISTINCTION . . . 


three words that describe Bristol rings. 





The Step Ring 


. @ new creation 





Also Made in 
Platinum 


WwW 











SOLD THROUGH 
WHOLESALERS ONLY 





HESE Bands 
are not made 
with a view 
toward quantity 
production, but 





BRISTOL 
WEDDING 
HAND CARVED 


many styles and 
weights that com- 
prise the Bristol 
Line. There is a 
style to suit every 


RINGS 








rather  individu- AND CHASED purse and taste. 
ally created by (NOT DIE-STRUCK) Order a selection 
master craftsmen through your 
to fill the need wholesaler. 


of those who desire quality, 
distinction and beauty at a 
moderate price. For this 
reason alone Bristol rings 
prove profitable to the jew- 
elers featuring them. 

The wedding rings __ illus- 
trated are only some of the 


ontentment 





RETAILERS: 


If your wholesaler cannot 
supply you with our rings 
write us and we will put 
you in touch with one who 
can. 


“Refinement 
and Price 
Combined” 


Channeled 


“CONTENTMENT” rings spell master craftsmanship—— 
hand carved and chased—irresistible beauty to the 
discriminative feminine eye. 


“CONTENTMENT” rings are supplied in two patterns 
and three widths. 


The Sign of Quality 


— mmc: 4 Pde 


ee eersoseces 


And Now—the newest addition to the “CONTENT- 
MENT” line is the channeled, diamond wedding ring 
—the last word in wedding ring achievement. 





Secceeseorese 





eeceecee Geo 
° 


\ BRISTOL / 


-, HAND CARVED 
. ANDCHASED 5 


In 18K. White Gold and Platinum. 


Also Made in Platinum 


BRISTOL SEAMLESS RING CO. 















123 Liberty Street - - - New York 


Pacific Coast Representative: 





Main Office and Factory - - 


New York Representative: Mid-West Representative: Traveling Representative: 





A. H. Disbrow 
9-11 Maiden Lane 
New York City 


Herman R. Holzner 
31 N. State St. 
Chicago, IIl. 


Eastern States 


S. C. Steinmann 


Alfred H. Bullion Co., Inc. 
717 Market St. 


San Francisco, Calif. 
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POWERS & MAYER, Inc., 58 West 40th St., New York 


House of Choice Diamond Jewels Bee a 
Specialists in Special-Order Work [rans 


AMSTERDAM 
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\ CEYLON SAPPHIRE — ZIRCON. 
\ ULTRALITE -EMERADA 
1) ROZIRCON-BLUE SPINEL 


3 Ue Achievement in Perfect 
: Harmony 


QUALITY-STYLE- PRICE j 
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Platinum Encased 


vs. 


Solid Platinum Mountings 
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+ How much larger diamonds you can give 
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= your customer in a $300.00 piece, when mounted 

i in a platinum encased mounting, when compared 

: with the diamonds in a solid platinum piece of 

= equal selling price! 
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mart lookin 


Yast selling WRISTACBATS ~ 
cready for a brisk fall Season 








mu LOUIS STERN COMPANY 
4 oe Providence, Rhode Island 
nA 4 
4 


“27 —~ THE NEW 


Wi Riss TAC AT 
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ln the Katz & Ogush factory, before a huge window, a group of sculptors—the De Vincis 
of the Twentieth Century — work with delicate tools (often their finger nails) and a daub 
of wax. Instead of modeling life-size statues in marble, this group of sculptors work out 
the intricate designs, the exquisite mountings of Certified Platinum. 


They follow no sketch. They create as they work. They are artists in the finest sense, for 
they create the most lasting form of beauty, Certified Platinum Jewelry. 


Since each model is made separately by hand, each is individual, unique . . . an object 
of art worthy of the name Certified Platinum. 


NEW YORK: 33 West 60th Street KATZ & OGUSH, INC. CHICAGO: 31 North State Street 








18 THE JEWELERS’ CIRCULAR . October 3, 1929 





tess MEN 


Tes Phe a 
wwe 


See ee ees 
Seam 


— 
o.956% . 
ESE menses 
esl eets 
boas 


. 


On 6 O hromniuone plated nickel and y 14k gold. filled 


FOR "WOMEN 














—and now a style 
for women, too! 











IFFIBAND has been taken on with such well to put in a few | ip 
enthusiasm by men that we have brought for stock immediately. % 
out a special narrow width for women ... in If you are not han- 
1 10 14 K. Gold Filled, also in chro- dling JIFFIBAND at all, write us today 
mium plated. for prices and mention your 
Same features as the men’s ~~ jobber’s name. 
style...carry only one length Stretches Remember, you need to 
in stock to fit every size of dase = | q carry only one length in stock 
wrist. As with the men’s style ae j _— to fit all wrists. Jiffiband re- 
it HUGS every type of wrist : 4 D lum, duces inventory to minimum, 
WITHOUT BINDING. 7” ae yet increases sales to maxi- 
Dealers who are not carrying wie eee we of mum by satisfying EVERY type 


mate 
ob beten bet -4 


this new women’s style will do of customer! 





MARTIN-COPELAND CO... PROVIDENCE. R. I. 


Branches: New York Chicago San Francisco 

















THE SELF-WINDING WATCH 


ITS FEATURES 
ITS FUTURE 
ITS SPONSORS 


A DELUGE of news publicity has everywhere followed the introduc- 
tion of this Watch. Editors have devoted columns of space to its story. 

The reason is not far to seek. The subject of téme is infallibly inter- 
esting, whether we speak of it in terms of a runner who has made a 
record and saved it, or of a man who has lived 100 years and defied it, 
or of an inventor who has perfected a new or better way of keeping 
track of it. 

The importance of the Self-Winding Watch is appreciated by its 
makers as well as by the editors, and it is of their business and policies 
we wish now to speak. 

THE INVENTION First, a word about the watch. It isa wrist watch and 
it is kept wound by the normal movement of the arm. This point is im- 
portant, for it shows that the watch is not dependent on any mere pe- 
dometer jog for its winding action, but on the inevitable pendulum swing 
of its winding segment as the wearer’s arm is raised or lowered. 


A winding release prevents it from ever being wound too tightly, 























and a uniform mean tension in a 
watch is at last attained. If the 
watch is worn for 4 hours by a 


normally active person, it will re- 























main running for 30 hours after 





The Movement The Winder 


it is laid aside. 

The absence of the usual stem aperture seals the movement from 
dust and moisture, a very important feature, and there is no protrud- 
ing stem to fray the clothes. 
ITS PLACE AND Its place in a modern world is obvious. It is already 
IMPORTANCE worn in the White House, on the Bremen, in the Graf 
Zeppelin, and by scores of business leaders in Wall Street and elsewhere. 
This would not be so if the watch were not what it is—a beautiful 
timepiece that a man can wear and forget—until he wishes to know 
the exact time. And it is more than a watch—it is the best symbol of 
the new tempo in life and business. 

Its appeal as a gift is immediate; Christmas orders are being 
received. 
POLICY The Company’s Policy provides: To sell to the retailer only 
by direct solicitation; to sell only to those who adhere to fair trade 
practice, and to uphold this guarantee: “That this Watch is free from 
defects and will keep correct time, and that we agree to make any re- 
pairs due to mechanical imperfections that may be required, without 
charge, for one year from date of purchase.” 
PUBLICITY A national advertising campaign is in preparation. This 
campaign will bring before the buying public in an interesting and 
dramatic way, the importance and beauty of the watch. This advertis- 
ing will appear in the largest and most fashionable magazines, and 
will begin months before Christmas. Its tone and quality can be 


























surmised from the dealer and customer material already produced. A 
description of three such pieces follows: 

FOR THE DEALER The booklet entitled “From the Moving Shadow to 
AND PUBLIC the Self-Winding Watch” traces the development 
of timekeeping from the time of the cave-man to the present day. The 
fascinating story is condensed into a narrative of a 
dozen illustrated pages. The Self-Winding Watch is 
shown to be the final step in the advance of time- 
keeping. The historical interest of this story above 








has attracted thousands of readers. 
FROM THE MOVING 


FOR THE DEALER A part of the momentous story is SuaDow 

HIMSELF the theme of the Dealer’s Window oo 
Card, illustrated herewith (No. 2). It is printed in 
full colors, and conveys with great charm a story 
of changing fashion. The passenger of an English Ms 
Coach, looking at his huge watch 100 years ago, is 


contrasted with a modern American glancing at his Self-winder. 


ae 











A more lavish use of the historical theme, and more fully treated, 
is represented in the main Window Display. No black and white draw- 
ing of this brilliant and enticing arrangement can do more than suggest 


its quality. It will adorn any window in 








which it appears. Its panels illustrate five 
important stages in the progress of time- 





keeping, and each does its share in build- 
ing up a logical and persuasive case for 














the subject of the central panel—the Per- 


petual Self-Winding Watch itself. | 


(Copies of these booklets and signs | 

















| THE PERPETUAL WATCH WINDS ITSELF } 


Srseravausiec 
will be sent to dealers upon request. The No. 2 

































































booklet may be sent to customers by the dealer over his own signa- 
ture. In writing for copies, specify the kind and the number wanted.) 

The Perpetual Self-Winding Watch Company is supported by fi- 
nancial strength unsurpassed in the business. For it is true that they 
sponsor the most important improvement in watchmaking since the 


invention of the stem-winder. 


THE PERPETUAL SELF-WINDING WATCH COMPANY 
OF AMERICA, Inc. 
10 WEST 471m STREET, NEW YORK 
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) EFIES theDUST! 















No more dust on Pi 


in novemants No more 
lost or broken crystals. 








THE NEW 














This is the watch you have been waiting 
for—the watch on which you keep 
your profit, because you keep down 
service costs. Every one will want one. 


Write us NOW for full details. 





ADOLPHE SCHW OB, INC., 48 West 48th St., New York 


SOLE DISTRIBUTORS OF 
TAV ANNES, CYMA, CAPTIVE AND SEAL-TIGHT WATCHES 


LX 


a 
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Wholesalers Are Warned to Beware of Imitations 


WATCH LIGHTERS 


Conforming to Modern Style Tendencies 


BY MONROE 
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No. 1—Engine turned in No. 2—Plain or engine No. 1—Plain in green or 
green and white to take turned in green or white white to take 10% ligne 
10% ligne movements. to take 10% ligne move- movements. 


ments. Special Diamond 
shaped dial. 


a Te ys TP 


-— 


These are unusually 
well constructed’ to 
offer the utmest pro- 
tection to the move- 


ee 


Each lighter is guaran- 
teed free from all me- 
chanical defects. 
Every lighter packed 
in colorful, strong 
box. 


mtn 


ment. 


Attractive designs in 
various engine-turned 
combinations. 




















No. 5—For 634 ligne rec- 


tangular movements. 


No. 6—For 6% ligne oval 


movements. 


The Monroe Watch Case Co., Inc. 


66 Allen St. New York 


To Wholesale Trade Only 
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Popular Cases for Popular Priced Watches 


We Take Great Pleasure in Presenting to the Trade 
the Latest Diel Designs for the New Season 








An assortment of cases 
hitherto unparalleled for 
variety of choice. More 
than five different designs 
to each style opening illus- 
trated here. 














These cases will take 
movements of 634 ligne 
rectangular, 61% ligne oval 
and 6% ligne Tonneau. 
They are made of the ex- 
clusive Diel Whitever 
Quality Metal. 


The feature of these cases 
is the spectacular combi- 
nation of mechanical pre- a a 
cision with perfection in soo I i: 
hand engraving. 















| 
H | 







These cases are hand en- 
graved Butler finished and 
en the engraving mirror-pol- 
ished. Samples and prices 

on request. 








ml Dera | 










Have you seen the out- 

© ranting achievement in 
satin effect Oriental fin- 
ish? 





These four designs are 

ane of the finest 
stamped work Diel Crafts- 
men have yet produced 
for 6% ligne rectangular 
movements. 


















Made in our Whitever 
Quality metal. 













Send for samples and see 
for yourself. 


designs for popular priced 
watches. 


q Here you have high class 






Diel Watch Case Co., Inc. 


309 Grand Street, New York 


To Wholesale Trade Only 
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The Preference of 


“Our Modern Maidens” 


4 My Triscille i( odidhieus Ring 


1s my most cherished possession. 
Cangind 

lt is this popular preference for Priscilla 
Jewe ry that has proven so profitably satis- 


factory to Eisenstadt dealers. Priscilla \Wed- 
ding Rings, Platinum Encased by the famous 


Mi 





Bek process, have won leadership through 
unmatched beauty, quality and price. Priscilla 
Standardized Diamond Rings are bought with 
confidence because of the established reli- 
ability of the name that identifies them. 


Joan Crawford's choice of Priscilla Jewelry 
will be featured again in the November issue 
of Photoplay. A striking, full page in roto- 
gravure that will reach millions of readers. 
Write for full particulars about Priscilla 
Jewelry and the details of the Fall Campaign. 


EISENSTADT MANUFACTURING CO. 


Manufacturers to the Retail Jewelers Only 
ST. LOUIS MISSOURI 


| Priseilla 






Priscilla Platinum En- 
cased Wedding Rings 
have all of the quality 
appearance of pure plat- 
inum, yet retail for $16. 





Priscilla Standardized 
Diamond Rings are pre- 
ferred for their superb 
quality and exquisite 
settings. 


Wedding scene in “Our Modern Maidens” pro- => ™ 
duced by Metro-Goldwvn- Maver Studios 
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Nov-e-line 





WATCH CASES 


Smart beyond comparison 


are these 


ENAMELED WATCH CASES 


With white stone and onyx effects 





6°, Ligne Tonneau and Rectangular 







Paris inspired! Embodying all the chic and style character- 
istic of French creation. Through our European stylist 
whose findings are flashed to us daily, Nov-e-line is in 

the enviable position of authoritatively presenting to 
an expectant trade a tremendous variety of styles that 
are unquestionably new and persuasive. 






Enameled Watch Cases from Nov-e-line are 
guaranteed to give satisfactory wear—This 
because every step in their manufacture— 
from the nucleus of a style idea to the com- 
pletion of the article—is under the careful 
supervision of Nov-e-line master crafts- 
men. Insist on cases bearing the 
NOV-E-LINE trade mark. 


64 Ligne 6% Ligne 





(Sold only through wholesalers and importers ) 


THE NOV-E-LINE MFG. CO., Inc. 
1650 Broadway - - - - New York 


LOS ANGELES CHICAGO 
Title Guarantee Building 29 East Madison Street 
E. W. PHILIPS WILLIAM LESTER 
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Seth Thomas Announces 


Every Jeweler knows the sturdy, life- 
time reliability of Seth Thomas pen- 
dulum clocks. In adapting electricity 
to the pendulum movement Seth 
Thomas engineers are on familiar 
ground. They have produced in this 
pendulum electric movement a clock 
of fine and sustained accuracy—requir- 
ing less service—less frequent cleaning 
—a clock that will perform efficiently 
not for a few years but for many. Test 
after test has assured us that in these 
Seth Thomas pendulum electrics we 
are presenting by far the greatest elec- 


tric clock value on the market today. 


SETH THOMAS CLOCK CO. 


Chicago New York San Francisco 
111 North Canal Street 


19 W. 44th Street 

















October 3, 1929 





278 Post Street 
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Electric Pendulum Strike Clocks 


Electric Strike No. 21 
Mahogany case. 5-inch silvered dial with 
raised bronzed numerals, Base 201% inches 
Height 9% inches. Electric pendulum strike 
movement No. 128. Bell metal gong 


Retail 
















Electric Strike No. 11 
Mahogany. 5-inch silvered 
dial. Base 20 ¥% inches. Height 
g¥% inches. Electric pendulum 
strike movement No. 128. 
Bell metal gong. 

ME eo $30.00 
Pacific Coast Retail . ..$32.50 









Electric Strike 
No. 12 
Mahogany case with burled 
panels. Height 9% inches. 
Base 8% inches. Silvered dial. 
Electric pendulum movement 

No. 128. Bell metal gong. 
EE tore $35.00 
Pacific Coast Retail . ..$37.50 
















Electric Strike No. 14 
Mahogany. 5-inch silvered dial. Base 183% 
inches. Height 7% inches. Electric pendulum 
strike movement No. 128. Bell metal gong. 
Din baddies edecr<etssads $40.00 


Electric Strike No. 22 
American Walnut. Raised Bronze 
Numerals on 5-inch silvered dial. Base 
19% inches. Height 7% inches. Electric 
pendulum strike movement No. 128. 
Bell metal gong. Retail....... $45.00 
Pacific Coast Retail ........... 
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FOR NEARLY A CENTURY 
MAKERS » OF » FINE 
DIAMOND JEWELRY 
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Presenting SILHOUETTE PATTERN 


and the VIANDE KNIFE 


14 Maiden Lane — J. W. JOHNSON — 1 West 47th St. 
New York 


1847 ROGERS BROS. 


RPLATES 





THE VIANDE KNIFE 














ESTABLISHED 1870 
NOW Ly 
SOeer. 
Aap.) 
= = 
% v Sy S 
: rym winnng 
JOHN W. BLOCK 


Manufacturing Jeweler 


22 WEST 48rH STREET 
NEW YORK 


Fancy Cut Diamond Jewelry 























Hand in Hand with Fashion 
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Hand in Hand with Fashion 
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ASK FOR THE LATEST 
CREATIONS IN WRIST 
WATCHES BY FREY 
FROM YOUR JOBBER 





(Switzerland), 






























HE PROBLEM of satisfying the varied de- 
mands of style, taste and price in wedding 


rings has been solved for you by the American 
Platinum line of Seamless Wedding Ring Blanks. 
We have provided for the most modern and expen- 
sive rings, for those equally modern but less costly 
and you will also find blanks for those whose ring 
tastes are toward the more conservative. We in- 
clude a number of good heavy blanks for men’s 
rings 














AMERICAN PLATINUM 


Whether your trade calls for the finest of diamond 


SEAMLESS WEDDING RING BLANKS creations or the most simple gold band, you will find 
an American Platinum Blank that will be of im- 
PLAIN measureable help to produce the best results. Every 
DRILLED one is a model of master tool-work. 
AZURED 
CHANNELED 





We have just issued a new catalog show- 


440-H 


d ing our complete line of Wedding Ring 
Blanks, also many artistic settings for 


modern stone-set rings. 
Ask for Catalog A-31 
THE AMERICAN PLATINUM WORKS 


N. J. R. R. AVE. AT OLIVER ST. 
NEWARK, N. J. 
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If you haven't alj}t 
your | « 
write, wire, or 

















THE NORRIS, ALISTER-B|A 


58 EAST WASHINGTON STREET 
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UT! 
Blue Book 


|ready received 


COpy, 
telephone... 














ALL-BRIDGES COMPANY 


GARLAND BUILDING, CHICAGO, ILL 














WEDDING RING FOLDERS 
and WHITE SATIN CASES 


Folders in three styles 
No. 2 X—White leatherette, with design in silver, 
white velveteen pocket. 
No. 3 X—Silver leatherette, gold leaf design, white 
velveteen pocket. In white packer. 
No. 5 X—Blue or white leather, white velvet pad 
with ribbon. In white packer. 
White satin case No. 250 WX, lined white velvet and 
satin. In white packer. 


FOLDING 
LEATHER CASES 
for MEDALS 


Also for Lodge Jewels. 
Two. sizes in black 
leather, lined blue vel- 
vet and satin (for the Blue Lodge), ruby (for 
the Chapter) or black (for the Commandery). 





No. 204NX—Size 4144 x 214 inches. 


No. 205NX— Size 514 x 3 inches. 


Your Jobber Carries These 


Dennioow Klawufachning Sex 


Framingham, Mass. 
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Turn This Outstanding 
and Fast Increasing Popu- 
larity into Pen and Pencil 
Profits 


According to every market indica- 
_», tion more Conklin Endura Super- 











nal Pearl and Black pens, pen- 

cils and sets will be sold this 

season than any other num- 

ber Conklin ever created. 

_ There is a tremendous 

and rapidly increasing 
public appreciation 
of this Pearl and 
Black model that re- 
tains itsoriginal 
classic beauty, gives 
perfect writing per- 
formance and is cov- 
ered by an uncondi- 
tional and perpetual 
service guarantee 
that means what it 
says. Buy Christmas 
stocks now. 


THE CONKLIN 
PEN COMPANY 


Toledo, Ohio 


New York Chicago San Francisco 
148 King St. W., Toronto, Canada 





ENDURA 


Service Unconditionally & Perpetually Guaranteed 
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ANNOUNCEMENT=— 


The Gold Pocket Knives formerly made by 
BATTIN and CO., Newark, N. J., 


i are now being made by 








Bl 


JOHN SCHUMACHER, Manufacturing Jeweler 


Iie 562 FIFTH AVENUE, COR. 46th ST. NEW YORK 











Cy New and original styles and patterns are now ready 













ATUTTELLIELLELLIELLELIBELIELIELINLIELINIIER0ICI ALIBI Eerie 


GENUINE 
ee ANTIQUE JEWELRY... 


SOLID GOLD NECKLACES 
LOCKETS AND CHAINS 
BANGLE BRACELETS 
FLEXIBLE BRACELETS 
RINGS, COSTUME PIECES 
COMPLETE SUITES 
. Complete Line of Genuine Antique Silver Jewelry. Prices from $5.00 up... 


LEO ELWYN & CO., Inc. 


23 WEST 55th ST., NEW YORK 


A 















428 OSS Se Bee Oe Bee ee ee eee eee 







* 






» _— — a —_—_ _——— _—— —_ —_— —— —- — — — — — — —_— — 

















ne a 











||| ALMOsT A CENTURY OF EXPERIENCES Il 








is in back of every Ketcham & 
McDougall product. Founded 
in 1832—when we supplied 
the trade of the day with 
thimbles—we have always kept 
abreast of the trends and 
styles. And we have 
always featured qual- 
ity, workmanship and 
value. 


The f our Moderne 





Automatic Eyeglass Holders 
illustrated herewith—are no 
exceptions to our century old 
standards. Each is a modern 
design, attractive, novel and 
practical. Perfectly finished in 
14K White Rolled Gold 
and guaranteed against 
defects—these Moderne 
Automatic Eyeglass 
Holders are salable, 


profitable merchandise. 


Write for Our Illustrated Price Lists. 


KETCHAM & McDOUGALL, INC. 


15 Maiden Lane Established 1882 New York 
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NEWARK, NEW JERSEY 


Stands for Quality and Reliability 
in Jewelry of Highest Crade 








Necklace Clasps and Novelty Jewelry 


MODERN NOVELTY CoO., INC. 
126 South St., Newark, N. J. 


14kt. Bead Necklaces, also loose beade 
for manufacturers. Various styles and 
sizes. 


Burstow, Kolimar & CO. 


18 Columbia Street 


The Eleder-Hickok Co. 
23 Prospect St. 
(Formerly Lebknecher & Oo.) 


SILVERSMITHS—COreators ef Original 


Designs in Sterling Silver Hollowware & Novelties 














RI AN S 


And Pendants to Match 
Cheough wholesalers only 


401-7 MULBERRY STREET 











BARRASSO & BLASI 


THE HOUSE OF CAMEOS 
Lady's Stone Rings — Diamond Mountings. 
Pendants — Earrings 

CAMBO BROOOHES 

Sold through the jobbers only. 

81-88 Governor St., Newark, N. 4. 








New Jersey Jewelry Mfg. Co., Inc. 


50 Columbia Street 


Manufecturers of Waldemars, fine gold and platinum 
chains, swivels and spring rings in - Ae. and piatinum. 
Various kinds ef Fancy Rnameled. 


Phone Denninets 2569 


HENRY RUFEISEN-INC 


‘—MANUFACTURERS OF 
RINGS OFASQUALITY 


126-128 South Street 
Ohicago Office, 81 N. State &t. 








RINCS—a Specialty with 
Louis Bleiberg 


336 Mulberry Street 


Sterling Fireless Sliver 
Reduces polishing to a minimum and obtains 
la brilliance. 

JOHN J. JACKSON 4 CO. 

All Sterling and Fine Siivers Relling fer the Trade 








What Is the 
Jabel Ring Mfg. Co. 


putting out now? That is the question 
the ring trade ie asking. 401 Mulberry St. 


SEND FOR SAMPLES 
INKLESS 
TOOLLESS 


TAGS ssi 


ARCH CROWN MFG. CO. 


82 Warren &t. Newark, N. d. 
Originators and Patentees 








WATCH CASES 


We Specialize in Watch Cases 


WACNER & CO. 


Yel. Market 7448 91 Oliver Street 


Y4 to 2 carat 18K Engagement Ring 
mountings ornamented with emall 
diamonds and sapphires 


MARTIN H. WIEDMANN 


23 Longworth St. Newark, N. Jd. 


yf 3 you SELL to schools, colleges and 
ternities BUY from 


CRESCENT RING CO., Ine. 


355 Mulberry Street 


a of RINGS and PINS 


For Fraternal and Scholastic 
EMBLEM HOUSES 


We Specialize in STONE RINGS 


Black Onyx Blue Onyx Rubies 
Sardonyx Green Onyx Amethyste 
“f.)6 RINGS trio 





BARTELL & MILLER 


Manufacturers of 
FINE WATCH CROWNS 
244 Market Street 
Catalog sent on request. 





ALEX A. HASTREITER 
IMPORTER & JOBBER IN 
DIAMONDS, WATCHES AND 
JEWELRY 
207 Market Street Phone Mulberry 2408 





THE GENERAL ALLOY CO., Inc 


Correct White, Green, 
Alloys & Solders Yellow and Red 


WEDDING RINGS 





G. B. W., INC. 


10, 14 and 18K Ringse—Jobbers Only 


391 Mulberry Street Tel. Market 8320 
New York Office, 98 Nassau St. 








Geld and Piatinum Selders— 
“Clinten Alleys” 
For White, Green, Yellow Gold 


Refiners of Precious Metals 


Clinton Refining Co., Inc. 


61-83 East Kinney 8St. Newark, N. J. 





Che HEL LEN MFG.CO. 
Gs, & re NTING? 


L. FRITZSCHE & CO., Inc 


Manufacturers of 
Platinum and 14Kt. Gold Jeweiry ane 
Flexible Bracelets 
480 Washington Street 











Wolterling, Berry, Wallraff Co., Inc. 
FINE mechan JEWELRY 
Eight Rose Street 








Mi. ALEXANDER 


Manufacturer of 
GOLD RINGS 


Tel. Mitchell 1453 60 Columbia St. 











Jewelers’ Settings and Soeiders 
Refiners and Smelters 


BAKER & CoO., INC. 


Murray and Austin Sts. 
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LUGGAGE 


for the 


JEWELRY 
TRADE 





\rcscaBid ab ee? ee 
THE TWO STACK CASE 
Russet leather—6” deep inside 


A Complete Line Always in Stock 


Our special order department is equipped to manufac- 
ture all kinds of Luggage in a minimum of time. 





Regulation Telescope Sample Cases in stock; 5 
inches to 15 inches deep inside. Drop front. Black 
Cowhide and Black Fibre in stock. 


CROUCH & FITZGERALD 


CORPORATION 











345 Fifth Ave., New York 
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Thin POCKET WATCHES 
Py <=/-y wl wee 
The World’s 


" : 6 
~Nost eAccurate 


Time piece 

























The Dress Watch for gentlemen, 
combining world famous ZENITH 
accuracy with outstanding beauty 


ERE is another ZENITH masterpiece 


that is winning the attention of jewelers 


who serve a discriminating clientele . . . an 
ultra-thin model pocket watch, artistically 
wrought in platinum ... 10, 12 and 14 
Douzieme. 


Can be had in plain, conservative case—or 
with a diamond, sapphire or onyx center. 
Undoubtedly, the very model which partic- 
ular men seek . . . assuredly the smartest, 
most beautiful of thin model watches obtain- 
able. They are made also in Green, Yellow 


and White Gold. 
Sole Agents in the United States 
The ZENITH WATCH CO. 
INCORPORATED 


64 West 48th Street New York 
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GOLD AND SEED PEARL COSTUME 
JEWELRY 
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14x CosTUME JEWELRY IN THE MopERN Mope 


Genuine Stones Exclusively 





LAPIS LAZULI JADE TOPAZ 
CARNELIAN A 

CORAL METHYST 
ROSE QUARTZ GARNET 


KRAMER and BICK 


MANUFACTURING JEWELERS 


37 MAIDEN LANE NEW YORK 




















SPECIALISTS JEWELRY - DIAMONDS 
IN BUYING AND SELLING AND ESTATES 


From the Poorest Stones to the Finest Gems Loose or Mounted. 


Old or New 








Send me the merchandise your customer wishes to sell—I will promptly 
quote you my highest cash offer—Money remitted if acceptable or mer- 
chandise returned—Bank references exchanged. 


M. B. ALTMAN 


10 West 47th St., New York (Established 1899) 







































































FISTING T GROUPS 


of 


\ACHENHEL ME| 


Real Stone Jewelry 
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Now Ready for You 


Today, when the entire scheme of correct dress is the harmonizing 
of every detail of the costume, jewelry must be designed with 
greater style-knowledge than ever before. 

Therefore, the close cooperation between the WACHENHEIMER 
stylists and designers has become more worth while than ever. They 
have created jewelry that will add a distinctive touch to every cos- 
tume....originations that will be the desire of every woman. 

The results of their labors are shown in four exquisite sets of 
WACHENHEIMER Real Stone Jewelry.....‘‘Priscilla’’, “Margue- 
rite’, “‘“Geometric’’ and ‘‘Rose’’. These designs are developed in 
Chrysoprase, Onyx, Swiss Lapis and Carnelian, in ring, ear rings, 
pendant, sautoir, necklace, pin and bracelet and may be bought 
either in sets or single pieces. 

If you will write us we will gladly send you the name and address of 
the WACHENHEIMER distributor in your locality. 
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Concerned with the Best Interests 
of the Jewelry [rade 


E ARE interested in an efficient distribu- 
tion of our product only through legiti- 
mate and dependable channels where the 
retailer is assured of a profitable return for his 
efforts in placing reliable jewelry before the 


consumer. 


The jewelry business has always been a good 
business. The jewelry business is a good bus- 
iness today. The jewelry business will con- 
tinue to be a good business; all it requires is 
cooperation without deception. We are always 


at your service. 


WACHENHEIMER BROTHERS INC. 
Providence. R. I., U.S. A. 


Harry Wachenheimer, Pres. 
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Styles for 
Men 
Women 
Boys 
Girls 












MELLADILII Y 


is the first consideration that arises 
in the mind of your customer when 


you show a wrist watch. 


This is one of the great features of 
the Chaucer, and you may recom- 
mend it with a positiveness that will 
convince your customers and, in the 


transaction, create lasting good will. 


The Chaucer 


aa Y Wy 7 
I ae Ne 
S €., here Ap 


Wrist Watch 


creates a good impression on sight, 
and with its many superior features, 


offers a value that makes it irre- 


sistible at its modest price. 


It has all the popular points of ap- 


peal plus quality. 


You may make it your volume Fall 


and holiday seller. 














Immediate 


Delivery 
From 


Stock 





CHICAGO 





GOLDSMITH, STERN & CO. 


ESTABLISHED 1868 


World’s Largest Manufacturers of Gold Jewelry 
136 West 52nd Street, New York, N. Y. 


CHAUX DE FONDS 


PARIS AMSTERDAM 
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tre Worlds uy Jewelry Centers both 


BUY ML 


EW YORK 









NEW YORK ... World Market Place . .. Serving the discriminating, and also the millions . . . 
Facing the centers in Europe, close to all the world . . . With its smart shops and clever craftsmen 
. . . Fashion Center and Focal Point of awhole continent ... Shop in NEW YORK. 





ARTIFICIAL PEARLS 


Leys, CuristTigz & Co. 65 Nassau St. 
“Orienta”’ Pearls 


BADGES, EMBLEMS, MEDALS 


Dieces & Crust, 15 John St., Medals, Cups, 
Badges, Class Rings, Special Order Work 


BALANCES, SCALES 


CurisTIAN Becker, INC. 
Balances (Diamond and Gold) 


92 Reade St. 


CLOCKS 
Norman M. Morris 542 Fifth Ave. 
Importer, Boudoir, Traveling Clocks, Watches 


CRYSTAL—COLORED GLASSWARE 


T. G. Hawkes & Co. 542 Fifth Ave. 
Decorated Crystal and Silver Mounted Crystal 


CHINAWARE 


Mappock & Miter, Inc., 39-43 W. 23rd St. 
“Royal Worcester China”’ 


DIAMOND IMPORTERS AND 
CUTTERS 


BauMcotp Bros., Inc. 
Diamond Cutters 
BirnBAUM Presset Co., Inc. 62 W. 47th St. 

Diamond Cutters 
Cuas. P. GotpsmitH & Co. 20 W. 36th St. 
Loose Goods, Mfrs. of Plat. & Dia. Jewelry 
JeweL-Gem Co., Inc., 145 W. 45th St., Lapi- 
daries & Importers of Diamonds & Other Stones 
Surman Bros. & Co. 234 W. 39th St. 
Diamond Imp., Mfrs. Plat. and W.G. Rings 
J. R. Woop & Sons 15 Maiden Lane 
Diamond Cutters, Jewelry Mfrs., Omega Watches 


62 West 47th St. 


DIAMOND JEWELRY 

C. V. DoucHerty Co., Inc. 7 W. 45th St. 
Plat., Diamond, Seed Pearl and Jade Jewelry 

Morse Bros. 64 West 48th St. 
Diamonds and Diamond Jewelry 

Staicer & Sons, Inc. 527 Fifth Ave. 
Finest Type of Platinum Diamond Jewelry 





FOUNTAIN PENS AND PENCILS 


Pen-O-GrarHic Pen Co. 152 W. 42nd St. 
Mfrs. Combination Pens and Pencils 


NOVELTIES 
Victor E, LEDERER 123-125 West 33rd St 
Adv. Souvenirs for Store Openings, Anivs., etc. 


Max SINGER 
Specials in Jewelry Jobs and Novelties 


PEARLS 
Papazian Bros., Direct Importers, 2 W. 46 St 
Undrilled & Seed Pearls, Zircon, Jade, Coral 


PLATINUM CHAINS AND MESH 
Corsett & BERTOLONE, INc. 74 W. 46th St 
Chains, Mesh, Plat. Cord, Watch Attachments 


PRECIOUS AND COLORED STONES 
R. A. BREIDENBACH 48 W. 48th St 
Diamonds, Precious and Imitation Stones 
Max DurAFFourG, LTD. 580 Sth Ave 
Synthetic Calibre, Ring Stone, Importers 
Jutes FRANKLIN, INC. 452 Sth Ave 

Pearls and Precious Stones 
ALFRED La Frantz & Co. 41 Forsyth St 
Jobbing Colored Stones, Cutting, Encrusting 
I EvFERE Co 94 Canal St., Cutters 
Encrusters—If it’s a stone. we have it 
Max Natuan Co. Estab. 1886. 68 Nassau St 
Pearls, Precious, Imitation Stones. Mail orders 
Max STERN & Co. 17-23 John St 
Importers of Ringstones of Every Color 


SuPREME STONE ImpP’t Co 37 Forsyth St 
Encrusting, Jobbing Stones, Mail Orders Filled 
J. L. Warner Co., Inc. 36 W. 47th St 


Importers and Cutters of Precious Stones 


REAL STONE COSTUME JEWELRY 
ARAX Jury. Mrc. Co., Inc. 74 W. 46th St 
Real Stone, Costume and Seed Pearl Jewelry 
Asiatic ArT JEWELRY Co., INC. 22 W. 48th 
Chinese Jade, Seed Pearl, Artistic C’t’me J’l’y 
R. J. BLUMENTHAL 65 Nassau St., Impor- 
ters Japanese Cultured Pearls—Crystals, etc 
Boyayran’s Sons Co., Inc. 64 W. 48th St 
Seed Pearls and Art Jewelry Manufacturers 
MorTiMerR B. KiinG “The House of Jades” 
Necklaces, Costume Jewelry 635 Nassau St. 


REAL STONE GIFTWARE 
Avucust DINnGELDEIN & SON 551 5th Ave. 
Real Stone Ash Trays, Special Order Work 


9 Maiden Lane 





PRECIOUS METALS 


BAKER & Co., INc. 30 Church St 
Jewelers’ Settings and Solders 


Jounson, MattrHey & Co., INc. 233 B’way 
Platinum and Other Precious Metals 
REPAIRS FOR THE TRADE 


22 West 48th St. 
Repairers: Watches, Clocks; Timeology 


SAMUEL BERNARD 


S. HEtter & Co., 49 Maiden Lane 
Silversmiths, Jewelers, Platers, and Colorers 

Kinc & Co., 40 John St. 
Repairers, Silversmiths, Jewelers 

Factory P. T1rEcHE 93 Nassau St. 
Repairers; Watches, Dials, Supply Material. 


RINGS, RING MOUNTINGS 


DATTELBAUM & FRIEDMAN 1 W. 47th St. 
Manufacturers of Gold Rings and Mountings 


SEED PEARL JEWELRY 


64 W. 48th St., 
Mfrs. Seed Pearl Jewelry, Also Repairs 


EASTERN PEARL Co. 


SILVERWARE 


Derny Sitver Co.s 10 Maiden Lane, World Re- 
nowned Hollow, Toiletware, Novelties, Pewter 


WATCHES—AMERICAN 


ALPHEUS L, Brown 15 Maiden Lane 
Watches: Waltham, Elgin, Howard, Hamilton 


WATCHES—IMPORTED 

Cortesert Watcu Co., Watches and M’ts. 
M. Foerster & Son, Agency, 15 Maiden Lane 

I.ussac Watcu Co 12 John St. 
Importers of Swiss Watches of all prices 


A. SHaprro & Son 48 W. 48th St. 
Specializing in Men’s Platinum Watches 


I. TANNENBAUM Co. 121-123 Canal St. 
Importers of Swiss Watches and Movements 


WATCH MATERIALS — TOOLS — 
JEWELRY FINDINGS 


KrieceR & Dranorr, 10 W. 47th St., S.U.C. & 
P.B.U. Unbreakable & K.K. Fancy Crystals. 
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Make the ~Most of its Present Uoouel 
S 


PEWTER is definitely established as a modern metal. Its 
cool, low lustre and simple lines are in perfect harmony 
with present trends. And its inherent beauty commends 
it to all classes of customers. 

Art and gift shop owners everywhere are capitalizing 
on pewter’s popularity. Many of them have selected 
their stock from the rich assortment offered by the 
International Silver Company. There are platters and 
pitchers and porringers, graceful bowls, quaint candle- 
sticks, complete tea services and other pieces to please 
the most discriminating patron. Some are reproductions 

of the finest Colonial 
ware. Some are of Eng- 
lish, Flemish or Scan- 
dinavian origin. 


Full-page advertisements in the national “quality” 
magazines explain the story of pewter and the merits 
of that produced by International pewterers. They 
emphasize the fact that the three “touch marks” 
shown below assure authentic design and honest crafts- 
manship. They are certain to influence many of your 
customers. 

Take advantage of pewter’s present vogue and this 
advertising backing! You'll find the International line 
fast-selling and priced to allow you a very substantial 
profit. For information, prices and illustrations, address 
Pewter Department 
C-1, International 
Silver Company, 

Meriden, Connecticut. 


“TOUCH MARKS” TO GUIDE YOU IN YOUR PURCHASES 





Anumber of the interesting designs created by 
International craftsmen are pictured on this page. 


[INTERNATIONAL 


SILVER. CG 
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“SILHOUETTE 


The New 


1847 ROGERS BROS. 
eo PATTERN 


Two dinner knives instead of the usual conventional one... 


\ 


j i SPOR RRR NES EM ME NIE ATI OE 


iN 


in SILHOUETTE. Two choices to intrigue your customer. A 
double-edged talking point for you! 
For SILHOUETTE offers both the regular dinner knife . . . and 


the new Viande knife (Patent Applied For), with its short blade 





Bien 
od Bika. sew, ceatiiuettemiaen ne ee 


and long handle. It’s a knife you can demonstrate. You can 
take it in your hand and hold it in a cutting position. You 
can demonstrate how your forefinger presses on the handle 
instead of on the back of the blade as with the usual dinner 
knife. You can demonstrate its balance and its feel. You 
have something to talk about even beyond the pattern itself, 
something new and “newsy.”’ 

The Viande knife is the creation of Eliel Saarinen, whose 
distinguished work is recognized as entitling him to foremost 
rank as architect and designer. 

And then if your customer is very conservative . . . and the 
Viande doesn’t impress her . . . then you still have the 
regular dinner knife and dessert knife to sell her. 

For illustrations and prices of the new SILHOUETTE pattern 
write for booklet JH to Sales Promotion Department, Fac- 


tory E, International Silver Company, Meriden, Connecticut. 


1047 ROGERS BROS: 


SILVERPLATE 
——al ae 
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Smart “fall fewelry “fashions 


London Designers Introduce New Creations for the Latest Gowns 































By Jack Brooks 


HOULDER-BLADE jewelry is going to be rather wearer more than to the front, and, following the pre- 
S evident among the correctly dressed women of cept that one good thing should lead to another, the 
Europe this Fall and Winter, and the double-tailed designers have evolved a curl coiffeur bandeau that 
choker necklace, which is a beautiful piece of work in’ matches the neck piece and which stretches just across 
a wide range of styles, is going to do the job of camou-_ the nape of the neck in a delicate curve from ear to ear. 
flaging the very bare back of milady in fine style. It is a flexible, slender, intensely modern slip, and it 
A glimpse of the 1929-30 models this side of the world enhances the appearance of the wearer of the shoulder- 
indicate that the gems used in these modern pendant _ blade pendant piece. 
necklets are confined practically to diamonds and pearls, Some time ago I mentioned that the jeweler-specialist 
with the former predominating. was endeavoring to eliminate over-elaborateness in the 
All the arts of the modern cutter are brought to bear’ use of jewelry and was even planning to ban semi-pre- 
on the geometrical fashioning of these choker pieces, cious jewels from the ensemble. Not a lot of progress 
which are suspended in pendant or fringe formation along this road is likely to be made, but evidence of this 
down between the shoulder blades for restraining tendency is to be seen in 
six, seven or eight inches. the plain black leather belts featuring 
A shorter fringe or pendant sus- magnificent diamond buckles which is 
pended from the front of the necklace the only trimming to be allowed with 
at the throat gives to the choker the the simple black satin dress. The belt 
label—double-tailed. The choker, un- is an inch wide and has a bracelet to 
doubtedly, is to prove the tour de force match, a little narrower. The diamond 
of the coming ensemble for wear with buckle of the bracelet, like that of the 
the new backless gowns of rare beauty. belt, is of tiny rose diamonds surround- 
Platinum, of course, is used in the ing a large square central diamond. 
composition of these pieces. One type 
of shoulder-blade pendant (some folk 
refer to it as the backbone strip) has 
fine brilliants for the neck circlet, the 
double tail being made up of strips 
of square-cut diamonds. Large square 
shaped stones are used for finishing 
off the short three-inch strip at the 
throat, the seven-inch rear strip being 
of graduated square-cut stones ranging 
from the very small to the very large. 
Another type has its strips composed 
of square stones all of the same size, 
but set diagonally, instead of horizon- 
tally. Another makes use of baton and 
other differently cut stones. Some in- 
troduce a color motif, according to the The geometric design is well balanced, 
effect desired, this being obtained with ae and a wide range of the modern-cut 
the colored first-water stones. stones is used in the composition. 
This focussing of backbone jewelry A smart clasp pendant for the new Baton, baguette, and trapezium—all are 


‘ . evening gowns worn with a pearl ~ . ‘ 
draws attention to the back of the necklace featured in the newest of necklaces. 


HE idea of turning the jeweled clasp 

of a necklace into a pendant which 
repeats the geometrical motif of the 
clasp is a happy one. There are some 
very fine interpretations of the clasp 
pendant necklace now being made ready 
for the new season’s gowns. The one 
depicted here in the little sketch gives 
an idea how the clasp pendant is util- 
ized with the double-tailed necklace. 
In this instance the pearl ropes form 
the cascade for the bare back, the clasp 
at the throat finishing with a three or 
four inch pendant which is composed 
almost entirely of quality diamonds. 




















There’s something 
genuinely artistic 
about the interior 
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One corner of his 
gift department is 
devoted’ entirely 








of the new store 
of Earl M. Wil- 
kinson, Pomona, 


Cal. 














to Chinese goods. 

New things are 

constantly found 

in this depart- 
ment 
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Artistic Arrangement Helps Sales 


Lessons to Be Learned from Pacific Coast Jewelers 


HE trend toward attractive jewelry shops seems 
to be more pronounced in Southern California 
than elsewhere. And, the more attractive archi- 
tecturally the shops are, the more varied are the lines 
carried. Many shops find their gift departments very 
valuable assets in bringing a continued flow of cus- 
tomers to their establishments. 


. 





Take the case of Earl M. Wilkinson of Pomona. This 
progressive young man recently moved to a new location. 
He had two main objects in view in so doing: to provide 
his clientele with an outstanding place in which to shop, 
and to develop the gift part of his business. 

The accompanying pictures show how well he has 
succeeded in developing the beauty theme. Unfortu- 





This table is al- 

ways set with the 

latest conceptions 

in glassware, sil- 
ver, etc. 



















Anattractive table 
cover sets off the 
display and every- 
thing is kept im- 
maculately clean 


AWA ANA: 

















October 3, 1929 


nately, the gift department has only just been completed, 
so photographs of that charming lower selling floor are 
not available. 

“It is necessary,” said Mr. Wilkinson, “to branch out 
in order to do a profitable business. even though we are 
stepping on someone’s toes.” 


NE corner of the gift floor is devoted entirely to 
Chinese goods. By buying these in small quantities 
and by having new goods constantly coming in, this sec- 
tion of the store is a most interesting place for a woman 
shopper to browse around in. Many items are displayed 
here, more for an embellishment reason than from a 
strictly merchandising reason. Good paintings, tapes- 
tries and other objects of art come under this heading. 
In common with the experience of other merchants that 
the writer talked with as he swung around the orange 
country, the trade in general does not expect the good 
jewelry stores to carry too cheap items, even though 
they are located in comparatively small towns near the 
large city of Los Angeles. Items priced below $2 move 
so slowly that it does not pay to carry them. Grouping 
a certain amount of merchandise by prices is a distinct 
aid in helping people to decide, Mr. Wilkinson finds. 
Individual tables each displaying nothing but one price, 
such as $2, $3 and 5, solve this problem. An unusual 
article that has intrinsic worth will sell far superior to 
one that has just worth but not the unusualness. 


* * * 


Long Beach, Merithew’s Diamond Store, fashioned in 
old Mission style with hand wrought lighting fixtures, 
each showcase in its arbored nook, has a fine, thriving 
gift department. Again, the unusual things in pottery, 
jewel boxes from all parts of the world and even modern 
lamps, are doing their bit in building the prestige of this 





Walls are of stone texture of old ivory cast. Ceilings are green 
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The sterling case is placed flush to wall 


artistic shop. Here the gift department occupies two- 
thirds of the west side while the opposite side has its 
diamonds, silver, watches and costume jewelry. 


RANK S. FISHER, of Riverside, figured out that he 

needed a gift shop to keep abreast with the times. 
Then, too, as Riverside is a great tourist town, a beauti- 
ful shop would soon pay for itself from the extra busi- 
ness it would attract. His judgment in both cases 
proved correct. The gift department is located in the rear 
of the store. 

Perhaps it is fitting that the summing up should be 
left to J. Herbert Hall of Pasadena. This well-known 
jeweler tersely said, “It is necessary for us to develop all 
angles of our business. We jewelers are being crowded 
out of some of our former profitable lines, and so must 
look for other fields. Our gift and clock room is grad- 
ually being developed. This is proving to fill an impor- 
tant niche in our merchandising scheme of things.” 





‘volution of Time Telling 


Changes which time has wrought displayed in a horo- 
logical exhibit of timepieces ranging from the ancient 
water clock to the latest self-winding wrist watch won 
for the Hershberg Jewelry Co., at 2 East Ave., Chicago, 
constant show window attention and a half-column news- 
paper story last week. The novel display was arranged 
to show the evolution in time-telling devices covering a 
period of several hundred years. Chief among the ex- 
hibits were the water clock, Aztec calendar stone, sun 
dials, hour glasses and early mechanical clocks. The self- 
winding wrist watch was featured in front of the window. 
The display aroused much favorable comment. 
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The Recognized Authority of the Trade 


The Jewelers’ Interest in the New Silhouette 


HE jewelry industry differs from many others 
Pi the small extent to which it is able to create 

styles and changes of itself and force them on 
the public, for jewelry is essentially an accessory 
and does not stand alone, but must be appropriate 
to the background on which it is used. As the back- 
grounds in the way of dresses, coats, gowns, etc., 
change, so does the demand for new jewelry come in 
to conform to these changes. For a change in the 
cut of a gown may determine not only the style of 
bracelet, necklace or brooch to be worn, but, in some 
instances, may determine whether or not it is to be 
worn at all. The material or color of the popular 
gowns may determine the popularity of the gems of 
the season. 

It is for this reason we have urged the jeweler to 
keep close watch on the changes in style in women’s 
apparel as these are the factors that, in great part, 
determine the changes in style of the jewelry that will 
be in demand, and it is for this reason also we have 
published so much on the subject from time to time 
and endeavored to keep the trade informed not only 
of the changes taking place in this country but also 
among the fashionable women of Europe. 

The subject is of especial importance to the jeweler 
at the present time owing to the complete change in 
the feminine silhouette for the fall and winter, the re- 
turn to the longer dresses and evening gowns and the 
revival of the styles that preceded the severe and 
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straight line effects popular in the last few years. If, 
as it is believed by many, that the women’s styles of 
recent years have been responsible for the decrease in 
the amount of jewelry worn it is but natural to con- 
clude that the changes to the more feminine effects 
predicted by the fashion experts may again bring 
back the use of jewelry to an extent that was mani- 
fest a decade ago. 





Must We Stop Free Engraving on Silver? 


QUESTION of vital importance to the jeweler 
A handling silverware is propounded in a recent 
letter to the editor of this journal from a 
Providence concern that can be ranked among the 
most prominent retail jewelers, silversmiths and im- 
porters of the East. This question is, whether the 
jeweler can any longer give free engraving on silver- 
ware owing to the great increase in overhead that is 
eating up the small margin of profit that he has? The 
situation is well put by this house in the following 
words: 

“We have been considerably concerned for 
some time and know that many other jewelers 
feel the same, relative to the next results of their 
sterling silver departments. As a matter of fact, 
we happen to know from a dozen or more jewel- 
ers in different parts of the country as far out 
as the coast, each one rating as the leader in his 
community, and doing about the same volume of 
business as we are, that the average net results 
from their sterling silver departments are nil. 

“It is not necessary for us to go into great de- 
tail in regard to the whys and wherefores of this 
situation, as you know as well as we do that the 
gradual increase of overhead, due to the space 
the departments take up, the amount of work nec- 
essary to keep the silver in condition, flannel 
rolls and free engraving, amount to so much that 
that the mark-up given hardly covers this very 
heavy overhead. 

“It occurs to us that it is about time for some- 
thing to be done to remedy this situation, and it 
is our thought, and probably that of many others, 
that if the free engraving c ild be eliminated, 
this perhaps would do the trick. Therefore we 
are writing to you with the idea of seeing if it is 
not possible, by bringing this matter to the jewel- 
ers at large, with the hope that some decision 
may be reached by a majority of them. to elimi- 
nate at least this source of expense. We feel that 
through the medium you operate very good re- 
sults would be obtained and in any event, you 
are the logical people to at least sound out the 
jewelers on this important subject.” 

We are publishing the above in the hope that we 
can, as requested, sound out the jewelers on this im- 
portant subject. There is no doubt that something 
must be done in view of the increasing costs of doing 
business to give the jeweler a real profit on silver- 
ware. Whether the remedy suggested is the most 
expeditious and the one to consider at the present 
time is a subject on which we would like to have the 
opinions of our subscribers. The columns of THE 
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JEWELERS’ CIRCULAR are open to all retailers and also 
to manufacturers and wholesalers who wish to ex- 
press their views on this important subject. 





Fighting the Smuggler 


OR many years the diamond and gem trade, 
K from the cutter and importer right down to 

the retailer, has suffered considerably from the 
practices of the smuggler, both tourist and profes- 
sional, and the fight of the industry to prevent this 
smuggling is well known to trade and public alike. 
More recently the watch trade has been suffering 
deeply from the clandes- 
tine importation of for- 
eign timepieces and we 
are glad to note that the 
leading importers have be- 
come so thoroughly 
aroused and are doing 
everything in their power 
with the aid of the Gov- 
ernment authorities to 
stamp out this nefarious 


Congress of the United States 
House of Representatives 
Washington, D. C., Sept. 27, 1929. 
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nation which surrounds smuggled merchandise and 
that is, by dealing with houses (wholesalers or im- 
porters), whose reputation he knows to be above re- 
proach. Before handling merchandise coming from 
unknown channels, the honest man will see to it that 
he has the full “commercial pedigree” of the mer- 
chandise with proof that the proper customs duties 
on it have been paid. 

It might be well to again call attention to the fact 
though it is not probable that the innocent holder of 
smuggled merchandise will be indicted and prose- 
cuted, nevertheless, his lack of knowledge as to pay- 
ment of duty will not save him from loss should the 

Government seek to con- 


‘hae an eee mcanenel {  fiseate the merchandise it- 


A MESSAGE FROM HON. 
CLYDE KELLY try. Such an action is di- 


self for not having been 
declared for customs en- 


rected solely against the 
merchandise and all the 
Government needs to 
prove is that no duty had 
been paid in order to have 
it declared forfeit and 





practice. Already much 
has been done to break up 
the smuggling of foreign 
watches and, as told in 
another column, the plans 
of the importers to stamp 
out smuggling are most 
elaborate and will prob- 
ably prove distinctly ef- 
fective. 

There is one way in 
which the trade at large 
can aid in putting the 
smuggler out of business 
and this is by not only re- 
fusing to deal with the 
smuggler or his agents di- 
rectly but by refusing to 
have any contact, business 
or social, with those who 
can be logically suspected 
of having anything to do 
with robbing the Govern- 
ment either by direct im- 
portation or in marketing 
the smuggled product. We 
must realize the smuggler 


is one of the meanest of criminals. 


— 


| thank you for your letter of the 26th 
and copy of THE JEWELERS’ CircuLar. This 
is a first-class statement as published and 
I believe will be of value in our efforts to 
secure a square deal in merchandising. 
With all good wishes I am 
Sincerely yours, 


(Signed) CLYDE KELLY 


The above letter from Hon. Clyde Kelly, author 
of the well known price maintenance bill now in 
Congress, that bears his name, refers to the edi- 
torial in THe Jewecers’ CircuLtar on page 61 
of the last issue, urging the jewelers to give per- 
sonal support to the Capper-Kelly Bill. Congress- 
man Kelly’s speech before the convention of the 
American National Retail Jewelers’ Association at 
Cleveland, put new heart in the advocates of the 
price maintenance legislation when he showed how 
completely the arguments against the price 
maintenance could. be answered by the facts. 
His analysis of the opposition to this measure 
and the sources from which it came, together with 
his statement as to the chances that the bill has of 
passing in the present session of Congress, should 
encourage every merchant who believes in the 
measure to get out and work personally on his 
Congressmen and Senators to enlist their support 
and also have their friends, neighbors and busi- 
ness associates do likewise——Editor of THe Jewet- 
ERS’ CIRCULAR. 


sold by the courts. 





Where Profits. Do Not 


Increase with Sales 


S the installment jewel- 
] er progressing, stand- 
ing still or going back- 
ward? According to the 
midyear review of the re- 
tail installment jewelry 
business that has just 
been made by Arthur Fer- 
tig & Co., New York, the 
net sales up to July 
have increased by about 
121% per cent over that of 
the business of last year. 
But net profits, on the 
other hand, have de- 
creased, being less than 2 
per cent over those of the 
same time in 1928. 
According to this re- 
port, the first six months 
of this year showed a very 
satisfactory expansion in 


He is not only a_ volume which indicates that the demand for jewelry 





thief and often a perjurer, but he is a traitor to his 
industry and for the few paltry dollars of gain he is 
willing to disrupt the business of his associates 
throughout the land. 

The man who buys smuggled goods, though perhaps 
not as great a criminal as the smuggler, is no more 
fit to associate with, than the smuggler himself for 
he is practically on a par with the receiver of stolen 
merchandise. 

There is only one way that the honest and rep- 
utable jeweler can protect himself from the contami- 


is greater than in the past or that the practice of re- 
tailing on credit has become more widely accepted by 
the public, but the failure to make the profits com- 
mensurate with the added sales volume suggests that 
the unsound merchandising practices that reduced 
profits in 1928 continue to reduce them this year. 
Four evils from which the installment business is 
suffering, as pointed out in this report are: (1) 
Overstressing the price appeal. (2) Disproportionate 
cost of added volume, (3) rapid increase in the num- 
(Continued on page 73) 
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Wrist 


Wa t c h es CJ-HE jeweler 
often finds 
he has to 
pull down today 
much that he has 
ad labored _painstak- 
ingly in the past 
to build up. Just 
as the ten-story 
building, solid and 
strong, good enough to stand for another lifetime, is 
razed in order that a newer twenty-story building may 
take its place, the jeweler must ruthlessly destroy some 
of the traditions his forebears have worked hard to build 
up around the trade. 

The old. idea that a good watch should last a lifetime— 
and might be handed down from father to son as an heir- 
loom—served a good purpose in the past. But times 
change. Men no longer demand such service from a watch. 
Not that they do not desire efficient performance from a 
watch, for they do, but because they want style and ap- 
pearance more than dependability of performance. 

This idea of the customer fits in nicely with the ad- 
vanced methods of doing business, to create new needs 


A display card suggestion 
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Flow to @)ell 


More Watches 


By A. E. E. and R. F. N. 

begin a campaign of education that will inform the public 
that not only should each individual own one watch but 
several watches, each suited to the occasion for which it 
is worn. More watches would then be purchased and the 
troubles of the jeweler would be greatly reduced, because 
the watches sold would be suited for the purpose for 
which they are bought. 

If he himself accepts the slogan as his motto and tries 
to sell watches for the various occasions on which they 
will be worn, he will find a multitude of new avenues for 
sales. 

There is the woman who does her own housework, or 
part of it. The dainty wrist watch is not suited for wear 
while washing dishes or making beds. It is altogether too 
precious to be treated in that menial capacity. Let the 
woman buy a more sturdy watch, by preference one that 
can be pinned to the blouse. Sell the woman who gardens 
in summer a watch of more sturdy make than her treas- 
ured trinket suitable only for formal or evening wear. 
Sell the woman who takes part in sports a suitable watch, 
one that will stand the strain. 

But, some jeweler will say, you are advocating the sale 
of cheap watches; what we want to sell is the better 
grades. Quite correct. Sell the cheaper grades, but sell 





and new uses for more watches of 
every possible line the better grades. 
in the trade. The Do not allow a wo- 
jeweler wants to sell 4 man to. select a 
the best watch pos- watch which is 


sible to each cus- 
tomer, but at the 
same time he knows 
the customer has 
need for more than 
one watch,  espe- 
cially if he is to be 


properly served by 
the timepieces of 
the day. 

‘HE tiny little 


wrist watch, a 
masterpiece of the 
watch-maker’s art, 
with a case of the 
most _ expensive 
metal in the world, 
and incrusted with 
gems of pleasing brilliance, is quite proper for the use it 
is intended, which is to grace the arm of some beautiful 
woman and add charm to her beauty, rather than to use 
carelessly. But that delicate piece of machinery is not 
intended for the push, bounce and pull of that same arm 
with a tennis racquet held in the hand. 

If the jeweler wants to sell more watches let him adopt 
as a Slogan the phrase, “Watches for the Occasion.” Then 





bound to give trou- 
ble, but advise her 
to buy a watch 
for one purpose or 
the other, and later, 
if not at the time, 


buy the other, for 
both are a_ neces- 
sity. 


HE woman who 
has presented to 

her 2 dainty trinket 
in the form of a 
watch should be ad- 
vised to treasure it 
sentimental 


= | ENGGASS TRADE-IN Watch Sale Sal sa” sentimental 


moner watch for 

commoner use. Teach her to value a good watch. 
And the same thing can be said of men’s watches, al- 
though women are more prone to misuse their watches 
than men. The man who owns a dainty, thin model watch 
with an expensive platinum case and occasionally has 
strenuous labor to perform should be advised to buy a 
sturdy watch for that purpose. Delicate machinery should 
not be subjected to the strain of sports. A watch suitable 
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for the sportsman should be —_— 
bought to preserve the pur- 
chase already made. 

If this idea is carried out 
there is a possibility of two | 
sales where only one existed 
before. But there are other 
ways in which the sales of 
watches may be increased. | 





Go Give Youthe Better Watch 
You Have Al: ways Wanted 


THE WORLD'S 
MASTER CRAFTSMEN HAVE 
MADE THIS STORE HEADQUARTERS 
FOR THE WATCH YOU HAVE 
PROMISED YOURSELF 









F YOU hat been carrying an ordinary “yard 





masterpeeces, bearing the un 
print of manufacturers whose names are the 
standard by whach all watches must be compared 


ART off with the school- ~ 9-4 EES 
boy. Jewelers often fail to 5 ng et arcate ak cee’ 
appreciate the possibilities of pt ah iy ten 
a sturdy little watch for school- tai a a 
boys. They forget that these , <teputhonetiaen Gunton 
boys are the future men of the Gr 29GN Co smn aap 
country, and that as men they Si a 
will discard their boyish 
watches and purchase newer 
ones if in the meantime there 
are not several watches pur- 
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CLEVELAND 
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chased between boyhood and The “Personality” 

‘ EF ATC 6:30 A. M. to 9:00 P. M. 
manhood. The jeweler who MR sot 
sells the boy’s first watch wach 


stands a far better chance to 
sell him those purchased later 
in life. 

Graduation is a good period 
to get in on the transition be- 
tween boyhood and manhood, 5 





Amid June roses or Januar 
Graduation is an sehicveme 
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tunity for the sale of wrist 
watches for young women. 
The high-priced watch as a 
gift can only be sold in the 
average jewelry store in lim- 
ited quantities, but every | puY A WATCH WITH 
jeweler can sell a certain pro- | A NAME YOU KNOW! = Sahel 
portion of them if he seeks out Aeganigiacs 
the right buyers. The wealth- 
ier classes in every community 
form the field in which these 
watches can be sold. The 
jeweler should figure out his 
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constituents. 

Presentation watches offer 
another field for sales. Why 
does not the jeweler strive 
more strenuously to have 
watches presented instead of 
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Here are numerous suggestions on watch advertising used by successful retail jewelers 
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made? 


Practically all jewelers can sell the medium grades of 


watches. Here the field is almost unlimited. Too often 
the jeweler underrates the buying capacity of his cus- 
tomers. Trading up is a means of increasing the volume 
of dollars realized from watch sales, just as the proper 
watch for occasions leads to a larger number of sales of 
the cheaper kinds. 

If the jeweler wants to sell more watches he must give 
the people what they want, whether it is a cheap watch 
or one of high grade. The more varied his stock of 
watches the less need there will be for people to go to 
stores that are not in the jewelry class at all. 

It was estimated in a survey of the distribution of 
watches made by a manufacturer a few years ago that 
approximately 60,000,000 individuals either owned 
watches or were in the market for watches. If every one 
of these 60,000,000 owned watches there would still be a 
big field for Watches wear out, and especially 
those of the cheaper type. Even those owning watches of 
a high grade find them going out of style and hence use- 
less in the hands of the owners. 

The largest field for the sale of medium class watches 
lies with this ever-increasing class who find a need for a 
better grade of watch. This is the class that should be 
educated to the purchase of watches for the occasion. 


sales. 


TYLE and efficiency should be the keynote of the ad- 
4.) vertising of the medium and better grade of watches. 
Statistics may be used in an appeal to the mechanic, to 
the railroad man and others who labor with their hands. 
Style, finish, materials, type of movement and workman- 
ship may be mentioned in watch advertising, too, but the 
appeal to the emotions is of far greater effect in creating 
sales. 

A recent advertisement was headed “Look at Your 
Watch!” Accompanying this headline there were two 
illustrations. One showed a clock with a sign that read 
“Western Union,’ and a man looking at his pocket watch. 
The watch was several minutes slower than the clock. A 
sub-head read, “Is it reliable?’”’ The other picture showed 
a man riding a high-wheel bicycle, a man driving a horse 
in an old-time buggy, and a man driving an old-fashioned 
auto without a top, each of these in separate panels in 
fan-like panorama. Below were shown two watches, one 


of enormous size, the other a small octagonal watch of 
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traveling bags and similar things when presentations are 
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dainty type. A sub-head read, “Is it old-fashioned ?”’ 

What a story was pictured for the public there! Could 
a volume of words speak louder than those pictures? Well, 
there’s the idea. Go after the men and women who own 
old-fashioned watches with hammer and tongs. Ridicule 
them into purchasing new watches, if necessary. 
1A LOT of consumer prejudice has to be broken down 

in selling modern watches. Even though we have 
advocated the purchase of watches for occasions, which 
would indicate that the dainty wrist-watch type is to be 
relegated to a more formal use, there is also a wide field 
for its use at other times. 

An advertisement reads, “A Real Watch or an Orna- 
ment?” Then follows the argument that a wrist watch 
need not necessarily be of the ornamental type. but can 
be had that will serve most purposes for which a woman 
needs a watch. 

Woman who have purchased unsatisfactory wrist 
watches in former years must be told of the better types 
of today. 

Here is another good headline: 

“Treasure your old watch—but wear a new one!” 

That for the sentimentalist who treasures his old watch 
for its associations. 

“The motorist should wear a wrist watch” should get 
under the skin of men who reason at all. 


HE following are suitable sentiments for headlines, 
advertising phrases and for show cards; use them 
freely in advertising watches: 


A Gift of Distinction. 

Fit Yourself to a Watch. 

A Gift that Lasts Is a Watch that Goes. 

This watch looks good—and is good—inside and out. 

A good watch is your best friend. 

You need a watch for every occasion. 

There is a watch for work, another for play, and still 
another for dress. 


Heirloom watches should be treasured, not used—your 
watch should match your standing in the community. 


Can the jeweler sell more watches? Surely, after read- 
ing the foregoing, he will not ask the question. 
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"HE simply draped 
clothes and the 
vividly colored 
fabrics of India have 
entered the Paris fashion 
world. Nothing is 
smarter nowadays, than 
Oriental note seen in Paris crea- Clothes and hats and ac- 
tions cessories that have that 
India look—that is ac- 

cording to what French stylists have to say. 

The fashions that are being launched in Paris today 
and the ones which will affect the styles of the world for 
months to come, are noticeably Oriental. Mannequins who 
parade about fashionable dressmaking salons wear hats 
and gowns and jewels that are announced by such names 
as “Maharajah,” “Bombay” and “Taj Mahal.” 

One of the most interesting of these new India fashions 
are the hats which suggest the soft draperies that Indian 
women pin over their black locks in lieu of any other head- 
covering. The hats 
that Paris makes are 
the nearest millinery 
reproductions of 
draped fabric — caps 
that fit the head like 
cloth, worn high off the 
forehead and showing 
the typical India jewel 
placed at the center 
front. 

Some of them go as 
far as to place identical 
jewels on the _ hat- 
crown, directly behind 
each ear, but the ma- 
jority of the models 
show only a single fine 
brooch, suggesting an 
Oriental flower. One 
of these new hat 
brooches worn is of 
cloudy crystal com- 
bined with aquamarine. 

NOTHER fash- 

Old fashioned ion revival has 

lockets revived been added to the long 

by Paris style jist of 1830, 1870 and 

eperte 1913 styles that are 

influencing the new 

clothes originated in 

the French capital. Women in Paris always interested in 

the vogue of black, are beginning to appear in black 
clothes accentuated by jewelry of jet. 

In its smartest versions, jet jewelry is modern in char- 

















*Paris correspondent of National Jewelers’ Publicity Association. 
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New Fads and Fancies 


Paris 


in the 


| ecwelry Styles 


By K. D’Orsay* 


acter, rather than simulating old-fashioned styles, and is 
combined with crystal. The contrast of the black of jet 
and the transparency of rock crystal or the whiteness of 
cloudy crystal, makes this new jewelry craze equally popu- 
lar with matrons and debutantes. 

One of the new jet necklaces has just been introduced 
at a Paris fashion opening. Both necklace and bracelet 
are formed of strips of jet from which hang big globules 
of crystal. The effect is rather of two necklaces worn 
close together, than of one. 

Jet is likewise shown in a number of other combinations 
—with turquoise, with aquamarine, with jade, with red 
coral, and with precious metals, highly polished. It is 
especially fashionable as outdoor jewelry, of the type that 
is worn with street dresses. The bracelets are usually 
made large enough to be worn outside the cuffs of gloves. 

The dainty little silver lockets that are now seen in 
Paris shops, brief mention of which has already been 
made, are proving popular just at present. They are 
fairly accurate copies of those seen when grandmother 
was a girl. 


ITH the new off the forehead hats, earrings natu- 

WY rally can be shown quite effectively if they are of 
the dangling variety, and for this reason, probably, a 
great many are seen 
this year, usually to . if 
match the necklace. 

Much interest cen- | 
ters this yearonbrace- | 
lets, which are very | QW <- Al_— 
wide and heavy, some-_ | . 
times as much as two 
inches in width. Fo~ 
evening it is consid- 
ered smart to wear 
these over the new el- 
bow length evening | } 
gloves of black or light 
suede, and for the af- | | 
ternoon costume thev iL | 
are worn either over 4. 
tightly fitting sleeves | 
or over the long pull- \ 
on glove of black \ 
suede which is so 
smart. \ 

Amber jewelry is > Ga oo : 
gaining in vogue. I Jet reappears , \ | 
is especially effective “C"g P vty ie oe, 
with the browns and /°@C'7Y /asmons 
wood tones for fall and winter wear. Bangle bracelets 
are coming into favor again. 

Elaborate fastenings, sometimes set near the front, or 
pearls run through a jeweled ornament at the front, are 
variations of the classic pearl necklace. 
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Anniversaries and Holidays 


11. Armistice Day. Symbols of Peace and 

Victory. 

. Evacuation Day; New York. 

3. Thanksgiving Day. Symbols of the 
Harvest. 


bo bo 
CO O1 


November Window Suggestions 

Thanksgiving will be the overshadow- 
ing event in November. It is an easy 
matter to introduce symbols of this fes- 
tival into the window displays by the use 
of actual fruits and grains, or by means 
of artificial representations of these 
things for which we should be thankful. 

The cornucopia overflowing with fruits 
and grains makes a pleasing symbol of a 
bountiful harvest. If nothing further is 
done than to fill a few fruit dishes and 
make a display of bright colored fruits 
the jeweler will be reflecting the emo- 
tional feeling of the people through their 
eyes. 

Fall flowers and foliage should be in- 
cluded in the November displays. 
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and address 








low Christmas Iifts 


















































































































































Layout for Early Christmas Advertise- 
ment 





MERCHANDISING 


CALENDAR 





NX 
NOVEMBER ~~ 


a expressly for THB JEWELERS’ 


CIRCU- 
LAR, by A. E. Edgar 


Birthstone—To paz 
Flower—Chrysanthemum 
“Firm Friendship is November’s, and she bears 
True love beneath the Topaz that she wears.’’ 


November a Selling Month 


November is a month fraught with 
great selling possibilities. While Thanks- 
giving is the big event of the month in 
point of time, Christmas enters into the 
selling possibilities. Social events are 
of increasing importance and the need 
for proper jewelry is more apparent to 
the public. 

By promoting jewelry from the style 
standpoint the jeweler has an appeal 
that is timely, and one that will compel 
attention. By introducing new items 
every week the style angle may be made 
very prominent by the jeweler. 

Thanksgiving Sales should be closely 
tied-up with the Thanksgiving feast. 
The needs of the table service should be 
particularly stressed in all promotional 
work for this event. New angles of ap- 
proaching the public should be sought 
out and applied to the sale of silver, 
glassware and china. 

The Christmas campaign should be in 
full swing by the middle of November. 
The jeweler should remember that the 
efforts made in promoting the sale of 
Christmas gifts in November will con- 
tinue to bear fruit during December. 
Early efforts are cumulative in effect. 


Suggestions for Increasing Sales 

With a general scramble being made 
for business by merchants in all lines of 
trade the jeweler must be active in com- 
petition if he wishes to hold his own 
business up to a high standard. This 
competition has to be faced and met. A 
bid must be made for business today, 
and the most aggressive campaign for 
business secures it. 

The Thanksgiving festival affords the 
jeweler two angles of approach to the 
public. The one angle contemplates pur- 
chases by people to fill their own needs, 
the other is the gift angle, where mer- 
chandise is purchased to please another. 
In all his advertising the jeweler may 
subtly combine these two avenues of ap- 
proach, although it is better to lay 
particular stress upon one or the other 
in every piece of advertising. 

New modes of securing the attention 
of the people who should be interested 
in the articles the jeweler sells should 
be devised, and the tried and tested 
methods should be amplified. There is 


(Continued on page 134) 
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Appropriate Selling Events 


Birthstone Campaign. 

Fall Costume Jewelry for Women. 

Formal Evening Jewelry for Men. 

Thanksgiving Sales, including silver- 
ware, glassware, fine china, carving sets 
and other items to complete the table 
service. 

Anniversary Gifts. 

Diamonds—Watches—every month. 

Favors and prizes for Fall Parties. 

Sport Trophies for Indoor Sports. 

Items for the Home. 

Christmas Greeting Cards. 

“Lay-aways” for Christmas. 

Christmas clubs—get the early Christ-* 
mas business. 

Campaign for Lodge Officers’ Jewels. 


Advertising Suggestions 
Every advertisement should be in ef- 
fect an editorial on some topic of timely 
interest to the people. Among these 
topics are to be found Thanksgiving, 
Harvest, Christmas, Sports, winter En- 

tertainments and Armistice Dray. 
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Sterling Silver | 
Carving Sets | 
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Layout for Thanksgiving Advertisement 
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The Art of Selling a Public Who Knows 
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The Alamo at San Antonio, Texas, illustrated above,—the Missions of 
San Luis Rey, San Luis Obispo in California, and other buildings in the 
south and west still standing, have bequeathed to modern America the 
charm and beauty of Spanish-Colonial design. A style which is rapidly 
assuming its rightful place in the decorative scheme of American homes. 


OWADAYS it is not enough to sell a 

chair merely as a thing to sitin. Nor is 
it enough to sell Sterling Tableware, as just 
Sterling. 
People today are acquiring a knowledge of 
good design... insisting that their home ap- 
pointments express beauty and unquestioned 
good taste. And the woman of today de- 
mands authentic styles of beauty and lasting 
merit, not only in fine furniture but in fine 
silver as well. 
So with the new GRANADO Pattern. While 
smartly modern with its long slender handles 
and simple, clean-cut surfaces, yet its pattern 
is based on authentic Spanish-Colonial de- 
sign which assures its correctness and lasting 
beauty. 





Never before has design played so important 
a role in selling ... and the new “GRANADO,” 
like other “TREASURE” patterns created in the 
best accepted styles of modern decoration, is 
meeting this present-day demand, as proved 
—~ oes by its phenomenal success. 


2g. 


ROGERS, LUNT & BOWLEN CO. 
Silversmiths ~, Creators of Distinctive Tableware 
GREENFIELD'S\, MASSACHUSETTS 


— Treasure Solid Silver 


STERLING 925/1000 FINE 
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ADVERTISING 


ollege Openings Elicit Timely Advertising 


LT'imely Thoughts on Christmas Advertising 


The Cowell & Hubbard Co., 
Ohio, conservatively conducted a special 
sale during the month of August, 
much success. The sale opened with a 
half page newspaper ad, which was fol- 
lowed each week with a 
column ad. No cuts were used with the 
advertising, and the firm announces that 
it had just as good results as it had when 
it used cuts in its January sale. 
volume of business for August, accord- 
ing to the firm, was very satisfactory. 


The January and 


Note the adjoin- 
ing advertise- 
ments and those 
on the next Retail 
Advertising page 


They show how 
the Cowell é& 


Hubbard Co 


Cleveland, Ohio. 


conservatively but 

successfully con- 

ducted a_ special 
sale 


illustrated. Two shown ran in a half and some attractive costume jewelry. 
space. The first announcement Included among the leather goods 


crystalware, silver plated hollowware, jewel cases, folders, book ends, engage- 
watches and clocks, and costume jewelry. ment pads, manicure sets, book covers, 

The summer announcement, which in- dictionary sets, ladies’ purses and cigar 
formed the public that all the merchan- cases. The Cowell & Hubbard Co. con- 
dise was from regular stock, offered ducts a high class business and does not 
articles at reductions of from 20 to 50 weaken the effect of a special sale by 
per cent. In this announcement were repeating it frequently. The public has 
offered china and crystalware, learned that a special sale by the firm 


10-inch double 


watches and clocks, stationery, novelties quality merchandise. 
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By Robert F. Nattan 


china, lamps, colored glass, were picture frames, cigarette cases, 


pewter, plated ware, lamps, really means a substantial saving on 


, a sawn } 






This sale was 
held during the 
month of August 
and was as suc- 
cessful as a Jan- 
uary sale 


COWE 
ie | 


No cuts were used 
with the August 
announcement, 
which the firm de- 
clares was just as 
effective as the il- 
lustrated January 
announcement 
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ALL SIZES AND QUALITIES 


Fancy Shapes 


ALBERT LorscH & Co., INc. 


FOUNDED 1867 


607 FIFTH AVENUE. NEW YORK 


PROVIDENCE, R. 1. CHICAGO, ILL 


236 Westminster Strect 31 N. State Street 
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911 Nicollet 
(Young-Quinlon Bldg) 
Main 4388 


WEDDING RINGS 
Set With Diamonds 





The Diamond-set Wedding 
Ring is one of the loveliest of 
marriage conventions. We 
particularly call your atten- 
tion to the Channel Settings 
—three, five and seven Dia- 
mond groups. Others fully 
paved with Diamonds. 





White Gold 


Platinem Up to $400 
As low as $25 











Wedding rings well featured 


ANY jewelers have started in this 
fall to do some very praiseworthy 
advertising. Illustrated are several ads 
from last week’s newspapers in different 
sections of the country 
Diamond wedding rings are conserva- 
tively and attractively advertised by 


——OUR 2ND—— 
“MID-SUMMER SALE 


Begins Tomorrow, August First 

| FOREWORE 

redu 
| 


All merchandise in this sale is from our . 
ely they should 


regular stock. When articles of the tradi 
tional Cowell and Hubbard quality are 









have careful cor 
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Advertised a summer sale successfully 
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Winter, Minneapolis, in a space of four 
inches double column. An engagement 
ring at $100 is well advertised by Ruth 
& Co., Montgomery, Ala., in the small 
space of four inches, single column. 
Bunde & Upmeyer, one of the most 
progressive retail jewelers in the coun- 
try, have an excellent announcement en- 
titled “For College Time is at Hand.” 
The space used, which features wrist 
watches, was seven inches, double column. 
“Interesting Gifts for College Girls” 
is the title of a little announcement giv- 
ing many desirable suggestions by Klein 


a——=JANUARY ~ 
PRICE Seow’ FeONs 


ve en merchandise of the 





i- Hubbard qu 






ny beautiful things 


THE CHINA AND GLASS DEPARTMENT 
WILL SELLE AT HALF PRICE 


Pattern No. L9917 


fun. Nowe 982.50 
995.00 dow Now $47.50 








OUP ENTIRE STOCK OF SILVER DLATEL 
HOLLOW WARE REDUCED 25% 








& SELECTION OF ST ING SILVER — PRICES AT 29° REDUCTION 
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How they do it in January 


& Son, Montgomery, Ala., in a space of 
three inches, double column. The items 
are well chosen and the prices judicious- 
ly made. Prices range from $1.25 up to 
$5.50. 

The advertiser wisely refers readers 

show window No. 2. 

Neimans, Raleigh, N. C., suggest a 
wrist watch for the college girl in their 
announcement of eight inches, single 
column. The advertiser suggests that 
the student become “time-minded.” 
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—for 
college time 
is at hand: 


N a short time now— wardrobes to be checked 

and replenished—farewell parties—last words 
to be said — plans— admonitions — suggestions — 
for, college time is at hand .. . For your son or 
daughter, at college, time takes on a new meap- 
ing. Its value is fully realized, 
There are classes to“ make”, 
appointments to be kept on | 
time. Certainly they must | 
have wrist watches. 





A beautiful gift tat 
ge sg ers er We have'an excellent stock— 
: for the girls ranging upward 
from $20 and for the men 


strap watches as low as $12. 


Besides a fine selection of 
watches you will find other 
things here most suitable 
mw for collegians — Folding 
y Traveling Clocks, Hand Bags, 
Stationery. And it may in- 
terest you to know that we 
can provide fraternity and 
sorority pins. 








Ta : 

Solid gold cave $50 

Other strap watches 
from $12.00, 


Bunde & Upmeyer Co. 
Jewelers- Canalis 


Plankinton Buildi ing 
Where Wisconsin Ave. Crosses We. 
| 
L 


Come in at any time. 





st Water St 














Collegiate in tone 


The McNeel announcement was used 
in a space of 74 inches double column. 
New jewelry for the old is well featured 
under the caption “This Becomes One 
of These.” 


IGHT now is the time to prepare 
your Christmas advertising. This 
must be preceded by intelligent merchan- 





Engagement Ring 





Perfect quality perpetuates 
pride of ownership 


$100 


When buying this prized 
life-time companion remem- 
ber that Ruths are dia- 
mond specialists and you 
can rely upon its quality. 


Deuth & Sons. 


THREE GENERATIONS OF JEWELERS 
ll DEXTER AVE. 











The popular price pulls 
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dising. Every wise jeweler will start 
at once to put his house in order, and 
will study the demand, know something 
of the trend in style, and see that his 
stock is up to the minute. He will recog 
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her BRIGHTEST! 


Fo and 8 o'clock classes . -§ 
proms and 2:30 labs... it’s 
busy bewildering whirl your college 
daughter goes back to this fall. 

Let her enjoy it more than she 
ever has before! Give her the um 
canny accuracy of a Hamilton wrist 
watch to make her rushed day 
schedules easier. Let her find out 
eatly what you already know, that 
one step toward success, whether ir 
society, a career, or a husband, is to 
be time-minded. 

Before she goes back, let her select 
one of our many lovely models, 
each smaller sisters of the watch of 
railrodd jaccuracy. They are priced) 


as low as $48. 





JEWELERS SNVERSMITHS OU WOND EXPERTS 


wee 0oh eet. 8 A 8 ee 


THE BRIARCLIFFE MODEL WRIST WATCH 








A watch for punctuality 
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nize the fact that in order to bring the 
public into his store, he must have the 
right kind of merchandise. He will look 
to his stock of diamonds, watches, silver, 
jewelry, clocks—and his gift department 
if he has one. 

His show window will give the public 
the impression of newness and progres- 
siveness. It will attract rather than 
“awe-inspire” prospective buyers by any 
impression of high price. It will tel! 
the public that gifts may be purchased 
as low as a dollar or as high as $5,00) 





or more. This is one of the jeweler’: 
present day jobs. 
The advertising will do the s 
one price 





This 
becomes 


one of 


These! 













. . + Mot by magic, but 
through the skilled 
workmanship of McNeel 
craftsmen! Old jewels, 
given a clever new set 
ting, become cherished 
adornments of today. 








»S 

‘Le and they remain 
Ly safely under our roof, 

~ fe en th 2 
06, throughout the trans- 
— de! IN formation. Petrmit us to 
PF design a new and indi 
f /| | vidual setting, worthy 


of your old gems. 


NUENBELS 


JEWELRY CO. 
223 dast Houston cSt. 














Original copy and make-up 


Large department stores this year are 
encouraging more than ever the early 
buying habit, and the jeweler should fol- 
low in line. Give good reasons why 
shopping should be done early, and the 
job will not be so difficult. Get the gift- 
giver to buy jewelry first as the most 
lasting, enduring gift of love, and you 
will be conserving more money in jew- 
elry channels. 

Many people of wavering disposition 
procrastinate buying until very late, and 
then buy something as a gift other than 
diamonds, watches or jewelry. 


SxS YCHRONIZED, cooperative adver- 
tising, begun early by the jewelers 
of America, can do much to stimulate 
this habit of early buying. Make it 
clear that it is for the benefit of the 
public as well as for the benefit of the 
storekeeper. 

Feature in your advertising wsefu' 
gifts for the home and gifts that en- 
hance the wearer’s beauty. 


: 63 


Emphasize the keepsake value of jew- 


elry, which includes its sentimental 
value. 
A ring on one’s finger, a necklace 


sund the neck, a bracelet on a beauti- 





Suggesting Gifts 
For College Girls 


SEE OUR WINDOW NO 


KLEIN & SON 














Wisely priced gifts 


ful arm, a piece of lustrous, well de- 
signed silver on the dining buffet, will 
keep the giver in mind more lastingly 
than many other things. This thought 
should be kept constantly before the 
readers of your advertising. 

Remember that your advertising is 
competing with much other reading mat- 
ter, and that is another reason why one 
should devote so much thought to copy. 
Your advertising is one ad in a great 
collection in the newspaper, and it must 
speak so impressively, so invitingly and 
so definitely that it cannot fail to get 
a hearing. 


WELL upon the jeweler’s responsi- 

bility, not only as a merchant, but 
as a specialist. Unlike many other mer- 
chants, you are offering a personai ser- 
vice, professional in its nature, and that 
is why your name on the box is worth 
something. It stands for responsibility 
and reliability. 


aie 


This was the value of the diamond ring 
Harry Richman, New York gave Clara 
Bow the famons film star for an engage- 
ment Ring, Tuesday, July 16th, 1929. 


Select your Encagement Diamond Ring 
from: Vander Zanden’s stock, Green 
Bay’s largest disnlay. Diamonds from 
$25 to $2009, all perfect blue white 
stones. 


Come, visit us, see opr 
diamond window display—See 
the new diamond engagément 


"Square ‘Deal Jeweler 6, 
217 NORTH WASHINGTON STREET 








Human interest here 
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Announeement Extraordinaire 








Parfum Deltah 


T. M. Reg. U. S. Pat. Off. 


A New Line of 
Highest Type French Perfumes 
e e e Created in the 
Parisian Manner .. 
e e Marketed In True 
American Style . . . 


Reserved Exclusively for the Jeweler 


, aa 4 






‘Mon Bijou” 
(My Jewel) 


“T’Heure de Minuit” 


(Midnight Hour) 





“Ecstacy” 


Details from your wholesaler, or from 


THE HELLER-DELTAH CoO., INC. 


DIVISION OF 
L. HELLER & SON, INC. 


B West Thirtieth Street. New York 
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Colors for Walls and Ceilings 


We are having our walls and ceilings 
decorated and would like your idea of 
the best colors to use. Our store is 
60 ft. deep, 18 ft. wide and 15 ft. high. 
We have five drop lights down the 
center of the room and use 200 watt 
bulbs in them. We are under the im- 
pression that the ceiling should be real 
light in order to get the best results. 

Owing to the character of his mer- 
chandise the jeweler is much restricted 
in the use of color in his decorations. A 
great many of his lines will reflect the 
colors used in decorations, and if the 
colors are not well chosen the appearance 
of the merchandise is affected to its 
disadvantage. 

The safest color to use for walls and 
ceilings is a neutral shade of blue-gray, 
the ceiling being of a much lighter tint 
than the side walls. If the walls are 
not to be too plain a border effect of a 
gray-blue may be used around the top 
of the wall, and the same color may be 
used for outlining panels on the walls. 

Where booths are used for showing 
diamonds and other items that are ad- 
versely affected by color rays the jeweler 
has a little more latitude in his choice 
of colors for decorating, but tones of 
yellow and red are not suitable under 
any circumstances. Even the reflections 
of red brick buildings through his store 
windows have been found to affect his 
showings by one jeweler. 

When we suggest blue-gray for the 
decorative scheme it is to be understood 
that the tinting is to be of a very light 
color, and not of dark tones, in order 
that as much light will be reflected from 
the walls and ceilings as possible. 


Elements of Attraction 


In reading an article in a trade paper 
some time ago I saw mention of the 
“Elements of Attraction” in reference to 
the sale of merchandise. Does this apply 
to the sale of jewelry and kindred ar- 
ticles? 

There is a theory of attraction worked 
out by psychologists in regard to sales- 
manship that is very interesting and in- 
structive. This theory divides the ele- 
ments of attraction according to the 
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If a business problem  perplexes you write to _ the 
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usSiness, 
quiries 
answer 


“Merchandising Editor of the 





Jewelers’ Circular” 





senses. It is claimed that people buy 
goods largely through the attraction of 
the senses. 

While this theory disregards the rea- 
soning powers of the mind to a large 
extent, it is probably well worked out. 
It is stated that 87 per cent of the mer- 
chant’s customers buy goods by sight, 
7 per cent by sound, 3% per cent by 
smell, 14% per cent by taste and 1 per 
cent by the sense of touch. 

Whether the percentages quoted are 
actual, or not, it is well known by ex- 
pert salespeople that the sight is re- 
sponsible for the great majority of sales. 
No matter how good an article is, nor 
how good the customer knows the article 
is a sale cannot be effected unless the ap- 
pearance of the merchandise pleases the 
eye. This being so it is obvious that the 
theory of attraction is of first import- 
ance to the jeweler. 

In these days the jeweler should be 
able to answer in the affirmative the 
question, “Will this please my cus- 
tomers?” before buying any article for 
resale. If an article will catch the eye 
of the public it is bound to be a good 
seller. More and more the people are 
buying because the article pleases the 
eye than for any other reason. 

The method of displaying the article 
to the customer is likely to affect its ap- 
pearance and the same law of attraction 
applies with equal force to the manner in 
which it is shown. 


Why a Quick Stock-Turn !s Advisable 


I have read a lot about quick stock- 
turns and about the waste of slow stock- 
turns. Can you give me some adequate 
reasons why a quick stock-turn is an ad- 
vantage over a slow stock-turn other 
than its effect on the amount of capital 
used in the business? 

The slow stock-turn affects profits 
more directly through the matter of in- 
vestment, but there are other ways in 
which it affects profits, though largely 
indirectly. There is no doubt that the 
jeweler’s profits are affected greatly 
through the slow moving nature of his 
business. A slow stock-turn makes it 
necessary for a larger initial mark-up, 
which in itself is a detriment to sales, 








because people do regard price in buying. 
In a booklet issued some time ago by the 
Chamber of Commerce of the United 
States there are listed seven ways in 
which loss occurs through a slow stock- 
turn. These are as follows: 

1. Through larger investment re- 
quired. 

2. Through increased interest charges 
on borrowed money. (Lost discounts 
may properly be classified as interest 
charges. ) 

3. Through more mark-downs. Mark- 
downs are made necessary through 
changes in style or season, through 
changes in public demand, and because 
the merchandise becomes shop-worn or 
damaged. 

4. Through salaries and wages. Waste 
of time by management and salesmen 
due to a slow stock-turn are bound to in- 
crease selling cost materially. 

5. Through increased cost for rent. 
The longer the stock remains on the 
shelf or in storage in the store the more 
it costs for rent. If two articles are sold 
instead of one, increasing the stock-turn 
to double, the cost of rent is reduced 
one-half on each item. 

6. Through loss of prestige and repu- 
tation. This loss is less tangible because 
it is not so direct as the other losses. 
But it has a very large effect on the en- 
tire business of the jeweler. Prestige 
and reputation figure largely in the 
good-will of any going concern. It is 
impossible always to estimate its value, 
yet the loss of these through a slow 
stock-turn is quite evident. Items of 
merchandise remain in the store over an 
extended length of time. New articles 
are being offered by manufacturers every 
day. Jewelers already stocked with the 
older types cannot purchase the newer 
ones. Sales are directly affected because 
of this one factor alone. New things 
will sell more readilly to everyone, while 
some customers will not have the old 
ones at any price. 

7. Throgh inefficiency of judgment 
and mistakes from lack of knowledge. 
This in itself is worthy of an extended 
discussion. It is sufficient to say in this 





(Continued on page 134) 
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Diamond Production During 1928 


Fewer Alluvial Stones Mined as a Result of the Passage of the 
Precious Stones Act—Reports of the De Beers Consoli- 
dated, New Jagersfontein and Premier Mines 


By GEORGE FREDERICK KUNZ 


(Continued from the issue of Sept. 12) 


N speaking of the production of 
diamonds during 1928 Dr. Kunz 


calls attention to the passage of 


the Precious Stones Act and its effect 
upon the production of alluvial stones, 
giving figures to show quantities and 
values, and then reviews the opera- 


passage of the Precious Stones Act the 
production of alluvial stones was ma- 
terially reduced, with the result that the 
reported production of the Union in 
1928 was 3,466,364 carats, valued at 
£9,028,024, as compared with 4,708,038 
carats, valued at £12,392,308 in 1927, a 
reduction of 15 per cent in quantity and 





tions of the New Jagersfontein and of 17 per cent in value. Except for 

Premier mines. 1927, this is the largest quantity since 

MINING AND PRODUCTION 1913, but the value has been exceeded 

a ‘ j ¢ 9 ‘ P 997 = 

*South Africa—As a result of the (' 1919, 1920, 1926, and 1927. Of this 

; total, mine stones amounted to 2,258,- 

_*Reprinted from “Mineral Industry,” Vol. 181 carats, valued at £5,615.990 and valued at £3,412,034. This is a decrease 
XXXVII, by courtesy of the McGraw-Hill . or 29 > ° P : 

alluvial stones to 1,208,182 carats, of 5 per cent in quantity and 9 per cent 


Book Co. 





GEORGE F. KUNZ 





DIAMOND PRODUCTION OF THE WORLD 


In metric carats 





























Africa Other countries 
- Union of South Africa - Southwest Gold Southern Brazil British New Sout Grand 
Mines Alluvial Total Africa Congo Angola Coast Rhodesia Tanganyika r Guiana Borneo India Wales Total 
1914 . 2,727,558 147,742 2,875,300 n 23, 877 : : 1,005 a)13,716 r 55 1,580 2,916, 000 
1915 : 5, 859 100, 269 106, 128 n 48,935 ; , , 11, 803 b)3, 678 n 36 839 172,000 
1916 2,236,490 . 72,065 2,408,555 n 53,940 1,300 . 1,021 84,004 16,409 n 20 1,901 2,585, 000 
1917 2,791,544 187,845 2,979,389 n 99 , 907 4,130 i 619 n 17, 908 n) 29 2,991 3,105, 000 
1918 2,457,409 147, 242 2,604,651 (e€)360,000 164, 188 14,070 ; 450 , n 14, 196 n 73 1,784 3,300,000 
1919 2,441,503 215,148 2,656, 651 462, 180 215, 489 48,504 386 n 16,706 966 312 1,774 3,403, 000 
1920 . 2,385,178 227 , 333 2,612,511 606,424 23 93,529 215 243 . n 39, 362 410 85 1.706 3,580, 000 
1921 : 676, 482 151,553 828, 035 171,321 2, 106,719 1,789 177 n 102, 603 1,770 126 1,563 1,388, 000 
1922 : 465, 634 203 , 925 669 , 559 144, 156 250, 292 98, 683 6,535 256 n 163, 640 1,948 171 1,000 1,337,000 
1923 1, 808, 689 244, 406 2,053,095 433,229 414,954 94,478 23, 342 542 eee. n) 214,474 1,139 115 175 3, 236, 000 
1924 2,152,843 287,555 2,440,398 492, 696 548,274 118, 016 53,035 595 14,612 185,585 n 267 284 3, 854, 000 
1925 2,190, 871 239, 257 2,430, 128 515, 860 883,903 126,575 84,985 189 440 21, 008 182, 895 48 210 4, 248,000 
1926 2,409, 367 808 , 329 3, 217, 967 683, 861 1,114,384 154,370 (7)299,835 105 6,695 43,198 164, 156 n 69 64 5, 685, 000 
1927 2,389, 631 2,318,407 4, 708, 038 723,877 1,041,544 200,809 (1)460,959 126 18, 766 34,018 173, 797 n 113 199 7,363,000 
1928 2.259.463 (e)1,608,182 (e)3,866,364 (¢)590,000 e)1, 490, 000 237,000 (e)55),099 e) 100 24,598 $1,865 132, 483 667 (e) 109 €)6, 811, 000 
a) Fiscal year, April to March of the following year Estimated 
b) April to December n) Figures not available 
(c) Sales. z) Exports. 
STATISTICS OF DIAMOND PRODUCTION IN SOUTH AFRICA 
‘ Mine Production Alluvial Production Total Productior Total Sales = 
Value Value Vahie Value 
Carats Value per Carats Value per Carats Value per Carats Va per 
Carat Carat Carat Carat 
s. d s. d. s. d s. d. 
1914 2. 727,558 £4,910, 465 36 (0 147, 742 £ 576,729 78 1 2,875,300 4, 5,487,194 8 2 452,770 544 39 2 
1915 5, 859 7,614 26 0 100, 269 392, 196 ~~ s 106, 128 399/810 27 10 586.599 597 51 6 
1916 2, 236,490 4,779, 820 42 9 72,065 948,571 110 3 2,408,555 5,728,391 47-7 2,352,740 777 44 § 
1917 2,791,544 6, 672, 034 47 10 187, 845 1,041,776 110 11 2,979, 389 7,713,810 51 10 2,480, 288 906 49 9 
1918 2,457,409 6, 150, 293 59 1 147, 242 964,574 131 0 2, 604, 651 7,114, 867 54 7 2,711,997 744 53 4 
1919 2,441,503 8,993,947 73 8 2,740,548 254 9 2,656, 651 11,734,495 88 2 2,719, 181 662 98 5 
1920 2,385, 178 12,321,459 103 5 », 441,449 214 9 2,612,511 14, 762, 899 113 0 1,812, 828 405 113 11 
1921 676, 482 2, 208,758 65 3 894, 690 118 1 828, 035 3,103,448 75 0 544, 165 796 79 5 
1922 465, 634 907, 003 39 0 203, 925 1,359, 628 133 4 669, 559 2, 266, 631 67 9 1, 231,374 691 61 2 
1923 1,808, 689 4,380, 368 48 5 244, 406 1, 657, 839 135 8 2,053, 095 6, 038, 207 58 10 2,584,270 368 59 10 
1924 2, 152, 843 5, 883, 033 54 8 2, 150, 373 149 7 2,440, 398 8, 033, 406 66 7 2,040, 655 : 66 2 
1925 2,190,871 6,291,510 57 8 5 1,906, 618 159 5 2,430, 128 8,198, 128 66 9 2,598, 037 2 66 8 
1926 2, 409, 367 6, 699, 916 55 10 808 , 329 3, 983, 681 98 7 3,217,967 10, 683, 597 66 5 3,178,423 814 69 0 
1927 2,389, 631 6, 193,539 51 11 2,318,407 6, 198, 769 53 «6 4,708, 038 12, 392, 308 55 7 4.255.774 987 55 (7 
1928 2,258, 181 5,615, 990 49 9 1, 208, 182 3,412, 034 55 6 3, 466, 364 9, 028, 024 52 0 3,465,927 8,523,822 19 3 
STATISTICS. OF DIAMOND PRODUCTION IN SOUTH AFRICA 
e Blue Ground Employed in Mines Salaries and Wages Output 
Hoisted Washed, Stores 
Loads Loads White Colored Total White Colored Total Consumed Carats Value 
1914 : 13,771, 853 13,472,780 3, 906 25,739 29,645 £1,022, 670 £1,035, 694 £2,058, 364 £ 969,325 2,727,558 £ 4,910, 465 
1915 9,275 10,596 1,029 1, 462 2,491 315, 197 37,139 352, 336 139,521 5, 859 7,614 
1916 3,569,827 8, 454, 526 1,973 11,422 13,395 610, 808 395, 431 1,006, 239 360, 485 2, 236,490 4,779, 820 
1917 10, 623, 509 13, 447, 259 2,966 18, 861 21,827 947, 094 711, 206 1, 658, 300 688, 801 2,791,544 6, 672, 034 
1918 11,011,268 12,302,061 3,393 19, 358 22,751 1, 128, 582 720,313 1,848, 895 747, 142 2, 457, 409 6, 150, 293 
1919 12,031, 884 12,291,610 4,059 21,938 25, 997 1,347,081 871,173 2,218, 254 1,058,059 2, 441, 593 8,993, 947 
1920 12, 698, 995 11,443, 194 4,418 23, 887 28 , 305 1,818, 809 1,033, 892 2,852,701 1,483, 284 2,385, 178 12,321, 459 
1921 2, 868, 882 3.666, 961 2, 699 7,710 10, 409 1,038, 647 327, 196 1,365, 843 917, 268 676,482 2, 208, 758 
1922 1, 564, 680 2,832,215 1,826 3,821 5, 648 511, 267 174, 110 685,377 448,731 465, 634 407 , 003 
1923 5, 356, 729 8,849,959 2,585 10, 603 13, 188 841,320 453, 687 1, 295, 007 722,270 1,808, 689 4,380, 368 
1924 9, 239, 904 11,439, 195 2,609 13, 203 15,812 878,978 570, 066 1,499,044 746, 542 2, 152,843 5, 883, 033 
1925 ; 10,842,919 11,512,829 2,706 13, 788 16, 484 912, 223 616, 468 1,528, 691 852,583 2,190,871 6,291,510 
1926 : 13,078, 782 13,574,592 2,938 17,521 20, 259 1,003, 430 784,931 1, 788, 361 981, 226 2,409, 367 6, 669, 916 
1927 14, 489, 399 13,875, 918 3, 049 17, 664 20,713 1,038, 676 757, 527 1, 796, 203 979, 666 2, 258, 181 5, 615, 990 
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One of the largest stocks 
of individual pearls ir 
the world. An excellent 
selection For matching. 


MAYERS, OSTERWALD & MUHLFELD, Inc. 


Importers of Pearls 
and 


Precious Stones 


527 Fifth Avenue 
New York 


SYLVESTER MAYERS, presivenr 
ROLLAND G. MONROE. , wce-Presivenr 
ALBERT O.OSTERWALD, rerasurer 
EDWARD H.MUHLFELD, secretary 


Telephone Vanderbilt 0 One Hundred 
Cable Address-Necklace New York 

Chicago OF Fice 
55 East Washington Street 
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Mining alluvial 
diamonds in the 
deep diggings in 


in value for mine stones, and 48 per 
cent in quantity and 45 per cent in value 
for alluvial stones. Mine stones de- 
creased 2s. 2d. in value while alluvial 
stones increased 3s. in value; the total 
production decreased 2s. 3d. in value. 

These figures are somewhat mislead- 
ing, since the output of the State dig- 
gings in Namaqualand has not been 
reported, and so does not appear in the 
totals. It has been reported that the 
output of these diggings from May, 1928, 
to March, 1929, amounted to 600,000 
carats, valued at about £6,500,000, but 
even with a proportional amount of this 
added to the years’ totals both alluvial 
and total production would be well 
under the figures for 1927, but the values 
would exceed those of the preceding 
year by considerable amounts. 

During the year 12 mines were in 
operation, as compared with 11 in 1927; 
of these, one was in the Transvaal, three 
in the Cape, and eight in the Free State. 

Sales in 1928 were 3,465,927 carats, 
valued at £8,528,822. This quantity is 
only 437 carats less than production, but 
the sales value is nearly half a million 
pounds less than the production value, 
which probably indicates that the stones 
produced in 1928, but held over for sale 
in 1929, averaged considerably higher in 
value than in the preceding year. This 
is also indicated by the fact that the 
average sales value per carat for 1928 
was 6s. 4d. below that of 1927, while the 
production value decreased only 3s. 7d. 

The fortieth annual report of the 
DeBeers Consolidated Mines for the year 
ending June 30, 1928, shows the follow- 
ing summary of accounts for the past 4 
years: 
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supply. The following table shows the 
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the Grasfontein 
District in South 
Africa 


recovery is equivalent to 0.87 gram per 








status for several years past: short ton. In other words, the gold 
1925 1926 1927 1928 
; Number of Number of Number of Number of 
Mine Loads Loads Loads Loads 
De Beers. . ee 48,396 48,396 48,396 48 , 396 
Wesselton...... bie as ; ; 338, 141 320, 558 326, 034 336, 906 
Bultfontein ee ae eer 223, 129 391,427 446,812 458, 592 
Dutoitspan 1,651,719 847, 642 872,037 881,902 
Totals...... aint 5 _ 2,261,385 1, 608, 023 “1,693,279 “1,725,796 








The following tabulation gives the 
results of operations at the various 
DeBeers mines during the year ending 
June 30: 


recovery is 15 times the diamond re- 
covery, by weight. Operations for the 
recovery of such small amounts of 
valuable products are largely dependent 





Loads of Blue 





Loads’ of Blue Carats of Diamonds 
< Ground Hoisted Ground Washed Found 
1918-1919 3, 688, 136 4,352, 809 1,092,12314 
1919-192) 5,744,777 5,790,710 1,370, 78014 
1920-1921 2,641,483 2,333,773 585, 137 
1921-1922 335 eye ee 996 
1922-1923 12,496 1, 234, 830 313,97014 
1923-1924 418,779 4,551,549 1,157, 65334 
1924-1925 2,818,096 4,259, 082 1,052, 82934 
1925-1926 3,874, 011 4,527,373 1,072, 06014 
1926-1927 4,960,598 4,875,372 1, 133, 87314 
1927-1928 4,904,543 4,872,026 1, 142,194 


The diamonds from these mines 
amount to approximately 1 carat in 4.3 
loads (6875 lb.) of blue ground washed, 
or less than 1 part in 15,500,000. Per- 
haps the significance of this can be 
brought out more clearly by a compari- 
son with the conditions found in the 
mining of gold, the only high-value metal 
with which a direct comparison can be 
made, since platinum and iridium, the 
only other metals of higher value, are 
obtained from alluvial deposits, and not 
from lode mining. The DeBeers opera- 
tions show a return of 0.29 carat, or 


Year Ended June 
1995 1926 : 1927 ; 1928 

Diamond Sales £3, 348, 220 £4, 193, 870 £4,313, 674 £3,311, 780 
Other income ae : 948, 400 722,800 692,751 588, 368 
Expenditure, depreciation, etc. 2,103,190 1,756, 030 1,848, 891 1, 707,894 
Net profit.......... A 2,193, 430 3, 160, 630 3, 157,534 2,192,250 
To taxation. ... set 258, 470 409.560 141, 112 321,971 
Dividend on deferred shares 1,090,510 1,635,770 1,635,771 545, 257 
Rate per share.............. — ; 20 30/- 30/- 10 

Cosel Soveund eee a . 451, 670 316,970 347, 624 772, 646 





In addition to the deferred share 
dividends, the preference share divi- 
dends of 10s. amounted to £400,000. 

The stock of blue ground and lumps on 
the floors at the various mines has 
gradually been reduced since 1922, and 
now is less than one-fifth of the previous 





0,058 gram, per short ton. One of the 
lowest-grade gold mining operations in 
the world, operating at a profit, is that 
of the Alaska Juneau Gold Mining Co., 
whose ore in 1927 carried a value of 
77 cts. in gold, of which 57.71 cts. was 
recovered, at a cost of 56.84 cts. This 


on the relative value of the product; in 
this case, the diamonds recovered from 
a short ton of rock are valued et about 
$4.10, as compared with less than 58 cts. 
for the gold, or more than 7 times as 
much, although the weight is only one- 
fifteenth that of the gold. Another 
factor is that of bulk. The specific 
gravity of the diamond is 3.5, while that 
of gold is 19.4, or 5.5 times as great. 
The 0.058 gram of diamond recovered 
has a volume of 0.0165 c.c., while the 
0.87 gram of gold has a volume of 0.045 
c.c. This is a volume ratio of only 
1:2.7, where the weight ratio was 1:15, 
and this greater volume is an important 
item in the recovery of the diamonds. 
It has been reported that modern dredg- 
ing equipment can operate profitably on 
Russian platinum deposits containing as 
low as 0.045 gram of platinum per short 
ton, which is less than the diamond re- 
covery of 0.058 gram, but it must be 
remembered that this is alluvial mining, 
and not lode mining; and while a direct 
comparison is hardly fair to the latter, 
still it is interesting to note that the 
platinum can be profitably recovered in 
amounts equal or even less than those 
corresponding to the diamond. The 
chief factor that makes this possible, 
(Continued on page 113) 
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Perrpetuating a policy 
established more than 
a HALF CENTURY ago 


N 1874 the house of 
S. L. Van Wezel was founded. 
From its inception over a 
half century ago—to the 
present day—this house has 
never deviated from its 
policy of cutting diamonds for 


the WHOLESALE trade ONLY. 


We have no traveling 
representatives. 


We are not affiliated (directly or 
indirectly) with any other 
firm or individual. 


S. b. VAN WEZEL 


DIAMOND CUTTERS 
jor the WHOLESALE Trade Only 


OFFICE ané.FACTORY 
1650 Broadway, New York 
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Russian News Notes 


Two Moscow Jewelers Sentenced to Death for Smuggling—New Russian ‘‘Aristocrats’’ Wear 
Glass ““Diamonds’—Soviet Engineers and Mechanics to Come to U. S. to Study American 
Methods of Watchmaking—North Russian Pearl Fisheries Again Discussed by Soviet Press 


N Sept. 18 two Moscow jewelers, 

Abraham Kleiner and Samuel Taitz, 
were sentenced to death by a Soviet court. 
They were found guilty of participating 
in a smugglers’ ring which for years had 
been illegally exporting diamonds and all 
sorts of valuable jewelry from the Soviet 
Union to Latvia. 

The ring had its centre in the Moscow 
office of the so-called “Latvian Bureau 
for Foreign Trade” headed by Blumen- 
thal, the commercial attache of the Lat- 
vian diplomatic mission in Moscow, and 
Kanep, his assistant. Most of the 
jewelry was smuggled out under the 
seals of the Latvian diplomatic service, 
the method resembling that used by Osol, 
former Latvian minister to the Soviet 
Union, who a few months ago was held 
by the Latvian custom guards as he was 
bringing out of Russia his diplomatic 
luggage full of jewelry and other con- 
traband. 

Blumenthal and Kanep succeeded in 
fleeing Soviet territory on the eve of the 
discovery of their ring by the Soviet 
secret police, but the two Russian 
jewelers were caught unawares. They 
were arrested last July together with 
24 minor members of their organization, 
among them a woman employe of the 
Latvian diplomatic mission in Moscow, 
who was also accused of illegal money 
operations. 

Jeweler Kleiner admitted to the au- 
thorities that he sold to Blumenthal and 
Kanep $400,000 worth of diamonds and 
other stones to be smuggled out of the 
Soviet Union. 

The trial of the 26 defendants started 
in Moscow on Sept. 10. It was public, 
being held in a Communist Youth Club 
on a street near the location of most 
foreign missions and embassies in the 
Red capital. F. E. Nurina, a woman- 
prosecutor, obtained death sentences for 
the two jewelers. 


a 


D. Baturinsky, in a recent issue of the 
Leningrad weekly Ogoniok (“The Little 
Fire”), describes the “jewelry-habits” of 
the new Soviet aristocracy frequenting 
the resorts of Mineralniye Vodi, in the 


Northern Caucasus. The writer ex- 
plains this “aristocracy” as _ consist- 


ing of the last new-rich merchants and 
old lawyers who managed to survive the 
many governmental campaigns against 
them, also some highly-salaried tech- 
nicians and engineers in the State em- 
ploy. 

“Among this ‘aristocracy,’” states D. 
Baturinsky, “I observed a very curious 
phenomenon: even in Moscow I neve1 


By ALBERT Parry 


noticed so much jewelry as I saw on the 


local ‘aristocratic’ ladies. They were 
literally heaped high with diamonds, 
emeralds, and other stones. I saw tre- 


mendous earrings and massive rings on 
them. But one of the local old-timers 
has explained to me that all this ‘jewelry’ 
is nothing but glass! And here is the 
thickest mystery: if this ‘jewelry’ is 
brought forth to impress the experts, 
those people who understand such adorn- 
ments, it is ridiculous to ‘tempt’ them 
with these penny glass-toys; if it is cal- 
culated to impress the plain folks, the 
latter do not understand anything about 
jewelry anyway and are only irritated at 
the ‘jewelry-habits’ of the ‘aristocracy.’ 


It is remarkable how laughable the 
human stupidity is!” 
Polish newspapers report that one 


George Semenoff, a Russian refugee, was 
arrested as he was searching the hollow 
in the Warsaw Zoo. 


When 


of a tree 





International Newsreel Photo 

NATIONAL AIR TOUR TROPHY DONATED 

BY EDSEL B. FORD FOR RACE COVER 

ING NEARLY 5000 MILES. THE TOUR 
WILL LAST FROM OCT. 5 TO OCT 


questioned by the police he explained 
that from 1918 to 1926 he lived in 
Poland, and that three years ago, on the 
eve of his departure for France, he hid 
in the tree a sack with his jewelry. 
Semenoff was released. It is not stated 
whether he found his jewelry. 

Representatives of the Soviet Pre- 
cision Machinery Trust have made a 
special report to the Central Committee 
of the Soviet metal workers’ trade union 
on the purchase of part of the Ansonia 
Clock Co’s. plant in Brooklyn, N. Y., and 
the Dueber-Hampden Watch Co’s. plant 
in Canton, Ohio, by the Soviet govern- 
ment. The union was requested to pre- 
pare all the necessary metal for the two 
plants upon their being moved to the 
Soviet Union. It was emphatically 
stated that all the metal used in the two 
plants will be of domestic Russian manu- 
facture. 

The Central Committee of the Union 
was requested to apply to the Moscow 
city soviet for lodgings for the Amer- 
ican timepiece specialists soon to arrive 
together with the American machinery. 
It was also decided to send to the United 
States a group of engineers and highly- 
skilled workers for a period of one year, 
during which time they will study the 
American methods of watch-and-clock 
manufacturing. The Supreme Economic 
Council of the Russian Soviet Republic 
(part of the Soviet Union embracing 
Central Russia and Siberia) has formed 
a special commission which will shortly 
go to America to receive the two pur- 
chased plants. 

A shortage of experienced watch- 
makers to occupy the benches of the two 
new plants is evident from advertise- 
ments appearing in Moscow newspapers 
and calling for workers as well as for 
instructors to prepare new workers for 
the American plants. 


The Moscow Pravda (“Truth”) and 
the Leningrad Krasnaya Gazetta (“The 
ted Newspaper”) call attention of the 


Soviet government to the fresh-water 
pearl fisheries of the Murman and 
Archangel regions, in North Russia. 


The many local rivers flowing into the 
White Sea had been for centuries known 
for their oyster shells holding pearls of 
white, rose and yellowish colors and of 
remarkable beauty. The wonderful 
colors and general beauty of these pearls 
compensated for their small size, and 
they had wide sales in Russia and 


(Continued on page 73) 
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to Fill them immediately 
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thetic—however unusual the type of stone you seek—you may 
dA be certain that the NATHAN collections include them. Our 

stocks are not only all-inclusive but they are constantly re- 
plenished from our foreign headquarters. This permits us to 
execute and deliver any order—any quantity—with the utmost 
dispatch. 
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lishment of new stone vogues. Dirigem—the new and different 
chartreuse-green synthetic is one of the outstanding stone suc- 
cesses of the year! Remember the NATHAN PLEDGE OF 
SERVICE—backed by 32 years of prestige—when the need of 
stones is pressing. 
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Reports from the Kuropean Diamond Market 





Conditions in the Diamond Centers of Lortdon, Paris and Amsterdam as Reported by Corre- 
spondents of “The Jewelers’ Circular” 


LONDON, Sept. 24.—Conditions in this 
market are quiet at present but there 
is a demand for sizes from quarters up- 
ward in the light spotted stones, provid- 
ing they are of good white color. As 
prices at the rough diamond market are 
at present very high because of a great 
scarcity in certain branches of the 
rough, dealers here are handicapped 
when offering their cut stones for sale. 
Intimations from the rough diamond 
market indicate that within the next 
three months the rough material will 
again increase in price and this will 
eventually have an effect on the manu- 
factured articles. 

It is too soon to foretell what effect 
the revision of duties on diamonds by 
the American congress will have on the 
trade in general. It is, however, the 
general opinion that it will stimulate 
business and probably cause an increase 
in the price of rough material. 





AMSTERDAM, Sept. 22.—Under the in- 
fluence of better conditions in American 
as well as in many European centers, 
the market here has been more active 
during the last fortnight. This was due 
in part to the fact that many foreign 
buyers have been here. The present 
business among European buyers shows 
as was foretold in previous corre- 
spondence, that the European markets 
are resuming a normal course. There 
has been a good demand for the middle 
quality diamonds in assortments of 
grainers up to four grainers, providing 
they are of a desirable color. In certain 
quarters of the market inquiries were 
made for five and six to the carat, but 
in the majority of cases negotiations fell 
through, owing to the low offers made 
for those goods, which manufacturers 
were unable to accept. 

It is the small difference in the prices 
between the rough material and the 
polished, which makes it harder for 
local manufacturers. As there is a 
scarcity in some grades of the rough 
material, especially in the big sizes, the 
large stones are bringing huge prices. 
Only the leading houses which have a 
standing connection abroad, are en- 
deavoring to entertain business in that 
more expensive branch of the trade. 

There is in general an optimistic out- 
look for the autumn trade which is to 
be seen in the number of diamond work- 
ers at present employed, figuring at 
present about 5500 men. 

The death of J. K. Smit, founder of 
the well known firm of J. K. Smit & 
Sons, merchants in diamonds for indus- 
trial purposes, occurred recently. De- 
ceased, who was known in the trade as 
an expert in his branch, through his 
integrity and zeal, extended his business 


from a small beginning to a large con- 
cern. 

PARIS, Sept. 22.—With the expiration 
of the holiday season, it is interesting 
to take a retrospective view of the re- 
sults as far as it concerns the jewelry 
and allied trade. From information 
gathered at reliable sources, it is learned 
that during this year, although there 
was a great influx of many notable 
Americans as well as tourists of other 
countries, the purchase of articles of 
any importance was not steady, not- 
withstanding the great efforts made by 
leading jewelers of the Rue de Paix as 
well of other fashionable thoroughfares 
to maintain displays as excellent as those 
seen at the Riviera. Dealers in pearls 
also have had the same experience, as 
the sale of pearl necklaces was not as 
extensive as that of former years. 

Nevertheless there prevails among 
wholesale firms and diamond merchants 
generally a better outlook for the 
autumn season stimulated as they are 
by the reduction of the bank rate. This 
was one of the reasons why most of the 
dealers in this industry assumed a cau- 
tious attitude so as not to be overloaded 
with too much stock. 








Russian News Notes 
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abroad. Foreign sales of North Rus- 
sian pearls before the World War 
amounted to $70,000-$100,000 annually. 

The World War brought the North 
Russian pearl fisheries to a stop, but 
they were revived in 1918 and 1919 
when the region was occupied by the 
English and American troops. English 
businessmen paid good prices for the 
local pearls, and in the course of some 
eighteen months had exported $250,000 
worth of them. The withdrawal of the 
Allied forces from North Russia meant 
a new interruption of the local pearl 
fishing. 

In 1926, the Archangel Communal 
Bank purchased from the Onega fishers 
samples of pearls and sent them to 
Gosstorg, a Soviet central trade organi- 
zation. The Gosstorg representatives 
have established the necessary connec- 
tions with foreign markets and _ in- 
structed the Northern branches of their 
organization to begin the purchase of 
pearls from the fishers in large quanti- 
ties, but for some reason the instructions 
were not carried out. Another attempt 
to buy and export the North Russian 
pearls was undertaken by ‘“Russkiye 
Samotzveti,” the Soviet state trust in 
charge of semi-precious stone industries, 
but it met with no better success. 


The Murman and Archangel pearl 
fishers, with a few exceptions, had given 
up their old trade and now catch fish 
exclusively. A few men still grope for 
pearls, and their finds are bought not 
by the state representatives, but by the 
local agents of some Moscow jewelers. 
The Soviet newspapers accuse these 
agents of spreading “ridiculous rumors 
that pearl fishing is forbidden by Soviet 
law.” 

Pravda and Krasnaya Gazetta urge 
the Soviet government to revive the 
North Russian pearl fisheries. They 
stress the possibility of profits to be 
made in the foreign markets through the 
export of these pearls in large quantities. 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 
Week Ended Sept. 28, 1929 


The U. S. Assay Office reports: 


Gold bars exchanged for gold 
coin 
Gold bars paid depositors..... 


2909 07 
$903,283.07 


55,855.76 


Total $959,138.83 
Of this gold bars exchanged for gold 





coins are reported as follows: 
Date Exchange 
eR Cr er ees Serre $491,942.00 
PV Meee or omkane Racdindcuw ee 111,397.65 
1% By Mae Rae ne koe ek Owe 55,894.31 
EE Ee een eee 116,790.18 
BE irs ce ecicacheee cic 81,293.41 
se a Oe 45,965.52 
TOGRB ire WS cae edie ads $903,283.07 








Where Profits Do Not Increase 
with Sales 
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ber of retailers, and (4) retailing of 
jewelry by other than regular jewelers. 
These evils, it might be mentioned, affect 
all classes of jewelers today, but to them 
the installment jeweler has added, over- 
extension of credit bringing in its train, 
heavier losses from repossessions and 
bad debts, with steadily raising collec- 
tion costs. 

An interesting feature of the report 
is the analysis of sales of various lines 
and their proportion to the whole busi- 
ness done, as well as their relation to 
the business of last year. Roughly, they 
indicated that the watch business showed 
the greatest increase, diamonds and 
miscellaneous lines came next, clocks and 
silverware followed, with a slight de- 
crease in the business of rings and a 
larger decrease in the business of jewel- 
ry this year. 

It might be mentioned that this report 
was based on a study of stores in the 
territory east of the Mississippi that 
have an annual sale volume aggregating 
more than $5,000,000. 
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Sharp Demand for Mélées Reported 


Report Definite Improvement in This Branch of the Indus- 
try—Jewelry Thefts in Metropolitan District—Big Ruby Found—Attempted 


London Diamond Merchants 


LONDON, Sept. 24.—The advent of the 
new season accentuates business. in 
jewelry, and practically all sections of 
the industry now report improving 
trade. In the diamond market there is 
a noticeable development in the demand 
for certain grades of stones, particularly 
in mélées which, in some kinds, are be- 
coming scarce. This demand appears to 
be reflected in the calls on the Syndicate 
for the kind of goods suitable for this 
type of diamond. There is nothing much 
doing in the cheaper grades of white 
stones. “Business,” said a member of 
the firm of Backes & Strauss, Holborn 
Viaduct diamond merchants, “‘seems now 
to have taken a definite turn for the 
better, and the demand for all classes 
of goods is very large. The higher 
grades are not selling quite as freely as 
the cheaper, but in these latter, low- 
priced, well-made white goods seem al- 
ready to be scarce on the market. It is 
encouraging to see that mélées are being 
used more freely now than for some 
time past, and the stocks that have ac- 
cumulated in this article are rapidly 
diminishing. The London Rough Dia- 
mond Syndicate has had an enormous 
demand in all kinds of rough from which 
mélée can be made, and as its prices 
are well sustained there is every reason 
to believe that the rates in this article 
will be higher in the future. In the 
Dutch and Belgian markets there is a 
renewed activity with the influx of so 
many foreign buyers and many extreme- 
ly large parcels are being shown and 
sold. There is not very much to be seen 
in cheap white sizes. Mélées larger than 
8 per carat are exceedingly difficult 
to obtain. The demand for emerald 
cuts continues as large as ever and such 
stones in good color, and of over two 
carats, fetch very big prices.” 

* * * 

According to the political correspond- 
ent of the Rand Daily Mail, should the 
supply of Namaqualand diamonds give 
out and the authentic diamond cutting 
firms find it impossible to obtain the 
necessary supply of stones, the Union 
government may seriously consider step- 
ping in with a view to stopping export 
and controlling output. The government 
is very anxious to see the new South 
African diamond-cutting industry a suc- 
cess and it has reminded the diamond 
cutting firms that in return for the sup- 
ply of valuable stones guaranteed by 
the government they are expected to 
train properly a sufficient number of 
apprentices in South Africa. Failure to 
do so may result in the government 
withholding further State diamonds. 
Government experts, according to this 
correspondent, do not anticipate any 
shortage of stones from the State work- 
ings, and they predict that the diamond- 








Diamond Robbery Fails 


cutting industry of the Union will, with- 
in seven years, be employing some 10,000 
white cutters, mostly born in South 
Africa, with average earnings of $275 
a month. 

* * * 

An epidemic of small jewelry thefts 
has broken out in the metropolis of late, 
in nearly all cases the culprits being 
young and well dressed men. These 
thefts are distinguished from the ordi- 
nary smash-and-grab raids since they are 
mostly carried out inside the store. Two 
instances can be given. A young man 
asked to see diamond rings at the Bow- 
man jewelry store in Finsbury. He 
was given a pad of rings to inspect, 
but none of the rings appealed to him. 
The assistant returned the pad to the 
glass display case and went over to the 
window trim for another pad. While 
he was doing this the would-be customer 
calmly reached over the counter, lifted 
the pad he had been inspecting and 
strolled from the shop. The rings were 
worth $10,000. At another jewelry shop 
in Sloane St. two young men asked to 
see tiepins. The assistant had to get 
the pins from another case. While he 
was getting them each “customer” 
picked up a $1,750 pearl necklet from 
the rear of the window trim and slipped 
out into the street. An arrest was made 
later on in this case. 

* * * 

Following on the news that a 1000 
carat sapphire had been found near 
Mogok (Shan States) comes the report 
this week that a fine ruby of some 96 
carats has been discovered in a mine in 
Mogok, and that it is believed to be far 
superior to the famous “Peace” ruby 
found on Armistice Day, 1919. It is 
true that the newly discovered ruby has 
a decided flaw in its center but the 
stone, apparently, is so immense, that 
after it is cut into two perfect stones 
each will be larger than the “Peace” 
stone. 

* * cd 

Retail jewelers in Britain are some- 
what perturbed at the recent outbreak 
of window smashing which appears to 
be the work of some individual with a 
mental twist who is traveling about the 
country with a diamond cutter intent on 
doing as much damage to plate glass 
windows as he possibly can. So far 
around 3000 windows have been smashed, 
the damage now being extended from 


London to provincial towns. 
* * * 


How a couple of would-be diamond 
thugs were captured by the Paris police 
recently is told by the Daily Chronicle. 
M. Balin, a chief detective, received an 
express letter in which the writer said 
he overheard a conversation in Spanish 
between two well-dressed men in which 


it was planned to call upon a well-known 
diamond dealer in the Rue de Rivoli, 
“put him out” with an iron bar, and 
escape to Spain with a pocketful of dia- 
monds. The police official immediately 
sent three detectives to the dealer’s 
office, and they had hardly finished ex- 
plaining the object of their visit when 
the office bell rang. The detectives hid 
and two smartly dressed men were ad- 
mitted to the room. They wished to buy 
some good diamonds. The merchant 
laid a few on the table and the nearest 
visitor suddenly produced an iron bar 
from his pocket, swinging murderously 
at the head of the diamond man. But 
the detectives were quicker. The two 
men were marched off to police head- 
quarters, subsequent inquiries showing 
that two suitcases all ready for a jour- 
ney had been deposited at one of the rail- 
road depots from which the offenders 
had hoped to get the first train out for 
Spain. 








Cincinnati Firm Again Defendant in 
Second Suit Involving Patents for 
Electric Clocks 

CINCINNATI, Sept. 26.—The Kodel 
Electric & Mfg. Co., this city, is again 
charged with infringing upon another in- 
vention for electric clocks in a suit filed 
against the local concern by the Warren 
Telechron Co., formerly the Warren Clock 
Co., a Maine corporation. The suit, which 
was filed in the United States District 
Court, involves patents for electric clocks 
which were issued to Henry E. Warren, 
March 23, 1920, and July 22, 1924. 

After making the allegations, the 
Maine company asks the court to enjoin 
the Kodel company from any further al- 
leged infringement of its patents and to 
award the complainant an accounting for 
profits and damages. Because of the 
alleged infringement the court is asked 
to enter judgment for three times the 
amount found to be due. 

A similar suit charging infringement 
of patents was filed against the Kodel 
concern by the Hammond Clock Co. of 
Chicago, charging that the local concern 
used patents held by Laurens Hammond. 








One of the most attractive watch ex- 
hibits at the Cleveland convention of the 
American National Retail Jewelers’ As- 
sociation was that of the Omega Watch 
Co. Many of the retailers were pleased 
to realize that this watch is now being 
distributed in this country through J. R. 
Wood & Son and a number spent con- 
siderable time at the Omega booth which 
was adjoined by a jewelry display of the 
Wood concern in the exhibit hall. The 
Omega display was in charge of Herbert 
I. Bushe while the Wood exhibit was in 
charge of Arthur Hoppe, manager. 
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Credit Prices’ 





The Installment Seller Isn’t Restricted to Legal Interest Over 
the Cash Price 


By ELton 


When a seller of merchandise sells for 
cash and also on instalments, as so 
many sellers are doing nowadays, and 
has a higher price for his instalment 
sales than for his cash sales, is it usury 
to make the difference between them 
more than just enough to cover legal 
interest? 

I find this question has arisen quite 
a number of times recently, because 
nearly everybody who sells on instal- 
ments adds to the “settlement charges” 
an unidentified sum which is in excess 
of the interest on deferred payments. I 
suppose he would justify it, if asked 
to, as compensation for the favor of 
waiting for his money. 

The question has arise? most often 
in connection with sales of motor cars 
on instalments, I suppose merely be- 
cause those sales are more numerous 
than any others. 

I have a case before me in which this 
question was raised and decided in an 
important way because the court con- 
sidered the state of the law on the sub- 
ject all over the United States. 

The law seems to be that the instal- 
ment dealer is not restricted to the add- 
ing of simple interest to his instalment 
prices, therefore he doesn’t charge usury 
when he adds more. 

The case referred to arose out of the 


sale of a motor car on instalments. The 
figures were as follows: 
1. Basis rental of car..... $1,495.00 
2. Settlement charge, in- 
cluding stamps, fire 
and theft insurance... 190.00 
3. Additional insurance... none 
4. Miscellaneous ......... mone 
$1,685.00 


The fight was over part of the settle- 
ment charge of $190. The buyer of the 
car claimed that the cost of fire and 
theft insurance was only $15, and the 
legal interest on deferred payments $33, 
or $48 altogether. In charging $190, 
therefore, the motor company over- 
charged $142, which constituted usury, 
and under the law the buyer could get it 
back in a suit at law, which he brought. 

The court therefore had the question 
I framed in the first paragraph: Was 
this usury or not? If it was, all parties 
agreed that it could be gotten back. If 
it was not, the buyer couldn’t get it back 
in this kind of an action, anyway, what- 
ever he could do in some other kind. 
Just here, could he get it back in any 
other action? I doubt it, because the 
seller stated clearly that $190 was his 


sCopyright, September, 1929, by Elton J. 
Buckley. 


J. BuckKLEy 


“settlement charge,” and the buyer could 
take it or leave it. Even if it was an 
absolute gouge, the buyer would in my 
judgment have no remedy if he signed 
the agreement to pay it. 

The court handed down quite a long 
opinion, the high spots of which were 
as follows: 


While it is true that $142 of the item of 
$190, above referred to, is denominated and 
called in the statement “usury,”’ nevertheless 
plaintiff has utterly failed to set forth the 
necessary facts indicating that there was a 
loan of money made by the defendant to the 
plaintiff or allegations from which the court 
might properly draw the conclusion or in- 
ference that the transaction was tainted with 
usury. 

Usury is the exacting, taking or receiving 
of a greater rate of interest than allowed by 
law for use or loan of money. In order for 
a transaction to be usurious there must either 
be a loan at more than the legal rate of in- 
terest or the exaction of a greater than the 
legal rate of interest forbearance of a debt or 
sum of money due. In order to constitute 
usury, there must be an express or implied 
loan; in the absence of a loan there can be 
no usury. 

As was well said in 39 Cyc., 927: “A ven- 
dor may well fix upon his property one price 
for cash and another for credit, and the mere 
fact that the credit price exceeds the cost 
vrice by a greater percentage than is per- 
mitted by the usury laws is a matter of con- 
cern to the parties, but not to the courts, 
barring evidence of bad faith. If the parties 
have acted in good faith such a transaction 
is not a loan, and not usurious.” 

The defendant had a perfect legal right to 
dispose of his property or such terms as were 
agreed upon. The facts, as appear from the 
statement of claim, do not show this to be a 
case where property was sold at cash valua- 
tion and certain payments were deferred in 
consideration that a greater rate of interest 
than allowed by law was to be paid by the 
purchaser. The most that can be said in 
favor of the plaintiff's position is that the 
bailment lease indicated a contract to pay 
a greater sum for the purchase price of an 
automobile on credit than would have been 
paid had the sale been for cash. 

In recent years, companies like the de- 
fendant have sprung in existence in large 
numbers, due to the unprecedented demand 
by the public, in a good many cases against 
the best interests of the public, for automo- 
biles, pianos, radio sets, refrigerators, heat- 
ing equipment and household articles, which 
are purchased on the _ installment plan. 
Houses are now wired on such arrangement. 
The extension of credit is worked out ordi- 
narily by lease on conditional sales arrange- 
ment. Naturally, the risks are great. Cash 
would ordinarily purchase the article, chattel 
or service at a price or prices lower than 
the installment or credit price. 

In view of the importance of the question 
involved in this case, the court has examined 
a large number of cases bearing upon the 
subject, and has concluded the rule to be 
well settled that usury cannot be predicated 
upon the fact that property is sold on credit 
and at an advance of price over what would 
be charged in the case of a cash sale so 
long as it appeared that the price charged is 
in fact fixed for the purchase of goods on 
credit with no intention or purpose of de- 
feating the usury laws, although the differ- 
ence between the cash price and the credit, 
if considered as interest, amounts to more 
than the legal rate. 


Therefore the case was thrown out. 








McKee & Overstreet, Danville, IIl., 
have received a charter of incorporation 
to deal in jewelry. The incorporators 
are Albert Overstreet, Ben Overstreet 
and William Overstreet. 
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Jewelry Concerns Merged 


Goldman Jewelry Co. and Weisfield & 
Goldberg, Consolidate and Form 
$5,000,000 Corporation Known 
as Jewelry, Inc. 


KANSAS City, Mo., Sept. 30.—George 
L. Goldman and Fred Goldman, of the 
Goldman Jewelry Co., have just com- 
pleted arrangements for a $5,000,000 
business merger to be known as Jewelry, 
Inc. The Goldman brothers have been 
in New York for the past week closing 
the deal that begins by merging the 
Goldman Jewelry Co. and Weisfield & 
Goldberg. The latter is a chain of coast 
stores with two establishments in Seattle 
and others in Tacoma, Portland, Everett, 
Wash.; Bellingham, Wash., and Aber- 
deen, Wash. 

The financing of Jewelry, Inc., is being 
handled by Bauer, Pond, Vivian & 


Pogue. On the small board of directors 
will sit Fred Bauer of the investment 
banking house, and James Bruce, the 


latter an executive vice-president of the 
Chase National Bank. George Goldman 
is president and Fred Goldman, chair- 
man of the board. 

The expansion program just approved 
in New York provides for 50 additional 
stores to be opened in 1930, giving 
Jewelry, Inc., the rank of a national 
chain. From this enlarged business, the 
Goldman brothers, will not withdraw 
any of their own capital. They will hold 
voting control of the new common stock. 
The $5,000,000 capital will be in pre- 
ferred and common stock, to be listed 
on the New York Curb. 


Seventeen years ago George Goldman, 
who was then studying law, joined his 
brother, Fred, in the business which 
their father, Lipman Goldman, had built 
up from a small start at 1226 Union 
Ave., 26 years earlier. The flood of 1903 
caused the elder Goldman to move from 
the neighborhood of the old Union Sta- 
tion to a location on Grand Ave. The 
Goldman brothers inherited the business 
from their father and two years ago the 
Goldman Jewelry Co. was moved from 
303 Grand Ave. to 1107 Walnut St. 

Several months ago a Goldman store 
was opened on Minnesota Ave. in Kan- 
sas City, Kan. In November new stores 
will be opened in Tulsa, Okla., and 
Wichita, Kan. These stores, already ar- 
ranged, will fit into the new national- 
wide chain. Other stores will follow in 
this trade territory. 

It is said that Sam Weisfield, Leo 
Weisfield and Ralph Goldberg will hold 
the offices of vice-president, treasurer 
and secretary. 








A firm at The Hague, Netherlands, is 
in the market for the purchase of 
electro-plated silverware for hotels, etc., 
the Bureau of Foreign and Domestic 
Commerce reports. Additional informa- 
tion can be obtained by writing the Bu- 
reau at Washington, D. C., mentioning 
File No. 40931. 
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New Swiss Regulations Covering 


Gold Plated Watch Cases 


WASHINGTON, D. C., Oct. 1.—The De- 
partment of Commerce has a report stat- 
ing that by decree of the Swiss Federal 
Council of July 2, effective as of Aug. 1, 
1929, the marking of articles of Swiss 
or foreign manufacture with the words 
“gold plated,” “gold lined,” “plated,” 
“lined,” or any other word or words con- 
veying the same meaning, in any lan- 
guage, when such articles contain only 
a thin covering of gold that will not 
leave a shell of at least 8 micromilli- 
meters pure gold after the common metal 
is dissolved, has been prohibited. 

Articles with a gold shell of less than 
8 micromillimeters in thickness may be 
stamped only as “gilded metal,” in any 
language and are not allowed to carry 
any quality or wear guarantee. 

All gold plated or lined articles. with- 
out exception, must bear themanufac- 
turers’ trade-mark (as a guarantee). In 
the case of Swiss manufacturers such 
trade-marks must be registered at the 
central office of the loeality where the 
goods are manufactured. Foreign man- 
ufacturers must have their trade-marks 
registered at the Swiss Federal, Gold 
and Silver ak) 5 


* * * 


» 


Business Trend in August 


WASHINGTON, D. C., Sept. 30.—Pro- 
duction in basic industries increased 
somewhat in August compared with 
July, but the increase was less than is 
usual at this season, according to the 
monthly summary of business and finan- 
cial conditions made public by the Fed- 
eral Reserve Board. 

Wholesale prices declined slightly. 
Credit extended by member banks in- 
creased between the middle of August 
and the middle of September, refie@ting 
chiefly a steady growth in commercial 
loans. 








Sales of department stores in leading 
cities were larger than in July and about 
5 per cent above the total of August of 


last year. 
Wholesale prices showed a slight 
downward movement in August. Be- 


tween the middle of August and the 
middle of September there was a further 
rapid increase in loans for commercial 
purposes at member banks in leading 
cities. Security loans also increased, 
while investments continued to decline, 
it was reported. 


* * *” 


Gems, Jewelry and Watch Cases May 
Not Be Shipped to Danzig by 
Parcels Post 


WASHINGTON, D. C., Oct. 1—The Post 
Offiee Department has received informa- 
tion from the postal administration of 
Danzig. that changes have been made 
of prohibited articles. in parcel post 
mails to Danzig. Ch ee 

Among other things prohibited in 
parcel post to that country are precious 
stones, ornamental stones, “real and 
artificial; gold and platinum products, 
also enameled articles; watch cases 
net to jewels ; gold or plaginum prod- 
uct nt#ining" precious st6nes; ‘silver 
products, as well as those gildéd and 


silvered; watch cases without jewels; 
silver products containing precious 
stones. 

* * * 


Drawback Allowed on Watch 


Movements 


WASHINGTON, D. C., Sept. 30.—The 
Treasury Department has announced the 
allowance of drawback on watches man- 
ufactured by I. Tannenbaum Co. of New 
York city with the use of imported 
movements. The department states that 
the usual manufacturers’ record is to be 
kept. 


CIRCULAR 
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Department Store Sales in August 


WASHINGTON, D. C., Oct. 1.—Depart- 
ment store sales for August were 5 per 
cent larger than in the corresponding 
month of a year ago, according to re- 
ports to the Federal reserve system by 
523 stores in 229 cities. For the first 
eight months of this year sales were 3 
per cent larger than for the same period 
of last year. 

Inventories of the reporting depart- 
ment stores at the end of August were 
1 per cent below the level of a year ago, 
according to reports from 433 stores. 


* * 2k 


Direct Sellers to Consider Rules 
and Ethics 


WASHINGTON, D. C., Oct. 1 -Rep- 
resentatives of those engaged in “direct 
selling” of all kinds of merchandise will 
meet in a trade practice conference to 
be held in Dayton, Ohio, on Oct. 11, at 
the Engineers’ Club, with Federal Trade 
Commissioner William E. Humphfey 
presiding. 

Direct selling companies-aPedefined as 
those which advertise for agents to do 
house to house canvassing in the sale of 
goods. 

Ayopg the practices thus far proposed 
for @isgussion are ».misrepresentation or 
misbranding of merchandise; misrep- 
resentation in advertising; marked up 
or fictitious prices; enticement of em- 
ployes; misrepresentation or misleading 
statements in advertising for sale per- 
sons with reference to salary, commis- 
sion, profits or earnings; the use of the 
word “Free” in advertising, and the re- 
fund of deposits for samples. 





Arthur’s Jewelry Co., Inc., Norfolk, 
Va., has been granted a charter of in- 
corporation by that State. The author- 
ized capitalization is $25,000, and the 
president of the firm is Arthur Spensky 
of Norfolk. 
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Offers Amendment to Watch Schedule 


Bill of Senator Metcalf of Illinois Would Decrease Specific Duty 
on Various Grades of Watches from Those Embcdied 
in Senate Tariff Bill 


WASHINGTON, D. C., Oct. 1.—Perhaps 
the outstanding development in the tariff 
situation last week of interest to readers 
of THE JEWELERS’ CIRCULAR was the 
amendment to the tariff bill introduced 
by Senator Metcalf of Illinois which 
would decrease the rates on watch move- 
ments as provided by the Finance Com- 
mittee in reporting the bill to the Senate. 

For the purpose of explanation we 
print below herewith the watch move- 
ment sections as reported by the Finance 
Committee: 

“Watch movements, and other time- 
keeping, time measuring, or time-indi- 
cating mechanisms, devices, and instru- 
ments, all the foregoing designed to be, 
or such as ordinarily are, worn or car- 
ried on or about the person, not more 
than one and seventy-one hundredths 
inches wide, whether or not in cases, 
containers, or housings; 

(1) If more than one and one- 
half inches wide, $1.25 each; if 
more than one and _ two-tenths 
inches but not more than one and 
one-half inches wide, $1.40 each; 
if more than one inch but not more 
than one and two-tenths inches 
wide, $1.55 each; if more than 
nine-tenths of one inch but not 
more than one inch wide, $1.75 
each; if more than eight-tenths of 
one inch but not more than nine- 
tenths of one inch wide, $2 each; 
if more than six-tenths of one inch 
but not more than eight-tenths of 
one inch wide, $2.25 each; if six- 
tenths of one inch or less wide, 
$2.50 each; 

(2) in the case of any of the 
foregoing having no jewels or only 
one jewel, the above rates shall be 
reduced by 40 per centum; 

(3) any of the foregoing having 
a jewel or jewels shall be subject 
to an additional duty as follows: 
If having not more than seven 
jewels, 35 cents; if having more 
than seven and not more than fif- 
teen jewels, 9 cents for each jewel; 
if having more than fifteen jewels, 
18 cents for each jewel. 

In connection with these provisions 
Senator Metcalf proposes in the second 
line of section one to strike out $1.25 
and reduce it to $1.05. In the next line 
he would strike out $1.40 and insert 
$1.05. Two lines further down he would 
strike out $1.55 and insert $1.65 and two 
lines still further down he would strike 
out $1.75 and insert $1.25. In the next 
line he would strike out $2.00 and insert 
$1.75 and two lines further down he 
would strike out $2.25 and insert $1.75 
and in the next line he would strike out 
$2.50 and insert $2. 


In section three Metcalf 


Senator 


would strike out fifteen jewels and in- 
sert “seventeen,” making them dutiable 
at 6 instead of 9 cents each. Also in 
next to the last line he would strike out 
the fifteen jewels and make it seventeen 
jewels. 

Another important development in the 
tariff situation last week was the state- 
ment of President Hoover in favor of 
the retention of the flexible provisions of 
the bill. 

The Senate last week disposed of vir- 
tually all of the uncontested proposals 
regarding the administrative sections of 
the bill. 


Seeks to Abolish Flexible Provisions 


Senator Simmons of North Carolina, 
ranking Democrat on the Finance Com- 
mittee, introduced an amendment which 
would abolish the flexible provisions. In 
a talk on the floor on the subject he 
questioned the necessity of a flexible 
tariff saying that it had not been utilized 
to any considerable extent and that the 
Tariff Commission had not acted on sev- 
eral hundred applications “for the sim- 
ple reason that they found that the rates 
in the law exceeded the differences in 
production costs” and that “the tariff 
barons do not divide with their em- 
ployes.” 

The Simmons amendment would re- 
peal the Presidential power to raise or 
lower tariff rates and continuing the 
Tariff Commission, but as an agency 
which shall make its recommendations to 
Congress rather than to the Chief Ex- 
ecutive as at present. The Simmons 
amendment is in the nature of a sub- 
stitute for the committee amendment of- 
fered by Senator Smoot restoring dif- 
ferences in costs of production as the 
criterion on which the changes should 
be based, instead of the House language 
“conditions of competition.” 

“T have no hesitation in saying,” said 
President Hoover in urging the reten- 
tion of this provision, “that I regard it 
(the flexible provision) as of the utmost 
importance in justice to the public, as a 
protection for the sound progress of our 
economic system, and for the future pro- 
tection of our farmers and our indus- 
tries and consumers, that the flexible 
tariff, through recommendations of the 
Tariff Commission to the Executive, 
should be maintained.” 








Richmond, Va., Concern Decides to 
Liquidate After Conducting Busi- 
ness for More Than 75 Years 

RICHMOND, VA., Sept. 26 — D. 
Buchanan & Son, jewelers for more than 
three quarters of a century, are going 


out of business. It is announced that the 
firm will liquidate immediately, due to 


81 


declining health of D. A. Buchanan, the 
present head of the firm. 

The business was established in Rich- 
mond in 1885, but was the direct con- 
tinuance of the business of the same 
name which was founded in Glasgow, 
Scotland, in 1853. 








Experimental Radio Station for Elgin 
National Watch 


WASHINGTON, D. C., Oct. 1—The Fed- 
eral Radio Commission has granted the 
Elgin National Watch Co., Elgin, IIll., a 
license for an experimental radio sta- 
tion to use 500 wattspower and to 
operate on a frequency of 4795 kilo- 
cycles. 

The company is using its station to 
experiment with the setting of watches 
and clocks by radio. Hearing was held 
in this case by the Commission last week. 


Co. 








Savings Accomplished by Simplified 
Practice 

WASHINGTON, D. C., Oct. 1.—The con- 
tinued success of simplified practice es- 
tablished by Herbert Hoover as Sec- 
retary of Commerce in 1922 as a part 
of his broader program to assist indus- 
try in its elimination of industrial waste 
is demonstrated in the high, sustained 
average of adherence accorded simplifi- 
cations now in effect, said Secretary of 
Commerce, Lamont today, discussing the 
simplification program of his Depart- 
ment. 

“This average for the 27 recommenda- 
tions,” he continued, “reviewed during 
the fiscal year 1929, and obviously com- 
pleted in the preceding years, is 86 per 
cent. These figures are based on sta- 
tistical reports received from the man- 
ufacturers who were parties to the de- 
velopment of the simplification program 
affecting their field of interest, and mean 
that on the average of 83 per cent of 
the output in the 27 fields surveyed con- 
form to the sizes, dimensions, etc., of 
their simplified practical program. 

“Fourteen typical industries which 
have cooperated with the Commerce De- 
partment in establishing simplified prac- 
tice recommendations estimate their 
total annual savings at a figure approx- 
imating $240,000,000 according to the 
Bureau of Standards. 








At one time the Rotary Club of 
Ashtabula, Ohio, became interested in a 
young man who was thought to be a 
hopeless cripple and raised a fund of 
$1,000 to provide medical attention for 
him. Several operations were performed 
and were successful. The young man, 
encouraged by his improvement, wanted 
to learn a trade. The Rotary Club again 
came to his assistance and called the at- 
tention of the Rehabilitation Department 
of the State of Ohio to his case. The 
youth is now working in a jewelry es- 
tablishment, earning a good livelihood in 
the watch and clock repairing trade. 
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Watch Importers to Fight Smugglers 





Permanent Organization Formed in New York to Combat Operations Which Have Robbed Trade 
and Government of Millions of Dollars in Revenue—Another Alleged Smuggling Plot Uncovered 


A fight which has as its object the 
elimination of watch smuggling and 
which promises to develop many startling 
revelations has been launched by im- 
porters in this country. That this battle 
is certain to result in the indictment and 
arrest of many individuals in and out 
of the trade and the seizure of thousands 
of dollars’ worth of contraband merchan- 
dise is indicated by past developments 
and what is promised for the future by 
the importers and the United States 
District Attorney. 


The work which has already been done 
in uncovering two alleged huge smuggling 
plots, in which several members of the 
trade are accused of being the prime 
movers, has been the result of a con- 
certed effort on the part of the importers 
and the federal authorities. The leading 
importers last week organized perma- 
nently to vigorously combat this evil, 
when most of the leading watch import- 
ers in this country were represented at 
a meeting of the directors of the Amer- 
ican Watch Importers Association, held 
last Thursday afternoon at the Repub- 
lican Club in New York. 


At this meeting Henri Schwob, vice- 
president of Adolphe Schwob, Inc., and 
president of the importers’ organization, 
said that between 35 and 45 per cent of 
the imported watches sold through the 
retail jewelry trade are actually smug- 
gled goods. These he pointed out rep- 
resent a loss to Uncle Sam in duty of 
$2,500,000 per year, and to the wholesale 
importers of such merchandise, a loss in 
distribution of $5,000,000. That this 
evil is on the increase was evidenced by 
the estimates made by Mr. Schwob, who 
remarked that in 1927 the value of the 
importations of watches was about $11,- 
000,000 while in 1928 figures show that 
more imported watches were sold al- 
though the imports amounted to a mil- 
lion and half dollars less or $9,500,000. 


Acting on an allegation that many 
New Yorkers and others throughout the 
country are wearing on their wrists or 
are carrying in their vest pockets 
watches that have been smuggled, the 
association passed a resolution in which 
the organization undertakes to assist the 
federal authorities in their vigorous 
prosecution against individuals and firms 
that are suspected of being engaged in 
smuggling operations. The resolution 
provides that a permanent organization 
of the importers be immediately formed 
and furnished with funds to carry on 
the work of developing evidence and 
prosecuting these suspected smugglers in 
the watch industry. It is also provided 
that this organization be given unlimited 
opportunity to extend its activities with 
the government authorities in appre- 
hending and aiding in the prosecution of 


those involved in this clandestine occupa- 
tion. 

Another result of the meeting last 
Thursday was the selection of Maxwell 
S. Mattuck, former Chief Assistant 
United States Attorney, 165 Broadway, 
to act as counsel for the American Watch 
Importers Association. 

The following watch companies were 
represented at the meeting: Tavannes 
Watch Co., Longines Watch Co., Joseph 





HENRI SCHWOB, PRESIDENT OF THE 
AMERICAN WATCH IMPORTERS ASSO- 
CIATION 
Gottlieb, Hipp Didisheim Co., Gruen 


Watch Co., Benrus Watch Co., Helbein- 
Stone Co., Concord Watch Co., R. Gsell 
& Co., A. Wittnauer Co., Adolphe 
Schwob, Inc., L. Adels Co., S. Bruner, 
Romer Watch Co., and Jules Racine & 
Co. 

In a statement made by Mr. Schwob, 
he said: “This campaign of the associa- 
tion is to be educational both to the trade 
and public. The resolution adopted by 
the members declares that part and par- 
cel of the conspiracy of the smugglers 
appears to be their ability to establish 
themselves as small traders in the im- 
porting business with legitimate buy- 
ers. By so doing, they are able to make 
contacts with department stores and 
mail order houses throughout the United 
States. Actually in the trade these smug- 
glers are minimum importers, but their 
transactions to the retailers in a num- 
ber of incidents uncover them as max- 
imum sellers. In this way the jobbers 
and the retail trade are unwittingly 
lending a hand to the smugglers. Part 


of the educational campaign will be di- 
rected toward putting to rout the firms 
are taking advantage of 


that this 


economic distribution policy of the watch 
business.” 

“The watch importers,” continued Mr. 
Schwob, “are fully aware of the fact 
that they are faced with the prospect of 
an increase in the tariff on watches and 
watch movements and that this will only 
tend to induce those who are engaged in 
the smuggling business to extend their 
operations. Smugglers are not inclined 
to differentiate from the types of watches 
and watch movements that they might 
illegally bring into this country. Thou- 
sands and thousands of dollars’ worth of 
diamond and platinum watches have 
been smuggled in as well as solid gold 
and base metal watches. These smug- 
gling operations have been continuing 
for so long a time that both the whoie- 
sale and retail trades in the United 
States have been considerably perturbed 
by this situation.” 

Many of those who attended the meet- 
ing last week told some of their per- 
sonal experiences, particularly of the 
difficulties they had encountered in en- 
deavoring to sell their own lines of 
Swiss watches. This condition, it was 
said, was brought about through the dif- 
ference in prices quoted on the legitim- 
ately imported goods and the smuggled 
merchandise. 

As mentioned in these columns last 
month federal agents have seized at the 
Port of New York within the past few 
weeks more than one half million dollars’ 
worth of watches and watch movements 
which were being brought into this 
country in cases marked “earthenware” 
and “chocolate.” Several arrests have 
been made and the prisoners are now 
being held to answer these charges by 
the federal authorities. 

To facilitate matters pertaining to 
watch smuggling, United States District 
Attorney Tuttle has assigned Alvin 
McK. Sylvester, one of his assistants, to 
handle all such charges growing out of 
this latest drive being made by the 
Customs authorities and the importers. 

Another alleged smugging plot by 
which thousands of dollars’ worth of 
watches and movements were brought 
inte this country without the usual pay- 
ment of duty, was uncovered last Tues- 
day, when Federal agents. arrested 
Joseph Feinstein, watch importer, 83 
Canal St., New York. Later in the day 
Feinstein was arraigned before United 
States Commissioner Cotter and held in 
$35,000 bail. 

Several days before Feinstein was 
taken into custody, Customs Agents 
David Sandlands, James J. Lynch and 
Charles F. Cortelyou, who have been 
working on this and other cases involv- 


5] 


ing watches and movements, placed 
under arrest Richard Bieschuns, to 
whom it is said the contraband mer- 
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chandise was shipped and Louis Poller 
a truckman who is charged with doing 
the carting. Both these men are now 
being held in $15,000. 

The alleged operations of Feinstein 
are said to have been gigantic, but not 
on as large a scale as the smuggling 
activities of another so-called ring of 
which several supposed members were 
arrested a few weeks ago and who were 
indicted last Monday. With Feinstein’s 
arrest the Government agents seized two 
cases of watches and movements which 
they told the court were worth about 
$110,000. Among the watches taken was 
one on which appears the likeness of 
Feinstein and his entire family. This 
timepiece, which was shown to Com- 
missioner Cotter, is of unusual design 
and is said to be valued at $400. 

According to Assistant United States 
District Attorney Sylvester and _ the 
Government agents Feinstein has been 
carrying on his smuggling activities 
since 1927. The court was informed that 
the watches. and movements were sent 
here in huge cases marked “chocolate.” 
Through an intricate system the mark- 
ings on the cases would be changed, and, 
according to allegations of the Govern- 
ment, would be picked up by Poller. He 
would in turn, it is said, take them to 
Bieschun’s store on Flushing Ave., 
Brooklyn, and later would come into the 
possession of Feinstein. The Beischun 
store, while purporting to handle candy 
was merely maintained as a “blind,” 
the Customs men allege. 

Feinstein, according to his business 
card, is the sole manufacturer and im- 
porter of Agwa and Jayeff watches 
and movements. A JEWELERS’ CIRCULAR 
representative was informed by the 
Customs agents that with Feinstein’s 
arrest they also seized some valuable 
papers. They claim they also found 
two bars of the chocolate sent from 
Europe in other cases. The latest 
arrests, like the ones made several weeks 
ago are the result of two years’ hard 
work and vigilance, according to the 
Customs men. 

Just before Feinstein was brought in, 
it was learned at the United States 
District Court that five indictments had 
been filed against the alleged principals 
in another so-called watch smuggling 
plot. Those named in the indictments 
include: Paul Rabkin, Sol Rubman and 
Joseph Y. Perelman trading as the 
Superfine Watch Co., and Vincent A. 
Valvo and M. Salzman doing business as 
the Federal Mail Order Corporation. 
Rabkin and Rubman are now out on 
$5,000 bail each, on the original com- 
plaint but will be brought in to answer 
to the indictment. Valvo is said to be a 
fugitive from justice and a warrant for 
his arrest has been issued, according to 
Mr. Sylvester. Perelman is now in 
Europe, but is an American citizen and 
may be extradited. Salzman, who is 
accused of making false invoices, is also 
in Europe and according to the As- 
sistant District Attorney, it is hoped 
that he may be brought back to this 
country through the aid of the Swiss 


government. 
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Convicted of Robbery 





Eugene Riley, Supposed Leader of Bandit 
Gang Which Held Up Philadelphia 


Pawnshop, Faces Long Prison 


Sentence 
PHILADELPHIA, Sept. 30.—A_ heavy 
sentence in the Eastern penitentiary 


awaits Eugene Riley, who was convicted 
by a jury in Quarter Sessions Court of 
being the principal in the recent robbery 
of the pawnshop of Abe Brooks at 52nd 
and Market Sts., when jewelry, pledges 
and cash aggregating almost $75,000 
were stolen, after several clerks had 
been overcome and bound. 

Riley, said by the police to have been 
the “brains” of the gang that planned 
the robbery, was identified in court by 
Benjamin Weinberg, as the man who 
forced him at the point of a revolver to 
throw up his hands and submit to being 
tied up a few moments after the store 
opened for business in the morning. 
Riley, Weinberg testified, had been in 
the store several times previously, ap- 
parently to study the place. A _ short 
time before the holdup other members of 
the gang had rented an apartment over 
the store, and cut an opening in a parti- 
tion, which aided in their escape with 
the loot. 

William Ryder, proprietor of a room- 
ing house at 1720 Green St., identified 
Riley as leader of a gang that had made 
his place a rendezvous two hours after 
the robbery. He heard them arguing 
apparently over division of the loot a 
couple of hours after the pawnshop rob- 
bery, and said they made so much noise 
he ordered them out of his place. 

Judge Francis Shunk Brown deferred 
sentence on Riley, pending the trial of 
William Mulholland, who was captured 
and indicted with Riley. Police are seek- 
ing four other members of the gang, who 
have fled the city. 

Up to date none of the jewelry, 
watches or money stolen has been re- 
covered and both Riley and Mulholland 
have refused to give the detectives any 
clue which may lead to the finding of 


this loot. 








Two Thieves Hold Up Chicago 


Jeweler and Escape with Loot 
Worth About $30,000 


CHICAGO, Sept. 28.—Two men entered 
the store of Elick Phillips, 1429 Mil- 
waukee Ave., last week and asked to 
be shown a watch. Mr. Phillips got out 
a tray of watches and suddenly one of 
the men drew a revolver and told Phil- 
lips to put up his hands. 

They herded Mr. Phillips and his two 
clerks, Max Goldstein and Miss Lottie 
Jarzewbowski, into a rear room. The 
pair then took Phillips’ keys to the safe 
and opened the jewelry drawers rifling 
them of merchandise. After five min- 
utes work the thieves gathered their loot 
and fled to a waiting automobile parked 
about 100 feet from the store. Mr. Phil- 
lips ran after them but he was too late 
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in reaching the street to obtain the 
license number of the car used by the 
thieves. 

After an inventory Mr. Phillips re- 
ported his loss at about $30,000. He 
carries no insurance. 








Girl Convicted of Jewelry Store Theft 
Sent to Detroit House of 
Correction 


DETROIT, MicH., Sept. 30.—Mrs. Lois 
Cannon, 18 years old, who was arrested 
on June 4, was sentenced this week to 
serve from six months to 15 years, with 
six months recommended, in the Detroit 
House of Correction. With her husband 
she was arrested on a charge of break- 
ing and entering. 

It was charged that on the day of 
their arrest, the Cannons broke a win- 
dow in the Ehrlich jewelry store, 3603 
Woodward Ave. and took jewels valued 
at $150. They were captured near the 
Ehrlich store. 

At her trial Mrs. Cannon testified her 
husband was not involved in the robbery. 
She was with two other men she told 
the court and they broke the window. 
In panic, she stated, she fled to her 
apartment and got her husband. The 
couple was caught in an alley behind the 
Ehrlich store and police charge they 
were searching for loot dropped in flight. 
Cannon has been cited as a third offend- 
er under the habitual criminal act, a 
charge on which he has been arraigned. 
He now is awaiting trial. Mrs. Cannon 
has a juvenile record according to the 
police, having been in a home for girls 
for four years. She ran away from the 








juvenile home, Mrs. Cannon informed 
the court. 
Man Charged With Rifling Utica, 


N. Y., Jewelery Store Window 
Held for the Grand Jury 


Utica, N. Y., Sept. 28—John McGuire 
of this city is being held for the grand 
jury on the charge of burglary, third 
degree, and grand larceny, first degree. 
It is alleged that he cut the display win- 
dow of the Lewis jewelry store, 192 
Genessee St., early yesterday morning. 
The prisoner is accused of taking 
jewelry valued at $1,362. 

Samuel J. Finkelstein, manager of the 
store, swore to the warrant. The win- 
dow was cut with a glass cutter. The 
jewelry was later recovered. 








The capital stock in Morgan’s, Inc., 
oldest jewelry store in Lansing, Mich., 
which was established in 1876, has been 
purchased by Chester W. Ellison and 
William B. Gilmore. Mr. Ellison has 
been chosen president and treasurer and 
Mr. Gilmore vice-president and secre- 
tary. Mr. Ellison, who has been with 
the firm for several years was secretary 
and treasurer. Mr. Gilmore will not be 
active in the management of the firm 
but it is understood, will act in an ad- 
visory: capacity. 
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Jeweler Indicted 


Baba Georges, New Britain, Conn., Accused 
of Concealing Assets 


Concealment of assets and falsifying 
records for the purpose of concealing 
assets, are charged in an indictment re- 
turned last Friday by a Federal grand 
jury at Hartford, Conn., against Baba 
Georges, a New Britain, Conn., jeweler. 

Baba Georges was formerly engaged 
in the retail jewelry business in New 
Britain, Conn., operating under the style 
B. Georges & Co. He was petitioned into 
bankruptcy Feb. 2, last, following the 
offer of a 15 per cent settlement which 
was declined by his creditors. Schedules 
filed listed assets of $9,326 and liabilities 
of $15,551. The stock and fixtures were 
later sold at auction by the Receiver for 
$3,450. 

A number of creditors, members of the 
National Jewelers Board of Trade, ap- 
plied to that organization for use of its 
Fighting Fund and in accordance with 
the arrangement existing between the 
Board and the National Association of 
Credit Men, the latter were requested by 
the Board’s Finance Committee to con- 
duct a complete investigation. This, it 
is charged, revealed marked discrepan- 
cies in the debtor’s books as well as other 
suspicious circumstances and it was 
deemed advisable to lay the matter be- 
fore the district attorney and request his 
own cooperation. 

Special credit for the expeditious 
manner in which the case has_ been 
handled is due George Cohen, one of the 
assistants on United States Attorney 
John Buckley’s staff, M. S. Mattuck, 
counsel for the eastern division, Credit 
Protection Department of the National 
Association of Credit Men, as well as 
Investigator Leo Meade, who conducted 
the actual field work in connection with 
agents of the Department of Justice. 

Commenting upon the case, B. L. 
Shinn, secretary of the National Jewel- 
ers Board of Trade said: 

“This is the first case in which we 
requested the assistance of the National 
Association of Credit Men following con- 
summation of arrangements with them 
last spring to handle our out-of-town 
financial fraud matters for us. Formal 
application was forwarded to them on 
May 16, 1929, and the manner in which 
they have so promptly looked into the 
case and interested the proper officials 
in it is most pleasing to the Board and 
will, I feel sure, be of interest to all 
our members.” 








Los Angeles Jewelers Cause Arrest of 
Salesman Charged with Failing 
to Return Gems 


Los ANGELES, Sept. 28.—Failing to 
secure a bond for $15,000, which Judge 
Lacey ordered, Jacob L. Sydenberg, 39 
years old, jewelry salesman, is in the 
county jail, awaiting trial on a charge of 
stealing $20,000 worth of gems from 
the offices of A. Riskin, Loew State 
building. A. Moss, in the same build- 
ing, also lost gems, according to the 
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charges, which are included in nine 
counts of robbery. 

Playing the stock market is alleged by 
detectives working on the case, as the 
reason why Sydenberg sold the stones 
which he had been allowed to take out 
on the plea that he had customers. De- 
tectives claim they found the stones had 
been pledged at local loan houses. 

The arrested man will be tried next 
month, there being two charges of grand 
theft on which he is being held at the 


jail. 








Another Steamship Employe Arres- 
ted in Alleged Diamond Smggling 
Plot 


The fourth arrest in an alleged dia- 
mond smuggling plot uncovered in 
Brooklyn was made last Sunday when 
special agents of the Treasury Depart- 
ment took into custody Louis Ecclairs, 
hospital steward of the Red Star Liner 
Lapland. Louis’ father, Charles Ec- 
clairs, chief printer of the Belgenland, 
with Sidney Sherman, a diamond broker, 
and Nina Silverstein, his stenographer, 
were arraigned last week on the same 
charge of smuggling $12,000 worth of 
diamonds. These diamonds, it is alleged, 
were found in the elder Ecclairs’ pos- 
session. 

Louis Ecclairs was apprehended on in- 
formation alleged to have been furnished 
when his father and the other princi- 
pals were taken into custody. At that 
time it was stated that the younger 
Ecclairs was to succeed his father in the 
conspiracy at the conclusion of what 
proved a fatal trip. The Treasury 
agents attempted to establish that Louis 
Ecclairs had conspired to meet Miss 
Silverstein at a New York theatre to 
make delivery of diamonds, but no gems 
were discovered on his person when he 
was searched. 

Taken before United States Commis- 
sioner Wilson in Brooklyn Monday after- 
noon, the Lapland hospital steward was 
released in bail of $2,500. Assistant 
United States Attorney Henry, who is 
conducting the case for the government. 
expects that the Grand Jury’s findings 
will be handed down within another 10 
days. 








““Marcassites” Held Dutiable as Semi- 
Precious Stones 


PROVIDENCE, R. I., Oct. 1.—Manufac- 
turing jewelers of this and neighboring 
States who have in the past paid duties 
of 40 per cent on “marcassites,” semi- 
precious stones used exclusively in the 
manufacturing of jewelry for decorative 
purposes, will be entitled to refunds of 
thousands of dollars, counsel say as the 
the result of a decision handed down last 
week by Chief Justice I. F. Fischer of 
the United States Customs Court on 


protests of the Nathan Kaufman Co. of 
this city. 

The court held the merchandise to be 
properly dutiable at the rate of 20 per 
cent ad valorem, and sustained the pro- 
tests against the higher rate. 


The gov- 
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ernment had levied the higher rate on 
the ground that the “marcassites” were 
minerals while the Kaufman concern 
contended they were _ semi-precious 
stones and therefore liable to a duty of 
only 20 per cent. 








Equipment of Dueber-Hampden 
Watch Co., Canton, Ohio, Being 
Prepared for Removal to Russia 


CANTON, OHIO, Sept. 30.—Expert 
engineers from Moscow, Russia, recently 
arrived in Canton and are now at the 
plant of the Dueber-Hampden Watch 
Co., working with employes and placing 
the delicate machinery in readiness for 
shipment to Russia. The Soviet Gov- 
ernment recently purchased the Dueber- 
Hampden concern. 

Twenty-one expert ¢éraftsmen and 
watchmakers, many of whom have 
been with the Canton plant for years 
will leave Canton for Moscow about Dec. 
31. The majority of them will be ac- 
companied by their wives. The Canton 
men will remain in Russia for one year 
teaching Russian men the watchmaking 
industry. The contract calls for one 
year but this period may be extended 
provided it is agreeable to both parties. 

Adolph Viadiminsky will be the presi- 
dent of the new Russian concern. He is 
now in the United States and is expected 
to come to Canton soon. 

The large factory where the watches 
will be manufactured has been completed 
as well as a modern apartment house, 
which will house the Canton families. 
Watches similar to those that have been 
made here will be manufactured by the 
Moscow firm and in addition they will 
make alarm clocks, electric clocks and 
cheap watches. 








Business Records 





A. J. Felkel, San Bernardino, Cal., 
has executed an assignment. 

E. Windes & Co., Hopkinsville, Ky., 
have filed a voluntary petition in bank- 
ruptcy. 

R. J. Riles & Sons, Ince., Jacksonville, 
Fla., have filed a voluntary petition in 
bankruptcy. 

A voluntary petition in bankruptcy 
has been filed by Harry J. Beilstein, 
Pittsburgh, Pa. 

S. Barber & Sons, Boston, Mass., have 
assigned to George I. Cohen, 43 Tre- 
mont St., Boston. 

An involuntary petition in bankruptcy 
has been filed against William H. 
Roberts, Riverside, Cal. 

An involuntary petition in bankruptcy 
has been filed against the Cleveland 
Jewelers’ Supply Co., Cleveland, Ohio. 

The George W. Cooke Co., Inc., Attle- 
boro, Mass., has executed a deed of trust 
to the Manufacturing Jewelers Board of 
Trade. 

An involuntary petition in bankruptcy 
has been filed against Miller & Har- 
baugh, Inc., Portland, Ore. Assets are 
estimated at $12,000 and liabilities at 
$20.000. 
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Census of Manufactures 


Advisory Committee Reports Suggestions 
for Schedules Which Will Go Out to 
Manufacturers in January Next 


WASHINGTON, D. C., Sept. 30. — The 
Advisory Committee on Manufactures 
which was appointed by Secretary of 
Commerce Lamont in July to cooperate 
with the Bureau of the Census in the 
preparation of a general schedule for 
the forthcoming census of manufactures 
has rendered its report to the Secretary. 
The suggested schedule which will go 
out next January to every manufacturer 
in the country has been drawn up, the 
Advisory Committee states, with one 
basic thought in mind—that the infor- 
mation resulting from the tabulations 
will be of real practical value, directly 
or indirectly, to manufacturers in their 
studies of production and distribution 
problems. Data which do not fall under 
this general heading have been elimi- 
nated, and new data of large practical 
value to manufacturers will be requested 
for the first time from the manufactur- 
ers of the country. 

Special efforts will be made next year 
by the Census Bureau to tabulate the 
data furnished by the manufacturers in 
such a way as to point out the most sig- 
nificant industrial trends. Among these 
trends is that of migration of industry. 
Large movements of industry have been 
under way, especially since the war. 
Some of these movements have involved 
the transfer of thousands of employes 
from one section of the country to the 
other, and have entirely changed the in- 
dustrial occupation of a large portion of 
the inhabitants of these sections. Such 
a migration is being witnessed in the 
textile industry. In other cases there has 
been a distinct drift by manufacturers 
away from urban communities, and out 
into the smaller towns. Again, a ten- 
dency toward concentration of certain 
industries has been prevalent, while 
other industries have tended to spread 
throughout the country. All of these 
trends have a large influence on the em- 
ployment phases of industry. It is very 
generally known that such trends are 
under way, but no definite data are 
available. The data which will be made 
available to manufacturers through the 
coming census will picture very clearly 
these trends in industrial migration. 

For the first time the forthcoming 
census will make available data on the 
amount of idle power equipment in the 
manufacturing plants of the country. 
Estimates have been made that as much 
as 50 per cent of the installed power in 
the country practically is idle through 
obsolescence, over-capacity, or other 
causes. Definite data, however, on this 
very significant subject have never been 
made available from any source. Power 
installation is one of the best possible 
basis for industrial or market studies, 
but the inaccuracy of the available data 
due to the inclusion of this large amount 
of idle power equipment has robbed such 
studies of much of their potential value. 

Special studies of the subsequent tabu- 
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lations are being made by the Census 
Bureau officials. Many new and valuable 
tabulations will be made which can be 
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Take Y our Choice of the Opal or Tourmaline | 
For October 


By PAULINE 





“17 you seek the treasure 

That lies at the ruinbow’s end, 
The rainbow-hued Opal 

Will luck to your venture lend” 


PEOPLE born in 


October are es- 
pecially fortunate 
in having as their 
birthstone the 
opal. which has 
always been a 
\ favorite gem with 
artists and poets, 





who rave about 
its beauty in 
terms of sunsets, 
autumn foliage. 
surnmer dawns 
and rainbows 
They are fortun- 
ate because its shifting Olaze of 


colors permits it to blend with any 
type of coloring or shade of cos- 
tume. and also because tt. was said 
of the opal in the past that, as it 
untted tn ttself the colors of every 
Other gem. so did tt possess all 
their virtues 

Ky this same characteristic It 
was believed by astrologers to be 
under the favorable influence of 
more than one planet Kozminsky 
connects it with three. declaring 
that “as a gem of the Sun itt ex- 
hibits flows of fire like the sun at 
midsummer; as a gem of Venus its 
delicate beauty radiates her color- 
ful charms, and as a gem of Uran- 
ns. its refusal to submit to the all- 
embracing law of mineral structure 
harmonizes with the _ tconoclastic 
character of that planet, according 
to astro-philosophy ” 

In the symbolism of the past the 
opal stood for hope. innocence and 
purity. All the talismanic proper- 
ties attributed to other stones were 
attributed to it, with the addition 
of one more, for it was believed 
capable, under stress. of rendering 
its wearer invisible. No wonder 
then that the Roman Senator Non- 
fus preferred exile rather than to 
give up his treasured opal ring to 
Mark Anthony. who desired to pur- 


The following has been released to a series of newspapers 
by the National Jewelers’ Publicity Association 


the month of | 
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used as a basis for production and distri- 
bution studies on the part of manufac- 
turing organizations. 


] | 





chase it as a gift for Cleopatra 

Opals were greatly admired by 
Queen Victoria of England. who 
| was something of a gem connois- 
| Seur. She had a large collection 
|; of them, and as each of her daught- 
|}ers married she presented her with 


la set In this way she showed her 
contempt of the superstition then 
spreading in England that opals 
were unlucky This superstition 
began with the publication of Sir 
Walter Scott’s novel, “Anne of 
Geierstein,” a fantastic tale of an | 
enchanted princess whose ill fate 


was linked with the opal she hab- 
itually wore in her hair, and for 
a time came near destroying the 
Opal’s splendid talistmanic heritage 


from the past. 

The tourmaline, alternate natal 
stone for October. is a relatively 
modern discovery, also noted for 


its varied coloring. and possessing 
remarkable electric properties. 
When heated it has all the attract- 
j|ive power of a magnet, so that 
|there seems to be some scientific 
‘ground for tts use as an amulet '0 
attract friends and confer inspira- 
tion 











{ 
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the orchid 


| The aster or is the 
1chosen flower for October, and its 
| ruling planet ts Venus. 
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Death of Otto A. Starke 


Head of Star Watch Case Co., Succumbs to 
Heart Attack at Grand Rapids, Mich. 


LUDINGTON, MIcH., Sept. 27.—Otto A. 
Starke, head of the Star Watch Case Co., 
and one of the foremost citizens of this 
city, was the victim yesterday morning 
of a heart attack which caused his death 
at the Blodgett Hospital in Grand 
Rapids. Funeral services will be held 
Sunday afternoon. 

Last winter Mr. Starke suffered a 
severe attack of pneumonia which ag- 
gravated an old heart weakness. Less 
than two weeks ago this heart condition 
caused his removal to the hospital where 
he passed away. 

Otto A. Starke was born in 1863 at 
Frankfort-on-Main, Germany. At the 
age of 16 years he visited the United 
States and was so impressed by its in- 
dustrial opportunities that he remained 
in this country. He immediately entered 
the watch industry and was employed 
at various times in this country and in 
Canada. In 1898 he founded the Star 
Watch Case Co., with a factory in Elgin, 
Ill. In 1905 the Elgin factory was des- 
troyed by fire, and the company was 
removed to Ludington, where it has 
since grown to its present importance. 
Mr. Starke has long been recognized as 
a leader in the watch case industry and 
the company is nationally and interna- 
tionally known. For several years he 
served as president of the National 
Watchcease Manufacturers Association. 

In the latter years of his life, Mr. 
Starke turned his talents toward com- 
munity and philanthropic developments, 
and his efforts along these lines remain 
a lasting testament to him. In Boy 
Scout work he fostered and developed 
Pere Marquette Council, No. 721. Be- 

coming intensely interested in this work 
he became regional director and was 
then elected to the national board of 
directors. 

Perhaps the greatest recognition of 
Mr. Starke’s wisdom, fairness and in- 
tegrity came when, by appointment by 
President Coolidge, he became a member 
of the National Board of Arbitration. 

He was always interested and active 
in local civie affairs and much of Luding- 
ton’s progress is due to Mr. Starke’s 
efforts. He was a director of the 
Ludington State Bank; president of 
Ludington Country Club; was interested 
in the Jackson Hotel Co. and various 
other enterprises. 

Deceased is survived by his widow, 
one son, O. A. Starke, Jr., and four 
daughters, Marjorie, Vera, Bernice and 
Mrs. Irene Shelby. 





George H. Wells 


RocHEsTer, N. Y., Oct. 1.—George 
Henry Wells, veteran jeweler of Naples, 
N. Y., for several years associated with 
S. R. Sutton of that village, died Sept. 
28, at his home in Naples. He was 72 
years old. 

Mr. Wells always had lived in his 
native town, the Wells homestead. being 
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one of the prominent and ancient estates 
of the vicinity. He had been retired for 
a number of years. 

His sister-in-law, Mrs. Cornelia Wells, 
is his only surviving relative. Funeral 
services were held Monday afternoon, 
Sept. 30. 


James A. Bainbridge 


EVANSVILLE, IND., Sept. 30.—James A. 
Bainbridge, 68 years old, who for about 
43 years was engaged in the retail 
jewelry business at Marion, IIl., a few 
miles west of here, died at his home in 
Marion last Thursday, after an illness 
of several weeks. He was one of the 
best known retail jewelers in southern 
Illinois and was widely known to the 
trade. 

Mr. Bainbridge retired from business 
about three years ago. He was buried 
in the cemetery at Marion. 








Silver Service Being Made for the 
Newly Launched Cruiser 
“Houston” 


HE new United States Cruiser 

Houston which was launched in New- 
port News, Va., Saturday, Sept. 7, will 
be presented with a beautiful Sterling 
silver tea and dinner service by the city 
of Houston, Tex., after which it was 
named. Mayor Montieth of Houston to- 
gether with several other prominent 
Texans came to New York recently to 
view an exhibition of drawings by sev- 
eral of the foremost silversmiths of the 
country. From this competition, the 
designs submitted by the Fine Arts Divi- 
sion of the International Silver Co. won 
first place and the company was com- 
missioned to make the service. L. Lech- 
enger, a Houston jeweler, was instru- 
mental in interesting the committee in 
selecting this Sterling silver set. 

This is only one of the many special 
presentation services in Sterling silver 
which G. L. Crowell of the International 
Silver Co. has designed for battleships 
and cruisers of the United States Navy. 
For the Cruiser Houston, he designed a 


service of massive weight, Sterling 
silver, rich in appearance yet possessing 
the charm and beauty of those old 


Spanish missions so much a part of the 
history of Texas. From the facade of 
that beautiful Mission of San Jose de 
Aguayo comes the inspiration for most 
of the design. The magnificently sculp- 
tured scrolls and ornament’ which 
marked this old Mission a thing of 
beauty, become the theme in silver for 
a truly Texan service. The pediment of 
the Alamo forms a shield on all of the 
important pieces on which are mounted 
the seals of the City of Houston and 
the United States Navy. Sprays of 
magnolia, the flower of Houston, support 
one side of each shield while on the other 
appears a boll of cotton, one of the prin- 
cipal products of Texas. 

A touch of color is added with the 
mounting of a solid gold star, emblem- 
atic of Texas the “Lone Star State,” on 
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many of the principal pieces and with 
the reproduction in full color of the 
United States flag of the Navy, the 
Union Jack on the large trays. 

On the more important pieces, his- 
torical scenes dear to the hearts of all 


Houston people are faithfully re- 
produced. One elaborate etching shows 
the surrender of the Mexican, Santa 


Anna, to General Sam Houston after the 
battle of San Jacinto in April, 1836, at 
which Texas gained its independence. 
Other scenes portray the romantic his- 
tory of the city of Houston from the 
time of its first settlement to the present 
day. 

Presentation of the service will be 
made in Houston after the cruiser is put 
into active service in the fall of 1930. 
Among the pieces to be presented are a 
punch bowl and tray, centerpiece with 
candlesticks, candelabra, service plates, 
goblets, tea set with kettle and tray and 
a selected list of other pieces. 








Jewels for the Feet 


RNAMENTS for shoes are working 

up into the jewelry class of mer- 
chandise. They will start to sell briskly 
just as soon as the fall dancing season 
begins, and the chances are that jewelry 
stores, as well as shoe stores, will sell 
more jewels for the feet this coming 
season than ever before. 

Fashion forecasts foretell a period of 
brilliance in footwear, and the rising tide 
of wealth is indicative of a rising volume 
of sales. From all appearances it looks 
as if the jeweler stands a chance to make 
a profit on this line of merchandise, 
dedicated to the adornment of the pedal 
extremities. 

The jeweler who handles ornaments 
for the feet does not compete with the 
shoe merchant. Rather does he extend 
to him a helping hand, if he handles the 
right merchandise in the right way. The 
store of the jeweler has one atmosphere 

-the store of the shoe merchant another. 
The shoe merchant usually reckons on 
getting half as much for a pair of 
buckles as for a pair of shoes. The 
jeweler can often reckon on getting twice 
as much, and as much more as the trans- 
action will stand. The finer sort of 
ornaments are not sold on a basis of 
cost plus merchandising expense, but 
upon what the article may be worth as 
a trinket, or an artistic decoration of 
the feet. 

Ornaments, like gold or silver buckles, 
set with semi-precious stones, and in the 
class of merchandise that retails at $50, 
more or less, belong more in the cases of 
the jeweler than in the boxes of the shoe 
merchant. And there are even more ex- 
pensive ornaments. People, whose budget 
of shopping money permits them to 
spend sums like this for the ornamenta- 
tion of their feet, naturally go to the 
jewelry store where they know what 
precious metals are worth. 

Many of the more expensive ornaments 
are purchased, not for just one season, 

(Continued on page 93) 
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CAMEOS... 


our specialty. We carry in stock 

the largest assortment of fine, 
selected cameos, suitable for 
ladies’ and men’s rings. 


Upon your request our 
representative will call, or 
we will send memo 
selection of Cameos 
and colored stones 
that will be of in- 
terest to you. 


e  KITTAY & BLITZ 


IMPORTERS—CUTTERS 


PRECIOUS AND SEMI-PRECIOUS STONES 


DIAMONDS 22 W. 48th St., N. Y. 
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ELK TEETH Wholesale 


Genuine, all sizes, also European 
Teeth, all unmounted. (Catlg.) 


All sorts of precious and semi-pre- 
cious cut stones, shell cameos. 
(Catlg.) Various qualities. Uncut 
gem material—amethyst, topaz, gar- 
net, lapis, jade, etc., by the ounce. 
Anything on selection. Lion’s claws. 
(Catlgs.) 


L.w. STILWELL - 
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and Special Orders 
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Letter to the Editor 





“Selling on Credit for Cash Prices’’ 


New York, Sept. 7, 1929. 
Editor of THE JEWELERS’ CIRCULAR: 


I have been reading with great inter- 
est your several editorials in THE JEWEL- 
ERS’ CIRCULAR, under the caption “Credit 
sales at cash prices” and your logical 
reasoning that under ordinary circum- 
stances the credit jeweler cannot sell 
his merchandise on credit at the same 
prices that the cash jeweler sells his 
and that invariably the credit store ad- 
vertises some particular nationally 
known product, which carries with it a 
resale price believed by the public to 
be for cash, on credit at the same price 
that the public expects to pay in the 
cash store. 

I also read with great interest the 
letter written to you by Mr. William 
Gibson of Chicago, IIll., and I would like 
to compliment through your journal this 
most logical letter and commend Mr. 
Gibson for his good business judgment 
and high ethics. There appears to be a 
missing link in both your argument and 
in the argument of Mr. Gibson, because 
neither side of the story has established 
as a basis of fact, What is the cash 
price? Before we know if a credit 
jeweler is selling something at the cash 
price on credit, we must first arrive at 
what is the cash price to determine if 
the credit jeweler is really selling a 
product on credit at the cash price or 
not. 

There are numerous nationally adver- 
tised products carrying with it a high 
mark-up designed primarily to be sold 
through the credit store and which ad- 
vertised products when compared article 
for article, workmanship for workman- 
ship, reputation for reputation with an 
equal article costs the consumer more 
money than the article of another con- 
cern of equal merit that is really de- 
signed to sell for a cash price. 

I specifically refer to the watch busi- 
ness. There are some concerns who do 
national advertising and make a prac- 
tice of distributing their product through 
the credit jeweler, allowing a large 
mark-up to permit him to sell that prod- 
uct on time, yet giving the public the 
impression that the advertised price is 
the cash price. There are other watch 
manufacturers, who sell a product of 
equal merit at a lower price, specifically 
designed to sell for cash through the 
cash jeweler. That’s as far as watches 
go. 

We then come to diamonds and dia- 
mond jewelry and I wonder if anyone 
will deny that the jeweler who sells for 
cash is in a better position to sell his 
diamond jewelry for less money than the 
jeweler that sells on credit, who has 
to wait for his money with the credit 
risks and losses probably involved. In 
my opinion the only way to arrive at a 


definite conclusion is for THE JEWELERS’ 
CIRCULAR to investigate and make a sur- 
vey of the average mark-up of all 
watches, diamonds and jewelry of the 
cash jeweler and of the credit jeweler 
and then a proper conclusion may be 
arrived at. 


In New York city we have a well 
known department store that sells only 
for cash and advertises the fact that 
they sell their goods for at least six per 
cent, if not more, cheaper than any other 
recognized store in the city and from 
the volume of business that they do for 
cash and the way the women and men 
of New York patronize that store evi- 
dently bears out their advertising state- 
ments. 

It is contrary to all the laws of eco- 
nomy to believe that something can be 
sold on time for the same price that it 
can be purchased at for cash. I recite 
for your benefit, the automobile indus- 
try, the radio industry, the furniture 
industry and many other lines all of 
which add on a liberal percentage for 
the time involved in having the money 
outstanding, the risks involved in issuing 
credit, the additional cost in bookkeeping 
and collectors, all of which must be 
added on to the overhead of a business, 
and although Mr. Gibson may tend to 
contradict your evident logic in your 
editorials, it is the belief of economists 
that nothing can be sold on time for 
the same price as that article can be 
bought for cash. 

In our own diamond industry there is 
no diamond merchant, that will not be 
willing to shade the prices up to perhaps 
10 per cent to get cash, instead of giving 
time and getting notes, which may or 
may not be paid at maturity. It is an 
economic truth well recited by Benjamin 
Franklin in his “Poor Richard’s Al- 
manac,” that those who pay cash save 
the cost of the risks involved in buying 
on credit. If THE JEWELERS’ CIRCULAR 
can arrive at a conclusion as to what 
is the cash price then you can solve the 
problem if the credit jeweler is or is not 
selling the public jewelry at the equi- 
valent of the cash price. It is equally 
true that some jewelers selling for cash 
may attempt to obtain such a large 
margin of profit on their merchandise 
that the credit store may be able to sell 
on credit for less than that particular 
jeweler, who is trying to sell his mer- 
chandise for cash. 

But by and large, the man that sells 
for cash and cash only, eliminating the 
risks of credit and the losses attached 
to extending credit, eliminating further 
the bookkeeping involved and the cost of 
having collectors collect money, can in- 
variably sell for less money than those 
who sell on credit. 


Respectfully yours, 
NORMAN C. LEvy. 
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New Enterprises 





Bleuer’s jewelry store, 1702 Second 
Ave., Rock Island, Ill., has opened for 
business. 

Wadworth’s jewelry store recently 
commenced business at 149 Broadway, 
Waukesha, Wis. 

The Towe-Winterhalter-Hannifin Co. 
will open a new jewelry store at 109 N. 
Main St., Butte, Mont. 

Over 5000 persons inspected the new 
Roberts jewelry store’s recent opening at 
417 Main St., Houston, Tex. 

Stanley Kurys, of Danielson, Conn., 
formerly with Reed’s jewelry store, 
Southbridge, Mass., has opened a new 
establishment at Jewett City, Conn. 

C. C. Grabendike, Lakeland, Fla., for 
the past three and one-half years with 
the Cole Jewelry Co., Inc., at that place 
and a jeweler for 32 years, is starting 
his own establishment at Forsyth, Ga. 

The largest jewelry store in the Grand 
River section of Michigan was opened 
recently at Bedford by the Ehrlich chain 
jewelry concern of Detroit. The new 
Bedford shop is the seventh in the Ehr- 
lich group, the first of which was estab- 
lished in Detroit 25 years ago. 

Friedman’s jewelry store, 850 Broad 
St., Augusta, Ga., staged a grand open- 
ing and drew a large crowd to its 
elaborate and modern shop. A. A. 
Friedman, head of the firm, which has 
its headquarters in Savannah, Ga., was 
in charge of the event and will conduct 
the company’s business in Augusta. 








Jewels for the Feet 
(Continued from page 91) 








but to be kept in service for season after 
season. In the past, when huge buckles 
fashioned by hand were in fashion, shoe 
ornaments were bequeathed with other 
jewels, from one generation to another. 

Buckles are staples for foot decora- 
tion. Most of them are set with bril- 
liants. Some are of cut steel. A few 
are of pearls, some as small as seeds, 
sewn together to make a field of pearls, 
and some as large as hickory nuts. 
Some are of crystals, and now and then 
one turns up of hand carved leather or 
even wood. The variety is almost end- 
less. Besides, there are the jeweled 
heels. But these belong more properly 
to the shoe store, for they must be at- 
tached. 








Market Prices for Silver Bars 


The following are the quotations for 
silver bars in London and New York 
as reported for the past week: 


Selling Price 


London U.S. Gov’t New York 
Date Official Assay Bars Official 
Sept. 24... 23% 53 5054 
~ 95... S34 53% 51 
26... 23% 5314 50% 
re | 52% 50% 
” 38... 23% 5256 50% 
He 30... 23% 52% 50 
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“Buy from the Cutters” 
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----to be EXACT 


The Fidelity-Phoenix 
Fire Insurance Co. gave 
out the fact that 116,000 
automobiles were stolen 
in 1928. 


85% of these stolen cars 
were recovered and return- 
ed to their owners. The re- 
mainder were paid for by 
the insurance companies. 


Insurance is an absolute 
necessity to every jeweler, 
and our customers find that 
they are _ better protected 
when they deal exclusively 
with a properly insured firm. 


ASSS\\ecayas 


10 West 47"Street 
New York. 
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and nickel rectangular Chevalet 


Concord products are designed to satisfy 
those who demand Quality 


and yet, are priced to attract those who 
must consider cost. 


Bracelet, Strap, Pocket, Desk and _ Traveling 
Watches—for men and women. Desk and Boudoir 
Clocks. 


We shall welcome the inquiries of dealers who 
cater to a discriminating clientele. 














CONCORD WATCH CO. 


INCORPORATED 


10 WEST 47th STREET NEW YORK 























YOUTH | 


UR new Secretary of the Interior, Ray Lyman 

Wilbur, was formerly president of Stanford Uni- 

versity and in his educational days faced many 
problems. 

Where thousands of young men and women once actually 
went to college there are now hundreds of thousands, and 
where hundreds of thousands of boys and girls hithertc 
arrived in high school, now over three million enter. 

Dr. Wilbur and his associates all over the United States 
were forced to create Some means of caring for all these 
extra aspirants for higher education and inaugurated the 
junior high school and junior colleges, in this way creating 
four finishing points instead of two. 
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In this spread of higher education the desire for the 
esthetic is cultivated, and culture is introduced into mil- 
lions of families; thus the entire character of the nation 
is changing. Children who have attained college training 
are not going to be satisfied with the drab surroundings 
of their parents, who started with nothing, nor are they 
going to let their parents continue the customs and habits 
of earlier days during their struggles to affluence. 





ry 





Because of their devotion to their children, parents will 
be led by them to the finer things in life. This is one of 
the causes that lead parents to give children the higher 
education so that they may lead the family to cultural 
habits and guide it to a better position in society. 

The households therefore are now being equipped with 
more modern and attractive furniture and the old bric-a- 
brac is being replaced with modern ware or else repro- 
ductions of real antiques. 

One of the first places where a change is apparent is 
the dining room, and the old slovenly habit of service 
comes in for alteration. No longer is a heterogeneous as- 
semblage of odd china tolerated nor odd glassware per- 
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mitted. An artistic and harmonious whole is sought and 
the knowledge acquired by the repeated visits to class- 
mates’ homes where culture is a matter of generations old 
is being brought to bear on the purchase of table ware. 





C HIS is a condition that jewelers should watch. They 

should be familiar with the residents of their com- 
munity and be in a position to guide those who are seek- 
ing to better their social position and supply the needs 
that new prosperity and new culture have produced. 
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A jeweler should be familiar with all things required 
for a well-set table for all occasions and be able to supply 
the silver, the glass and the china therefor. Service plates 
form a most profitable source of income and make a very 
handsome addition to a store’s display. Stemware and 
other glass articles of daily use should be a part of a 
jeweler’s stock. Gift stores and department stores carry 
them. They carry jewelry too. If a jeweler’s customer 
goes to either gift or department store for her china and 
glass she is apt to buy her jewelry there too, whereas if 
the jeweler showed a liberal display of china and glass- 
ware he would be more apt to make a sale because of the 
confidence with which he is regarded. The man with the 
proper stock can thus increase his turnover and retain his 
customer for jewelry too. 
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The world is constantly changing. Keep up with the 


procession. SIR ORACLE. 

















CIRCULAR 





THE JEWELERS’ 





~syt 


HE NEWEST 


CoO) 


CREATIONS 


OF JEWEL-LIKE BEAUTY AND DESIGN 











ORE and quicker sales for vour 
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PLATINUM-TONED DOUBLE 
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QUARTER OUNCE FLACONS IN METAL CASES 
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Hark-Hark-Hear the Dogs Bark! 


“ Faithful Fido” and “Old Spot? Welcome the News that 
Fall and Holiday Buyers Are Coming to Town 


























YENERAL interest in well bred dogs which has been steadily increasing has 

undoubtedly played a leading role in popularizing artistic china and 

« earthenware figures of the faithful canine and many of the leading china- 

ware houses are now featuring them in their displays. They have been made 
so true to life that they have caught and are holding public fancy. 

Many of these figures are made in Germany and some come from 
Czecho-Slovakia, but probably the finest originate in Copenhagen, 
Denmark. They are all underglazed and many are finished in 
natural colors. The greatest attention is paid to detail and the 
artists have overlooked nothing to make them appear life like. 

Some of the more expensive creations are certainly works 
of art. After coming from the molds they are deli- 
cately tooled by the sculptors and then colored and 
glazed. They fit harmoniously into the study or 
den and prove attractive ornaments in living 
room or fover. 

The figures come in various sizes, 
some being only miniatures while 
others are large enough to be 
suitable for placing on the floor 
near an open fire place or 
at some other advan- 
tageous place in the 
home. The minia- 
tures can be 








used as ornaments 
on end or utility 
tables or may be 
utilized as paper 
weights or decora- 
tions on a desk. As 

bridge prizes they are 
proving very acceptable 
and it is expected by the 
importers that they will 
be given rather freely as 
gifts at Christmas time. 




















cr~ HAT buyers are clam- 
oring for these figures 
indicates that they are enjoy- 
ing an unusual demand. Last 
week one buyer arrived in New 
York and said that she had never 
before experienced such a brisk de- 
mand for these figures, which, she 
remarked, are being widely sought 
after by the public in all parts of 
the country. The public, remarked 
another buyer, is showing an unusual 
interest and is impressed with the 
realistic appearance of these objects. 

The artist, it was pointed out by this 

second buyer, has depicted the dogs in 

many moods and various poses. 

That these creations are proving excel- 
lent gift department items is shown by the 
remarks of these buyers and the reports re- 

ceived from several importers. With the 

coming of the winter months, when bridge 
and other card games are in full sway, it is 
expected by the importers that these offerings 
will be in even greater demand. 
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‘New England” Pewter by the “Carr Craft” Designers 
The Line of Pewter That Is Different 







Manufactured by 


M. W. CARR & COMPANY, Inc. West Somerville, Mass. 







From the Highest Quality 
Of Metal Obtainable 


















No. 3158—Ice Tub, Drainer 
and Tongs. 
One of the Most Popular Items 
in Pewter. Height 9”. 





No. 3179—Salad Set 


Consists of Pewter Tray, 9” Diameter Glass Bowl! with _ 
Pacific Coast Salesrooms 


Sunderland & Miller, Inc., 


807 Title Guarantee Bldg., 
200 West Fifth Street, 


Cut Design, Imported Wood Spoon and Fork with 
Pewter Trimmings. 





New York Salesroom Los Angeles, California 
Philip E. Ebb 
No. 3170—Guest Room Set Room 516, Fifth Ave. Bldg. ‘. 
The Glass Bottle with Pewter Stopper and Tumbler 200 Fifth Ave. ae ay: een 


Rests on an Oblong Pewter Tray. New York, N. Y. San Francisco, California 


CUSTOM MADE 


TEAPOT BY 
R. SAWYER 
DUBLIN, 1801 














KETTLE MADE TO 
ORDER 


i) 


CURRIER & ROBY 


EXPERT SILVERSMITHS 
217 E. 38th ST., NEW YORK 
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Fall Gift Suggestions 


for the Home that Reflects Good Taste 








An attractive cocktail tray of Japan- 
ese design in antique finish 


Modernistic lamp with a 
ball shaped hase and 
parchment shade 





This whimsical appearing ash tray 
has a base of cast metal holding 
a colored pottery bowl 


Below: Hand hammered Danish 
pewter bowl and candlesticks 


Below: These hollowware can- 
dlesticks are of the latest de- 
sign and make most acceptable 


if Below: This new _ pottery 
gilts 


centerpiece for table decora- 
tion comes in a light green and 
a carmel color combination 
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Glass Table Service 


with decalcomania 
in natural colors 
like china 


See our 


VICTORY 
TRIUMPH 


assortment of 
decorated glassware 
in New York and 
Chicago Show Rooms 








’ In New York In Chicago 
Imperial glass company c/o Cox & Co. c/o Earl N. Newton 
Bellaire Ohio 120 5th Ave. 310 W. Randolph St. 























~IOHEMIA, for centuries celebrated for 
its glassware, never produced anything 
better than our Rona and Verra table- 





ware. 
Quality and workmanship are the best and the 
variety of shapes and designs is unequalled. The 
array of colors and color combinations includes 
everything desirable and salable. 
We carry about seventy-five lines in stock, and 
ship on receipt of order. 





PATTERN No. 198 
THE VELINO 






KON 
CZECHOSLOVAKIA 


Ra 






PAUL A. STRAUB & CO. 


105-107 FIFTH AVENUE 


AT 18th STREET NEW YORK 
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KNOWLES CHINA CO 








Please Mention 
The Jewelers’ Circular When 


Answering This Advertisement 





EAST LIVERPOOL 


EDWIN M 
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Ropal Worcester China 


The Chantilly, illustrated herewith, is the 
latest addition to our open stock dinner ~_ee Sr 



















ware lines in The Aristocrat of English 


™ 


China. 


y 


This beautiful pattern—outstanding in 
artistry, style and quality—is made in 
Worcester’s celebrated Ivory Wall Body 


STR 


~ 


with an Ivory ground, deeper in_ tone, 


8s... 
* 
a 4 


running under the richly enameled design 
in relief. 


illustrations, Samples and Prices upon 


BRIZE SS . 


request. 


Sole American Agents 


MADDOCK & MILLER, Ine. 
Importers of English Wares of Merit 
39-41 West 23rd Street 
NEW YORK 


Dr. Wall’s famous Ivory Worcester 





Body was invented in 1751 and has 


been used ever since. 











Manufacturers 
of 


Pewter, 

Silver Plated Ware, 
Metal Electroliers, 
Decorated Glass Shades, 
Cut and Engraved 
Crystal Glass, 

Fancy Colored 

Blown Glass, 


‘f 
‘ fy 
, 


— 





Che Patrpoint Corporation 


Re nt EAE Oe a | Bw f 
, ; ii eketciaa ; Rew Bedford, Mass. 
No. D3080. ELECTRIC LAMP 1 Light ” ; ” 
Height over all, 1542 inches. 43-47 West 23rd St wee New York City 
Marble Base, Engraved Crystal Glass Fount. 228 Covistine Building. St. Nicholas St. . Moatees. Can 
Crystal Cut Glass Pillar, Crystal Pendants. 126 Post St ay de Sesrionc 


Crystal Cut Glass I‘rosted Shade. 
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This hand-tooled —im- 

ported leather cigarette 

vase is made in many 
colors 


\ quaint, two handled 


bowl 


holding fall foliage 


fw 
*\ eww 


Lap service trays of Tole ware, in gay pastel shades, are desirable 








This fire side screen is hand painted. It is not 
only an acceptable gift, but serves as an orna- 
ment while on display in the store 
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suitable — for 





4 thermos jug set of Bakelite 
made in one of the latest brilliant 
colors 


— 
G Jee 





for informal use 


Below: These graceful glasses, with long stems 
and colored bowls, will be popular this coming 
winter. They come in six assorted colors 
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GOOD FORTUNE 
WILL FOLLOW 
THE WEARER OF 
THE EGYPTIAN 

SCARAB... 









Lend trom the 


Age ot 


. 


ronze tell of jewels 





of low luster metals and bright - —". A 
stones worn by olive skinned a ys 
maidens to enhance their charm, a is 
rnamentsot that day Be S$? 
in spire the sunburn necklaces ee OC 
of this season... 2674) eeeeaeen 


2. &. GOOD LUCK.. 
GB ete") WEAR THE 
| © LUCKY ELEPHANT 
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ST. LOUIS ° 
- T. L - DALLAS 
1328 Washington Ave. 320-322 W. Adams Street Chicago Room 4—Santa Fe Bldg. 
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EACH ARTICLE STAMPED WITH OUR NAME 


SCHUMANN 


For nearly half a century the SCHUMANN FACTORIES have been building a 
reputation for producing the most beautiful DRESDEN DECORATIONS. 


The fact that other manufacturers are attempting to imitate our famous designs p 
is proof that we lead in the field. om 


GJ \ 
No experienced buyer will sanction “Knocking” nor will he be misled to buy M4 a} 


inferior imitations. 


SCHUMANN CHINA CORPORATION 


61 WEST 23rd STREET NEW YORK, N. Y. 



































In Business for What? 


You are in the Jewelry business for but one purpose, and 
that is to successfully distribute more jewelry of all kinds— 
and ata PROFIT to yourself. 


The road to success in the retail jewelry business today is 
not an easy one. It cannot be traveled alone. It requires 
the help, counsel, and the guiding hand of a fearless busi- 


ness paper. 


THE JEWELERS’ Circu.ar, “The Weekly Which Renders 
Great Service,” free from any entangling trade alliances. 
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Goblet 
Corinth” 








Corinth” 


“All is not Gold that 
glitters,’ and when you 
see “Gold  Encrusted” 
Stemware retailing at 
33c ~«6each, you may 
doubt if it is all gold. 


Our “Corinth” _ pat- 
tern, illustrated, is inlaid 
with real gold; designed 
and applied in a man- 
ner that is at once at- 
tractive to your clientele 
of discriminating taste. 
Note the graceful lines 
of the bow] and the deli- 
cately figured stem. 

Furnished in Crystal 
blanks, wide Pillar Op- 
tic. Stemware $12.00 
per dozen. 


Our representatives cover 
the country. 


MORGANTOWN GLASS WORKS 


Formerly Economy Glass Co. 


Morgantown 


W. Va. 








New Eng. 





PEWTER [S POPULAR 


UR  Hand-Hammered 
Pewter is proving a fast seller 
with jewelers 
untarnishable 


designs 


lustre—its 





Danish 


because of its bright 


exquisite 


—its sturdiness and its price. 


Price List and Catalogue Sent on Request 


Poms § 


Diller and Torn ov Lue. 


225 FIFTH AVE: 


Western Representative 
Transportation Building 







Representative 


NEW YORECNY. 


Lattie and Saubert 
Los Angeles, California 


W. S. Gray 
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Combination of L IG HTER and ASH RECEIVER 


fers you quick turnover and big profits Lift-a 
.~ ver i a ce ete I lilt for th nodern smoker's convenience Lighter 
, l ter W r new pahentee principle "ae simply lifting tl 
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ind 


instantly aj il Replace cap and tray is at hand to receive as} rest 
cigar, Cigarette or pipe sift-a-Lite is rich in appearance, ornamental ind us efu ide 
f BAKELITE in a t ! t eautiful colors Retails for only § 
just 
LIFT CAP Takes Aavertising 
‘ j Imprint Stamped 
FOR A In Gold 
SURE LIGHT 
Actual 
ize 
x ¢ 
al ’ ve . 
The Greatest Gift Seller In Years: 
t-a-Lite Ash Receiver will solve the problem of thousands of men and women who 
k to present the most practical and unusual of gifts You will profit by carrying this 
Don't post etting your share of this business Order 6 
LIFT-A u ITES it assorted colors with magnificent counter 
display at 00 or write for quantity prices and further 
letails 
Single Sample $2.00 
TERMS to well rated firms; others please send cash with order 
a a A y al . 110 East 23rd St. 
MASTERLITE MFG. CO. 10 East 23rd St. 


C. 











XCLUSIVE 


line of fine hand Gold 
Tooled Leather Novelties, made in 
crushed calf, pastel shades of Pink, 


Blue, Tan, Green, Grey, Brown and 
Purple; also in genuine Morocco and the 
very popular Florentine Leather in vari- 
ous colors. 


Send for Illustrated Catalog 


FLORENTINE CRAFT CO. 


54 West 21st Street New York 
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Buying for the Gift “Department 


Criticism of Retailers’ Methods in Letter of “Observer” 
Brings Forth Many Comments 


N a previous issue of THE JEWELERS’ CIRCULAR there 

was published a letter signed “An Observer” in 

which he pointed out why the jeweler was beaten out 
by the department stores. 

Replies to this letter came in from many and varied 
sources and our own field editor sent several pointed 
remarks from the Far West. 

One well known retail jeweler on the Coast said: 

“The average jeweler is not a business man; he is a 
technician, he is primarily a watch repairer, familiar with 
the loupe, so worked easily into the diamond business, as 
this is a business of inspection. Everything he buys is 
similarly inspected. That is why he is so poor a business 
man and why the letter published in the CIRCULAR is correct 
in every detail. Most jewelers buy terms, not merchan- 
dise.” 

Another very prominent jeweler made the following 
statement and, although conditions are different in other 
localities, this is his experience: 

“We formerly had a $22,000 glass investment, cut it 
down half, and finally sold it out at a loss, the reason be- 
ing that glass is not sold every day. Now selling Hawkes 
and English china, which is combined with sterling, on 
which there is a fair trade. We sell more china plates re- 
tailing at $60 to $100 each than those retailing from $10 
to $20 each.” 

Here speaks a jeweler who has money to invest and 
always takes advantage of all discounts: “Department 
stores and gift shops are raising heck with the high grade 
jewelers. The jewelry business is now divided into four 
groups: the first class; installment houses; upstairs 
‘pirates,’ and department stores. The big question is, 
‘How will it end?’ 

“We can’t meet the department store competition, as it 
is price they are offering—not quality. It seems to me 
that our only salvation lies in the fact that many people 
do not dare to trade elsewhere.” 

Frankly, it hardly seems possible that an up-to-date 
merchant can assume such an attitude. To build up one’s 
hopes on the fears of another is hardly business. 


* * ® 


The following is another extract from a letter sent to 
us anent the letter from “An Observer”: 

“We have received a copy of the article which appeared 
in your issue of March 21, regarding the reason why a 
great many importers of china, glass and gift goods are 
unable to do business with the jewelers. 

“About five years ago we, in company with other large 
importers in this city, made a determined effort to in- 
terest jewelers in this country to set up gift departments, 
pointing out to them the all-important merchandising fact 
that the creation of such departments in such stores would 
be instrumental in bringing a great many people into their 
stores and, by coming in to purchase low-priced gift goods, 
they would inspect the other merchandise the jeweler 
carried. 

“Despite the persistent efforts to have the jewelers do 





this, very few of them put in a line of gifts and, as a re- 
sult, gift shops and gift departments have sprung up 
throughout the United States, and from the last statistics 
received from the Bureau of Commerce in Washington 
there is a business of over $65,000,000 done each year by 
gift shops and gift departments throughout the country. 

“This business should have remained in the hands of 
the jewelers in the United States, and it is a strange thing 
that in the entire Dominion of Canada there are very few 
gift shops found and all the merchandise carried in the 
so-called gift shops is invariably carried by the Canadian 
jeweler. 

“With regard to the lack of business that is done with 
the jewelry fraternity in this country, the chief reason is, 
as your correspondent states, the jeweler expects to re- 
ceive three, four, five and six months’ terms, the terms, 
we presume, that are usually given to him by his custom- 
ary suppliers of diamonds. 

“Importers of gift goods are unable to grant such terms 
and in some instances we have sold jewelers with agreed 
terms of payment to be net 30 days and bills have been 
held up two, three and four months past maturity. 

“This naturally meant that the next time an order was 
sent we had no alternative but to write the jewelers that 
the only way we could ship our goods would be on a C.O.D. 
basis. 

“We still feel, as we felt some years ago, that the 
jewelry shop is the logical shop where people ought to buy 
all kinds of gifts, and the sooner the jewelers are seasoned 
with this fact the better off their business will be; but one 
thing they must remember, and that is that in the china 
and glass business they must pay their bills after 30 days. 

“The subject is one that is exceedingly interesting to 
us and you are at liberty to quote any part of this letter 
you may see fit to.” 


UNITED STATES glass manufacturer writes as 
follows: 
“We thank you very much for yours of March 21 in- 
closing extract from THE JEWELERS’ CIRCULAR of March 
21. This article certainly expresses our stand on selling 
glassware to jewelers, and we do not advertise in any 
jeweler’s magazine for this reason. 

“We would like very much to do business with some 
first class, well rated wideawake jewelers, but we cannot 
do it for the reason as outlined in your own magazine. 
Jewelers who are overlooking the use of inexpensive 
glassware as trade boosters are certainly overlooking a 
good bet, but we can’t sell them, for the same reason that 
the other factories can’t.” 


One of the prominent glass and china decorators has 
this to say: 

“Your favor of March 31 with reprint of March 21 to 
hand. I have read the article and every word of it is true 
and, while not all jewelers are as bad as the article reads, 
there are some even worse. 

“We simply have come to the conclusion that we should 
pay very little attention to a jeweler’s orders, only when 
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No. T-330 Height 25% in. 


A NEW 


SMOKERS STAND 


ran 


CATALOGUE TO 





RECOGN IZED DEALERS 225 Fifth Avenue 


New York 
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For your ve 


“DuBarry” Goblet HAWKES 





‘ 


ry ; 
, best clientele 


= ROCK 
CRYSTAL 


MART _ hostesses pass 

your most fashionable 

patrons, will take to 
this crystal. Evident proof 
in the constantly growing 
popularity of HAWKES 
ROCK CRYSTAL among 
fashionable jewelers’ pa- 
trons. Meet this new de- 
mand of your best patrons. 
Goblets up from $14.50 per 
dozen net. Other items, 
other prices . . . covering 
a wide selection both ways. 


T. G. HAWKES & CO. 
Glass Manufacturers 
CORNING, N. Y. 


Pacific Coast Office 
140 Geary St. New York Office 
San Francisco 542 Fifth Avenue S 



































Grand Prize—Gold Medal Paris 


Producers of fh 
Rock Crystal 
for Nearly Half i] 4 


a Century HAWKES 





STEMWARE 
in the modern 
manner 


Smart beyond comparison is 
this new optic stemware in 
black and_ crystal contrast. 
Crystal bowl with resonant 
rings leading into stem and 
base of ebony black—a striking 
play of light and shadow that 
adds beauty to any _ table 
setting. 


What’s most surprising, how- 
ever, is the fact that this 
stemware—goblets, high and 
low footed sherbets, wines. 
cocktails, finger bowls and fruit 
salads—may be had at 


$3.00 per dozen 


which naturally means a real 
opportunity for inereased sales. 


CENTRAL GLASS WORKS 
WHEELING, - WEST VIRGINIA 
Home Office covering Ohio, W. Va. and 
Pennsylvania—Robert L. Hutchinson 
NEW YORK CITY 
4. FP. Doctor, 1107 Broadway 
PHILADELPHIA 
Wn C. Byrnes—9%th and Chestnut 
CHICAGO—MIDWEST 
James Hutchinson 


NEW ENGLAND 
Hancock Street, Boston 
.. A. Bennett 
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we sell those that we know will pay their bills according 
to our terms and are not too critical.” 

George A. Brock of Los Angeles, Cal., does not see why 
jewelers cannot regard china and glassware firms as they 
do sterling manufacturers and pay for their goods on the 
shorter terms demanded by this class industry. 


~ ROM the other side of the situation we hear an en- 
tirely different story, and maybe this has quite a 
little bearing on the indifference that some jewelers dis- 
play on the china and glass industry. The terms of the 
importers and manufacturers are very different to the 
jewelry jobbers or diamond merchants. 

A personal letter from a Chicago jeweler expresses an 
entirely different attitude on the subject. He says: 

“Although I am one of the fortunate men who is able 
to pay my bills when due (and sometimes discount them), 
I nevertheless resented the attitude taken by ‘Observer’ in 
yours of March 21 and feel it was a little impertinent. 

“There is an old adage, ‘When you are in Rome, do as 
the Romans do,’ and I feel that the manufacturer or the 
importer who comes to the jeweler soliciting business 
should do business the way the jeweler does and not ask 
the jeweler to do business the way he does. 

“Remember, the jeweler is not seeking him—he is seek- 
ing the jeweler. If he cannot do business the way the 
jeweler is accustomed to do it, he should keep out of the 
field. If he does seek the jeweler’s trade, he should not 
grouch because the jeweler will not completely revolution- 
ize his own methods to meet the demands of a man who 
wants him to handle a new product. 

“That the jeweler can make money by paying his bills 
promptly, and even discounting them, is true. He can do 
that in the jewelry trade as well as in the china and glass 
line. That he does not do it is often due more to condi- 
tions of his business than a desire to be backward in 
payment.” 


The above are a few quotations from a few representa- 
tive firms, retail jewelers, importers and manufacturers, 
on the comments of “An Observer,’’ who evidently has 
many supporters as to his criticism of the retail jewelers’ 
buving methods. However, that does not mean that there 
are no firms who will be glad to do business with jewelers 
on the jewelers’ terms; it does mean, however, that unless 
the jeweler can meet the terms of the importers and 
manufacturers of the specal goods or accessory ware (if 
you prefer), they cannot get the right goods at the right 
prices and thereby meet the competition of the depart- 
ment stores and the gift stores. 

The gift shop industry is of mushroom growth. It 
ought not to scare the jeweler for a cent. It is an “infant 
industry,” with more irresponsible members in it than 





THE JEWELERS’ 





CIRCULAR 111 


the jewelry business, by a long score. © It~is ret°an or- 
ganized business, has no big trade organizations among 
its retailers, or rating books like the jewelry field, and 
altogether is not a real menace to the jewelry trade. And 
as for credit, well, some of those very firms who have sent 
the letters published above could preach a mournful story 
along these lines, too, in connection with some of their 
gift store customers. 

This brings us again to the position of the jeweler as a 
gift merchant. His is the gift store of the world; it has 
been for thousands of years and will be when our bones are 
blown away indust. But so long as the jeweler is ultra-con- 
servative and not willing to see that the wonderful items 
of china, glass and leather (and the other hundred and 
one things that are not actual jewelry) are worth pur- 
chasing on the regular commercial basis, then he must be 
satisfied to see the department store beat him on these 
lines. It is the department store which is his real com- 
petitor, not the little gift store. The menace lies in the 
big store, but to offset its advantages in buying the jeweler 
can give that personal and individual attention which an 
impersonal store cannot. One feels in a department store 
that one must take what is offered or leave it; the clerks 
usually have little or no suggestions to offer, and even 
when one has made a purchase there is often a feeling 
that the merchandise may or may not be up to the proper 
standard. While in one’s favorite jeweler’s store, there is 
only the glow of extreme satisfaction at the purchase, and 
even if one does pay a cent or two more, the feeling that 
“all is well” is cheap at the additional cost. The quality 
is remembered long after the price is forgotten. Some 
jewelers are already cashing in on the opportunity that 
china and glass affords for a 12 months’ business. 


LEADING Northwestern jeweler (rated at $400,- 
000 to $500,000 with excellent credit standing) 
says that 16 per cent of his gross annual sales is made up 
of china, glass and novelties. Doesn’t that seem a paying 
venture and wouldn’t it be rather a poor policy to pass it 
up? Silver showed 16 per cent of his business, while gold 
was 13 per cent, but diamonds showed 40 per cent and 
watches 15 per cent. A jeweler wouldn’t think of discard- 
ing gold jewelry, silver or watches, so why shouldn’t he 
push his china, glass and novelty business to its limit too. 
It is not an alien department.—THE RAMBLER. 


A 








Of special interest to jewelers is the following statement 
by the vice-president of the Hart publications: “For the 
past six to 12 months subscribers to the Hart Jewelry 
Magazine have been requesting pages illustrating gifts 
of all kinds. The leading jewelers find special gift depart- 
ments well worth while and highly profitable.” 








Royal Doulton figures in exquisite and natural coloring and the most intricate modeling 











THE JEWELERS’ CIRCULAR 





October 3, 1929 


} 





We can supply 


Your Every GIFT NEED 


Douglas Lighters 
Wahl Pens 
Eversharp Pencils 
Danish Pewter 
Swedish Pottery 


Swedish Glassware 








Encrusted Glassware 








The Keypact 
Silverware 
Costume Jewelry 
Ornamental Clocks 
Compacts 
Lamps 
DuPont Pyralin 











Cross & BEGUELIN 
15 Maiden Lane, New York 





| 
| 
| 


PERFUME AND POWDER SETS | 
IN OLD ENGLISH WATERFORD CUT 
COLORS: CRYSTAL—AMETHYST—ROSE 
SEND FOR ILLUSTRATED LEAFLETS 





| 





| 
| 
| 


— 














Manufactured, Imported and Stocked by 


F. PAVEL & CO. 


Own Glass Works 15 W. 37th Ste. Telephone | 
Bor- Haida, ‘ Wisconsin 
Czechoslovakia New York City 8791 
REPRESENTATIVE 
NEW YORK MARY RYAN CHICAGO | 

















The last word in luncheon sets 






Engraved Glass 
Contemporary Motif 


$4.00 


per set | 


cups saucers 1 12” salad or sandwich plate 
8” plates 1 pr. sugar and creamer 
If & cups and saucers and 8 8” plates, $6.50 per set 


EBENEZER CUT GLASS CO., Ebenezer, N. Y. 








PRACTICAL COURSE IN ADJUSTING 
Price $1.50 


JEWELERS PUBLISHING CORPORATION, 
239 West 39th St., New York 




















Make Money With 
Modern Merchandise! 


TAB-LITE 


“The Gift Supreme” 


eed 











Here is a modern 
item, made in a mod- 
ern design. All metal, 
chromium finish, 
gine turned; bronze 
or gold plated base. 
Made also as a plain 
table lighter. 

Tab-Lite is bound 
to be one of the lead- 
ing gift items for the 
Holidavs and the one 
who displays it first 
makes the bigger 
profits ! 


en- 


Send for Samples 
NOW! 


JC 800 


Sold Through Importers and Wholesalers Only 


Triangle Mechanical Laboratories, Inc. 
147 West 26th Street New York, N. Y. 








































S each succeeding Bulova feature watch has swept past 
Fs ai predecessor in volume of sales—so The Ambassador, 
the newest of the feature watches and by far the smartest 
looking watch of the series, is headed for the greatest of all 


sales and earnings for individual watch presentations. 


Jewelers nation-wide will display The Ambassador simultan- 
eously—and the tremendous concentration of magazine, mer- 
chandising and radio sales energy supporting The Ambassador, 
breaks loose simultaneously with its presentation! 


BULOVA WATCH COMPANY , _ 580 Fifth Avenue, New York City 


In Canada: Sterling Tower, Toronto 


Turn to next page for the reproduction of the 4 color advertise- 
ment in The American Magazine — featuring The Ambassador! 


ie 









AS FEATURE 


s // WATCH 
torOCTOBER 


ae sup- 
ported by a four 


' color page in Amer- 
ican Magazine...full 
page in color in the 
Saturday Evening 
Post...unified by a 
nation-wide radio. 
hook-up reaching 
over 12,000,000 


homes. 
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The Lighter 
that will prevail 





Clark has perfected the automatic, one- 
motion Lighter. It is a jewelry article 
made for the quality trade—yet it retails 
for as low as $5. No semblance of “jim. 









crack” cheapness touches it. It imitates 






no other lighter and has full patent pro- 






tection. 
It is definitely a Clark product all the 
way through—precise, mechanically cor- 






rect and above all fashioned with the 






beauty that sells. Every exclusive Clark 






feature is embodied in it. 






An instantaneous one-finger, one-motion ignition. 







An asbestos wick that can’t burn down. 






The self-seating snuffer that gives hundreds more 
lights per filling. 






All mechanism hidden as in a fine watch. 






Impossible to light accidentally. 






Absolute guarantee with free repair service. 















Each Lighter is designed for today’s 
market. There are beautiful enameled ALWAYS WORKS 

| finishes, paneled genuine leathers and 
| engraved metal finishes. place your order early. With the rush of 
A vigorous merchandising campaign is orders from those who have seen it some 
keeping Clark Lighters where they belong _ late comers may be disappointed. Order 
—at the top of the market—and where from your jobber immediately or ask us 
they will stay of their own merit. for full information on the new Clark 
If you want Clark Automatics youmust Automatic, giving your jobber’s name. 


CLARK LIGHTER CO., INC. 
580 FIFTH AVENUE, NEW YORK 


MAKERS OF MEN’S FINE JEWELRY SINCE 1881 














Automatic polished plate Automatic, genuine ostrich. Automatic regimental stripe Automatic paneled signet Automatic genuine alliga- 
inum finish engine turned, $7.00. enamel. $7.00. with inlaid leathers. $8.50. tor panel, $7.00. 
at $8.50. 
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in May, 1928, and since the stones re- 
covered were Government property, and 
were not for immediate sale, the amounts 


recovered were not included in the 
official production returns. Between 
May, 1928, and March, 31, 1929, the 


recovery amounted to 600,000 carats, of 
which 205,000 carats was sold for 
£2,450,000, an average of £11 19s. per 
carat. The value of the remainder was 
estimated at £4,000,000. This enormous 
production was recovered at a total cost 
of £105,000, or less than 1.5 per cent of 
its sales value of £11 19s. per carat. 
The proceeds from the State diggings, 
after deducting cost of operation and 
the usual income taxes, will be used to 
promote irrigation projects along the 
Vaal and Orange Rivers. The stones 
are being marketed by the Government 
in such a way as not to disturb the 
market. 

According to various authorities, in- 
cluding Dr. Merensky, the cream of the 
Namaqualand diamonds has now been 
recovered, but there are still large 
amounts of stones to be recovered by the 
application of machine methods, and it 
has been estimated that the returns from 
the State diggings may eventually reach 
as much as two or three times the 
present recovery. In March, 1929, it was 
announced that the direction and man- 
agement of the State diggings would be 
vested in a general manager, under the 
supervision of the Government Mining 
Engineer, assisted by a staff appointed 
for the purpose. 

The peculiar conditions prevailing in 
Namaqualand led to the development of 
a considerable trade in illicit stones. 
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The plan first put into operation was 
a rather unique one, but one which led 
to its own downfall. Diamonds are so 
plentiful in the vicinity of the State 
diggings that it is impossible, in spite of 
the utmost precaution, to prevent a cer- 


tain amount of picking up of stones. 
Belgian Cong 
Luebo. Kasai Bece 
1915 
1916 
1917. 
1918 
1919 : 
1920 ; 4, 283 8 
1921 7,937 15 
1922 589 13,439 44 
1923 12,951 28,315 135 
1924 18, 681 44,786 280 
1925(e) 23,980 54,720 580 
1926(e) 30, 000 63, 000 770 
1927(e)..... 137,411 655 
1928(e).... 159, 000 1, 000 


e) Estimated. 


These stones are illicit, however, and 
then follows the problem of disposing of 
them. This was done by smuggling 
them into the Lichtenburg workings, 
and then reporting them as found there. 
But Lichtenburg stones have an average 
value of only about £2 per carat, and 
when stones began to be reported at a 
value of £12 per carat, it did not take 


be far astray. 
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reported production from the State dig- 
gings, the quantity produced still shows 


a heavy reduction. But when one comes 
to consider values the situation is en- 
tirely different. The exceptionally high 
values realized for the Namaqualand 
stones more than makes up for the dif- 


0 Angola 
iv tal 

ka Forminiere Diamang 
48,935 “ 48,935 
53,940 1,300 55, 240 
99 , 907 4,130 104, 037 
164, 188 14,070 178, 258 
215,489 48, 504 263, 993 
,075 213, 092 $3,529 318,979 
,941 150, 058 106,719 280, 655 
, 000 192, 264 98, 683 348,975 
, 000 238, 688 94,478 509, 432 
, 000 204, 807 118,016 666, 290 
000 228,411 126,575 1,014,000 
000 247, 661 154,370 1, 262,000 
383 249,193 200, 809 1,176,000 
, 000 250, 000 237, 000 1, 637, 000 





erence. We have no way of knowing 
the exact output of the State diggings 
to the end of 1928, but if we take it at 


two-thirds of the production reported to 


March 31, 1929, we probably shall not 
Assuming then for this 
period a production of 400,000 carats, 
valued at £4,300,000, we have a total 


alluvial production of about 1,608,000 


the authorities long to get a line on the carats, valued at £7,700,000,—a decrease 


proceedings. It has been considerably 
more difficult, however, to put a stop to 
the procedure than it was to discover 
its existence and modus operandi. 

As a result of the operation of the 
Precious Stones Act the reported pro- 
duction of alluvial stones was cut to 
nearly half the previous year’s output, 
and even if we add to this the un- 


of 31 per cent in quantity. 


After two failures, the African Dia- 


monds, Ltd., succeeded in diverting the 
channel of the Vaal River for a distance 
of about a mile, 
Longlands Pool. 
about £15,000 worth of diamonds had 
been recovered. 


and have dewatered 
Up to October, 1928, 


(To be continued) 





Rough diamond embedded in the 





matrix of blue ground as it comes from the 


mines 
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BOI) THER 
pee! 1S STIL 
TIME 


to Get the “Cream” 
of the Holiday Business! 

















E require but five or six weeks in 
which to plan, design and deliver the 
store of your dreams that will attract the 
bulk of the holiday business in your city! 
Don’t hesitate to grasp this chance to 
“cash” in on jewelrydom’s busiest month! 





Write or wire us today! No obligation of any 
kind involved! 











“Michigan” 
Built 


Store 








for a 
Greater 
Christmas 
Business! 


fi — = 


FOR SALE AT A SACRIFICE! 


A complete, high-grade set of genuine mahogany jewelry fix- 
tures including showcases, wallcases, etc. Installation of new 
store reason for disposal! Unequaled opportunity to buy them 
at a fraction of their actual worth. 

Cash or terms! Wire us today! 





























RB MICHIGAN STORE FIXTURE CO..INC. 


Main Office and Factory Pn Buil New York Office 
3000 E. JEFFERSON AVE. { merica’s Largest Builders | 2540-1 SALMON TOWER BLDG. 






















DETROIT, MICH. of Jewelry Stores 11 W. 42nd St. 
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Waiting for the 
diamond rush in 


#F 
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Diamond Mining Industry Brought 
Under Control 


(From The Index published by the New 
York Trust Co.) 


FTER two years of considerable fluc- 
tuations in supply, the diamond in- 
dustry today has apparently achieved a 
certain stability of output, both as a 
result of legislation by the Government 
of South Africa, where 97 per cent of 
the diamonds are secured, and as a re- 
sult of the dominant control of the Dia- 
mond Syndicate. At the same time, the 
industry’s market is expanding, par- 
ticularly in the United States, which 
now consumes about 80 per cent of the 
world diamond production. 

As a result of the discovery of new 
sources of diamonds, the Diamond Syn- 
dicate was reorganized in 1926, includ- 
ing the four great companies controlling 
the diamond output. The South African 
Government, to which the tax on dia- 
monds contributes a revenue of about 
$10,000,000 a year, strengthened the 
Syndicate’s position by passing the 
Precious Stones Act at the end of 1927, 
forbidding new prospecting and giving 
the Government control over the produc- 
tion of diamonds from alluvial sources. 

Hence, as far as South Africa is con- 
cerned, new discoveries may be made in 
the future, but their output will be con- 
trolled by the Government, and the 
danger of an excess supply of diamonds 
on the market is minimized. When a 
new and a very rich surface deposit of 
diamonds was discovered in Namaqua- 
land early last year, the Government 
was able to assume its operation, and 
to place upon the market only that por- 
tion of the supply which the market 
could consume without affecting the 
price level. South Africa still controls 
97 per cent of the total diamond output. 
The remaining 3 per cent comes from 


South America, with a very small 
amount from Borneo, Australia, and 
India. 

Accompanying its internal reorgan- 


ization, the industry now enjoys very 
favorable conditions in the world mar- 
ket. The greater prosperity throughout 


the world has been a factor of import- 
Most of the European markets, 


ance. 


with the exception of Russia, have been 
recovered. The most rapid expansion, 
however, has occurred in the United 
States; the extraordinary prosperity of 
this country has led to a very great in- 
crease in the purchase of jewelry. 

The industry’s sales throughout the 
world in 1928 were greater than in any 
previous year, and it is estimated that 
the final figure was close to $150,000,000, 
as compared with a previous estimate of 
sales totaling around $75,000,000. 

Imports of diamonds into the United 
States amounted to over $54,000,000 last 
year, but it is believed that about the 
same value was brought into the coun- 
try through smuggling. The high duty 
on American diamond imports (20 per 
cent on cut stones, 10 per cent on rough 
stones) is believed to be an incentive to 
smuggling. The commodity is one which 
can be easily concealed, and which can 
be introduced at any point in an excep- 
tionally extensive national border. The 
declared value of diamond imports into 
the United States for a series of years 
is shown in the following table: 


Uncut Cut Total 
1920....$10,527,362 $45,444,999 $55,972,361 
1931.... 2,267,299 26,338,445 28,595,744 
oe 9,492,328 49,620,666 59.112.994 
1926.... 13,070,767 51,361,942 64,432,709 
1927.... 11,470,026 40,736,351 52,206,377 


11,935,191 42,396,162 54,331,353 


The trade in smuggled diamonds con- 
stitutes a difficult competitor for the 
legitimate industry, and the industry 
now proposes a removal of the duty on 
rough stones and a reduction to 10 per 
cent on cut stones. This has already 
passed the Senate Finance Committee 
It is believed that this would reduce the 
smuggler’s selling advantage to a figure 
incommensurate with the risk involved. 








The lower store of Zell Bros., in Port- 
land, Ore., which has been holding a 
closing-out sale, closed permanently Oct. 
1. The owner of the building refused 
to renew the lease. Henceforth, the 
business of the two stores will be con- 
centrated at the upper store, Washing- 
ton and W. Park Aves. 
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the 
diamond district 


Grasfontein 


May Ban Jewelry Auctions 





City Council of Portland, Ore., Moves to 
Forbid Sales Being Held in That City 
PORTLAND, ORE., Sept. 28.—As a re- 

sult of the recent agitation against 

unauthorized jewelry auctions, ending in 
the denial of a special permit to Isaac 

Staples, jewelry auctions may be banned 

entirely from Portland in the future, ac- 

cording to action taken by the city coun- 
cil on Sept. 25. At that time it denied 
an application of William Goldblatt to 

conduct such a sale at his store, 323 

Washington St. The license inspector 

had recommended that the application 

be denied. 

After the council had taken action on 
the application, one of the commissioners 
moved that an ordinance be drafted to 
put an end to such sales, and that mo- 
tion was carried. The hearing, on the 
Goldblatt application brought out many 
interesting things about jewelry auc- 
tions, among them that the public does 
not always get a bargain, but often pays 
more for merchandise at such a sale 
than it is worth. 

Asked by Commissioner Barbur if 
merchandise is sold for less at these 
auctions, Julius Zell, president of the 
Portland Jewelers’ Club, said “On the 
contrary, the auctioneer must show a 
big return and he must do a big busi- 


ness.” 








Ever since the jeweler decided the 
time had come to feature perfumes and 
toilet requisites, Coty has been working 
with the jeweler creating items specially 
suited for his needs. Its latest presen- 
tation, is a yellow, gold plated, purse 
flacon, similar in shape to the famous 
flacon in platinum tone. Of the latter, 
a prominent western jeweler wrote ‘“— it 
is so easily handled. Just wrap ’em up 
and pass them out. Great for bridge 
and other prizes.” Heavily gold plated, 
these new flacons with their convenient 
quarter ounce bottle of perfume in the 
favorite Coty odeurs, make Christmas 
gifts of distinction. To meet the de- 
mand for color ensembles, this house is 
also offering metal purse flacons in 
green, red, blue and gray at the same 
price as the platinum tone. True to the 
jeweler’s slogan, these flacons are “Gifts 
that Last,” for each can readily be re- 
filled. Any quarter ounce bottle of per- 
fume fits it snugly. 
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Merchandise, 
Machines, 


and Tools 
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Buying Information for Store and Shop 


There is too much information to detail here. This Directory 
covers about sixty lines, alphabetically arranged. If you want 
new sources of supply for your jewelry stock, you find them in 
the Directory. If you want to add new lines of Art Leather 
Goods or Umbrellas, or anything in the alphabet between, look 
in the Directory. If you want a new tool, appliance or machine, 
the Directory tells you where to find it. If you need work done 
outside, the Directory gives names and addresses. 


All this information and more is com- 
pactly and handily placed in the 3 x 6” 
inch, 332 page, 1929-30 edition of the 


| Buyers’ Directory—yours for One Dollar 








| Jewelers Publishing Corporation 


| \N 239 West 39th St. New York City Wf 
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New York Notes 


The Jewelers Square Club will resume 
its meetings for the fall season at the 
Hotel Piccadilly, on Monday evening, 
Oct. T. 

Alvin Magmon, manager of the Adams 
Jewelry Co., Inc., Tampa, Fla., who has 
been in the city for several weeks, has 
returned to Tampa. 

Dudley T. Fagan of the Charter Silver 
division of the International Silver Co., 
15 Maiden Lane, is on a trip to the 


South and Northwest and is expected 
back by Oct. 15. 
The Artel Co., Inc., jewelry, has 


leased the ninth floor space at 307 Fifth 
Ave., and the Swiss Clock Co. has con- 
tracted for a store at 267 W. 34th St. 

The Timeology Hikers will not hold 
their regular Saturday walk this Sat- 
urday as the Jewish New Year falls on 
that day. The next jaunt will take place 
on Oct. 12, when the group will walk to 
Inwood Park. 

A. L. Reed of Reed-Cook, Inc., manu- 
facturers of leather goods, 200 Madison 
Ave., sailed Sept. 25 on the Leviathan 
for a buying trip of two months which 
will take him to England, France, 
Austria and Germany. 

Edward Starke of Edward Starke & 
Co., dealers in precious and semi-precious 
stones, 65 Nassau St., is returning to- 
morrow (Friday) on the Statendam 
after an extensive purchasing trip to 
the European markets. 

Gertrude Sprunk of the Daniel & 
Fisher Stores Co., Inc., Denver, Colo., is 
making her headquarters at the Park 
Lane Hotel during the few weeks she 
will be in the city making purchases 
and transacting other business. 

Erle R. Sheppard individually and 
trading as Manufacturers’ Agent, and 
also claiming to be an auctioneer, 401 
S. First Ave., Mount Vernon, filed a 
voluntary petition in the United States 
District in this city last Saturday. 

Clemon J. Simon, formerly director of 
Betteridge, Inc., jewelers, 545 Fifth Ave. 
and 2 Wall St., has resigned and is now 
associated with Van Cleef & Arpells, 
Paris jewelers, whose establishment is 
being opened at 53rd St. and Fifth Ave. 

George W. Korper, importer of pearls 
and precious stones, 527 Fifth Ave., who 
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recently sailed on the Jle de France and 
returned last week on the Berengaria, is 
leaving at midnight tonight (Thursday) 
on the Bremen for the European dia- 
mond markets. 

Saul Schyowitz, formerly secretary 
and treasurer of the Mutual Jewelry 
Corp., wholesale dealer in watches and 
jewelry, 99 Nassau St., and of the Com- 
munity Jewel Shop, 1804 Kings High- 
way, Brooklyn, is now conducting his 
own retail shop at 53 W. 29th St. 

Benjamin Schwartz has severed his 
connections with the firm of Schwartz & 
Litoff. Commencing Sept. 10, Ralph 
Press associated himself with Mr. Litoff 
and the firm under the trade name of 
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is now specializing in 
white gold mountings at 102 Fulton St. 


Litoff & Press 


Charles Brand, watch and clockmaker, 
who with his son, E. Fred Brand, con- 
ducts Brand’s Shop at 7 Orawaupum St., 
White Plains, has invented an ice box 
shelf. Several years ago, Mr. Brand 
perfected an ingenious door lock which 
has proved a big success. His newest 
invention is designed to prevent waste 
and to preserve food. 

Bernard Karsch, one of the veteran 
jewelers of this city, was the subject 
of a most interesting article in the New 
York Evening World, last Saturday. 
Mr. Karsch who has always been inter- 
ested in the development of Eighth Ave., 
is credited with playing one of the lead- 
ing roles in the improvement of this 
thoroughfare which was officially opened 
to the public last week. Mr. Karsch 
is vice-president of the Franklin Sav- 
ings Bank and was one of the group 
headed by Comptroller Berry which offi- 
ciated at the ceremonies on Tuesday, 
Sept. 24. 

At the last meeting of the Metropol- 
itan Retail Jewelers’ Association it was 
decided that the organization would 
forego its customary banquet this year 
and concentrate its efforts on a member- 
ship drive. A grievance committee com- 
posed of the Messrs. Astor, Berkower, 
Miller and Reichgott was appointed, and 
the board of directors passed a resolu- 
tion condemning the practice of some 
jewelers who attempt to monopolize the 
distribution of certain merchandise. Mr. 
Astor gave a report of the national con- 
vention held recently at Cleveland. The 
membership committee reported a slight 
increase in the roster since the previous 
meeting. 

Adolph Pusrin, well-known member of 
the jewelry trade and past president of 
the New York Jewelers Benevolent As- 
sociation, is receiving the sympathy of 
his many friends in the industry over 
the death of his mother, Rose Pusrin 
who passed away last Thursday. Mrs. 
Pusrin had been ailing for some time 
and died in the Lebanon Hospital. Ser- 
vices were held at her late home, 1052 
Clay Ave., Bronx, and burial took place 
on Friday in Washington Cemetery. 
Deceased is survived by her husband, 
Barnett Pusrin, manufacturing and 
wholesale jeweler, 59 Chrystie St., two 


(Continued on page 121) 
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Over One Hundred Years the Jewelers’ Bank 





[ CHAT 
pHEN] X A Bank’s Best Friend 
Is a Satisfied Customer 


Hundreds of Jewelry Merchants opened their first bank 

\ K account here and are among our best friends today. 
ATion AL pAN 0000004 

]RUst comPANY rte» po semmniaineag 


Main Office—149 Broadway 
Branches—Battery to the Bronx 





Capital, Surplus and 
Undivided Profits over 


Pm el Resources Over a Quarter of a Billion Dollars 
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"24Kt- Service’ 
JEWELERS’ 


BLOCK 
POLICIES 


AND ALL OTHER LINES 
INSURANCE 


In All Parts of the World 


Pendleton & Berger 


Brokers and Adjusters 
15 William Street New York 


TELEPHONE HANOVER 4789-4796 
CABLE “PENBERG, N. Y.” 


Send Us 
Your Gold Scrap 














Careruc handling of all 





precious metal scrap sent 
to us and just valuation of 





their contents based upon ac- 
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earned a far-reaching confi- 
dence among our customers. 
Send us a lot on 
consignment. 








The S.S. WHITE DENTAL MFG. CO. 


Industrial Division 


152 West 42d St. New York, N.Y. 









Established in 1844 Member of J. B. of T. 
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| Banking Service for the Jewelry Trade 


| WE offer to jewelers the special facilities developed through 
| years of intimate association with their business, together with 
all the financial and service resources of a great banking institution. 


MARKET AND FULTON OFFICE 


IRVING Trust COMPANY 


I 81 Fulton Street, New York 
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sons, Adolph and Jack and four daugh- 
ters. Mrs. Pusrin was 63 years old at 
the time of her death. 

Zickerman Bros., wholesalers of dia- 
monds and mountings, 580 Fifth Ave., 
have opened a retail establishment at 
National and Roosevelt Aves., Corona, 
i. &, 

Charles F. Winson, of the firm of 
Max Duraffourg, importer and cutter 
of precious stones, 580 Fifth Ave., 
recently returned from a buying trip 
abroad during which he visited his con- 
cern’s Paris office at 20 Rue Chauchat. 

Herberts Jewelry Shop, 125th St. 
corner of Seventh Ave., whose enter- 
tainers are well known to radio fans 
throughout the East and who broadcast 
under the direction of Will Osborne, are 
now appearing in R. K. O. vaudeville. 
They opened last week at Keith’s Hamil- 
ton and will appear at Keith’s 58th St. 
and Third Ave., Oct. 5, 6, 7 and 8, and 
at Keith’s 86th St., Oct. 9, 10 and 11. 
It will be remembered that it was Her- 
berts who sponsored the well known 
Rudy Vallee in their radio programs 
last year. 

The American Art Association, Ine., 
and the Anderson Galleries, Inc., the 
two leading art auction organizations in 
the country, have been merged under 
the title of the American Art Associa- 
tion, Anderson Galleries, Inc. The 
building at Park Ave. and 59th St., 
occupied by the Anderson Galleries since 
1917, will be vacated and exhibitions 
and sales of the combined organizations 
will be held at the American Art Asso- 
ciation building, Madison Ave., 56th to 
57th St. Many notable jewelry sales 
have been held at the galleries of these 
two organizations. 








Rochester 





Varying their usual tactics of smash- 
ing their way into expensive jewelry 
displays with a newspaper-padded brick, 
thieves cut a hole in the display window 
of the Roy R. Howden retail store at 196 
Genessee St., last week and fled with 
watches and silver watch bracelets 
valued at $66. 

Damage of $2,000 was caused to the 
retail jewelry store of Bert Gilber, 510 
Exchange St., Geneva, N. Y., last week 
when flames of undetermined origin 
swept the two-story building in which it 
was located. The fire damaged the en- 
tire building, including other business 
establishments and apartments, to the 
extent of $30,000 before it was extin- 
guished. 

Members of the Rochester Retail 
Jewelers Association will launch their 
fall social season next Thursday with a 
clambake and dinner at the Lake On- 
tario cottage of Frank Tarrant, past 
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president of the organization. After 
the dinner the retailers will hold a busi- 
ness meeting presided over by President 
Charles P. Coster. E. J. Scheer, E. 
Lathrop Sunderlin, secretary of the 
State association; Charles Sunderlin, 
past secretary of the State association, 
and Mr. Coster will report on the Cleve- 
land convention. Since the business 
session will be the first one since activi- 
ties halted last spring, plans will be 
laid for the winter months, including an 
after-holiday get-together. Ladies will 
play cards during the business session. 
Social activities will be resumed at ad- 
journment of the business session. 








Death of W. F. Lehrfeld 


Member of Well Known Firm of Refiners 
Passes Away After Long Illness 


William F. Lehrfeld, of Kastenhuber 
& Lehrfeld, refiners, 24 John St., New 
York, and one of the best known mem- 
bers ot the trade, died yesterday 
(Wednesday) a few minutes after noon. 
Death occurred at his home on Bay 
Parkway, Brooklyn, where he had been 
confined since undergoing an operation 
four months ago. Mr. Lehrfeld had been 
in poor health for about seven months. 
At the time THE JEWELERS’ CIRCULAR 
went to press no arrangements had been 
made for the services or burial. 

For 35 years Mr. Lehrfeld had been 
associated with the firm of which he was 
a member at the time of his death. The 
surviving members are Charles F. Kas- 
tenhuber and Hugo Lehrfeld, a brother 
of the deceased. 

Mr. Lehrfeld was active in the Jewel- 
ers’ 24 Karat Club of New York, New 
York Athletic Club, Crescent Athletic 
Club, Brooklyn, Marine and Field Club 
of Brooklyn and the Rotary Club. 

Deceased is survived by his widow, two 
sons, one daughter, one brother and sev- 
eral sisters. 








Consular Notes 





A Seville, Spain, concern is in the 
market to purchase cheap alarm clocks, 
watches, and imitation jewelry, the Bu- 
reau of Foreign and Domestic Commerce 
reports. Additional information can be 
secured by writing to the Bureau at 
Washington, D. C., mentioning File No. 
41092. 

* * * 

The Bureau of Foreign and Domestic 
Commerce reports that a firm in Swan- 
sea, Wales, is seeking to purchase 
watchmakers’ tool files. Those inter- 
ested ean secure further details by ad- 
dressing the Bureau, Department of 
Commerce, Washington, D. C., referring 
to File No. 41087. 








Drehers, jewelers, who were formerly 
located at 5 S. Court St., Montgomery, 
Ala., moved into more elaborate quar- 
ters at 1 N. Court Square, in that city, 
on Oct. 1. 
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Not All Jewelry Thieves Are Human 


ie the last few years, there have been 
many stories of jewelry thefts per- 
petrated in various ways, some sordid 
and others novel and interesting, but a 
recent report that has been around in 
the newspapers in the West indicates 
that jewelry thieves are not confined to 
the human species. 

According to the Indianapolis News, 
a ring lost five years ago was recently 
found securely embedded in a magpie’s 
nest at Great Falls, Mont. The ring 
disappeared in 1924 while the owner, 
Roy Johnson, was feeding cattle on a 
ranch 12 miles south of Belt. The ring 
came to light again the other day when 
Norman Johnson, a boy of 10, tore 
down a magpie’s nest that had been built 
in the willow roof of an old cow shed. 

Twigs and grass were closely woven 
through the ring to an extent that it 
made it difficult to cut it out. 








Gleanings 


John C. Gillam, Marshalltown, Iowa, 
jeweler, who operates a shop at the Hig- 
gin store, has also arranged to take 
over the establishment at 111 E. Main 
St., formerly conducted by W. M. 
Hodges. 

Nabstedt’s, the oldest jewelry firm in 
Davenport, Iowa, opened its new store 
at 119 W. Third St., on Sept. 28, occupy- 
ing a ground floor location in the Se- 
curity building. The Nabstedt firm was 
founded in 1881 by the late M. E. Nab- 
stedt. 

A charter has been granted to Max A. 
Kohen of Springfield, Inc., 224 S. 6th 
St., Springfield, Ill., to engage in the 
wholesale and retail jewelry business. 
Max A. Kohen and Hyman Edelman, 
Minneapolis and I. Schwartz, Chicago, 
are the incorporators of the firm. 

The police of Lebanon, Pa., refuse to 
accept the explanation of two youths 
that their attempt to hold up Samuel 
Berkov, jeweler of Lebanon, was merely 
a joke. They are held in jail here for 
arraignment at the next term of court 
on a charge of attempted highway rob- 
bery. Mr. Berkov was driving his car 
on the William Penn highway near My- 
erstown, seven miles east of Lebanon, 
when the prisoners who were on a 
motorcycle, ranged up alongside his car 
and ordered him to stop. The jeweler re- 
fused to heed the order and kept on go- 
ing. Then one of the two opened fire 
with a revolver, but Mr. Berkov put on 
more speed and outdistanced the pair. 
He reported the holdup to the police on 
his arrival in Lebanon and the youths 
were arrested a short distance out of 
town. They said they were on their way 
from New York to Texas on their motor- 
cycles but that one of their machines 
had been disabled and later stolen and 
that they tried to stop Mr. Berkov to get 
directions for travel. When he refused 
to halt, they fired several shots at his 
car for a joke, to make them think they 
were highwaymen. 














Philadelphia 


Leven & Son, wholesale silverware 
merchants, have purchased the north- 
east corner of 8th and Sansom Sts., and 
will remodel the store for the exclusive 
showing of silverware and associated 
lines, featuring trophies. 

The acquisition of the Rogers silver- 
ware interests by the Oneida Community, 
Ltd., announced some time ago, resulted 


last week in several changes here. 
Simeon L. and George H. Rogers have 
for years maintained a large jobbing 
house here under direction of F. H. 
Chapman. At conferences here last 
week between officials of the Oneida 


Community and Mr. Chapman, it was 
decided that the store will be maintained 
as a distinctly Rogers branch with Mr. 
Chapman in charge as manager for the 
Philadelphia district. He will have as 
assistants, F. J. Moran and H. G. Groff, 
who have been associated with him for 
many years. The branch will be main- 
tained in the building, owned by Simeon 
L. & George H. Rogers, 722 Chestnut St. 
In addition to the former lines, those of 
the W. A. Rogers Co. also taken over by 
the Oneida will be handled at the branch. 








Providence 


The Baird-North Co. is opening a re- 
tail store at 89 Weybosset St. for the 
holiday season. 

Leon Samuels, vice-president and 
treasurer of The Outlet Co., largest de- 
partment establishment in this city, died 
last Tuesday morning at his summer 
home at Narragansett Pier after an ill- 
ness of several years, in his 64th year. 
He was one of the most prominent mer- 
chants in Providence and a foremost 
philanthropist. 

George F. Berkander entertained the 
members of the baseball team that rep- 
resented the concern in the Independent 
Amateur Baseball League the past sea- 
son. The party proceeded to the Elm- 
croft Inn where dinner was served after 
which brief addresses were made. The 
guests included “Tim” O’Neil, of O’Neil 
Bros., who is president of the league, and 
Albert H. Hanson, superintendent of the 
factory who officiated as toastmaster. 

Among the jewelry buyers reported in 
this city and vicinity during the past 
week were the following: Mr. Reeves, 
Mr. Hubbs, Mr. Coone, Mr. Dorsey and 
Mr. Farquhar all of T. Eaton & Co., 
Montreal and Toronto, Can.; Mr. Mowry, 
the Broadway Department Store, Los 
Angeles, Cal.; Mr. Oppeinheimer and 
Mrs. Smith, Sears, Roebuck & Co., Chi- 
cago; Mr. Birnbaum, Birnbaum & Kas- 
per, San Francisco, Cal.; Harold F. 
Rogers, Francis Rogers & Sons, New 
York City; Mr. Reinschreiber, Cahn & 
Co., New York City; Mr. Davis, S. Davis 
Co., Pittsburgh, Pa.; Mr. Mayer, A. 


Steinhardt & Bros., New York City; Mr. 
Seligman, of Seligman Jewelry Co., Seat- 
tle, Wash; Mr. Lesser and Mr. Foster, 


THE JEWELERS’ 








Samstag & Hilder Bros., Inc., New York 


City; Mr. Rogers, Rogers Department 
Store, New York City; Mr. Wolf, Wolf 
Bros., New York City; Mr. Griffin and 
Mr. Guyer, Marshall Field & Co., Chi- 
cago; Mr. Kaufman and Mr. Ruderman, 
of Kaufman & Ruderman, New York 
City, and Mr. Kind and Mr. Block, S. 
Kind Sons, Philadelphia. 








Attleboros 


John E. O’Keefe who had been asso- 
ciated with the J. F. Sturdy’s Sons Co. 
for a number of years died last week at 
his home in Attleboro Falls. He was 61 
years of age. 

The American Express Co. has made 
arrangements to carry all of the late 
express matter from the North Attle- 
boro jewelry factories over the road and 
ship it from the Attleboro station. This 
decision followed complaints from the 
North Attleboro jewelers that their mer- 
chandise was not arriving in Providence 
in time to catch the through trains for 
the South and West. 

Woodbury Melcher, manufacturing 
jeweler, this city, had a narrow escape 
from drowning Tuesday afternoon, Sept. 
24, when his speedboat overturned and 
sank after striking a log in Lake Win- 
nipesaukee, where Mr. Melcher is a mem- 
ber of the summer colony at Meredith 
Neck, Meredith, N. H. Mr. Melcher, 
who is 70 years of age, girded himself 
with a life preserver and kept himself 
afloat about 1000 feet from the shore 
with the aid of an oar. His cries for 
help attracted the attention of Capt. 
Archie L. Lewis of the United States 
mail boat, Uncle Sam, and he with the 
assistance of another man rescued Mr. 
Melcher from his perilous position. The 
speedboat valued at several thousand 
dollars was a total loss and probably 
will not be salvaged. 


EXHIBiT OF SETH THOMAS CLOCKS AT THE RECENT A. N. R. J. A. 
CLEVELAND, 


AT 
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Louisville 


S. Daenitz, 45 years of age, traveler 
for a Wallingford, Conn., silverware 
concern, suffered severe injuries on Sept. 
22, nine miles from Lexington, on the 
Richmond, Ky., highway, when a tire on 
his car blew out, causing it to crash 
into another auto coming in the opposite 
direction, and resulting in injuries to 
Six persons, two of whom were seriously 
hurt. Mr. Daenitz was the most severe- 
ly injured, having a severe back injury, 
fractures of the left leg, left arm and 
cuts and bruises which will keep him 
away from business for some time. 

William Russell, a cap pistol bandit, 
was recently held over for the grand 
jury on a holdup charge, the robber 
having been caught through the refusal 
of M. L. Hecker, jeweler, 710 W. Market 
St., to drive him away from the scene 
of the holdup on Sept. 10, when Russell, 
it is charged, robbed a clothing store at 
148 E. Market St. Russell, it is said, 
dashed from the store with about $40 ip 
loot, jumped on the running board of 
Mr. Hecker’s machine, which happened 
to be passing, and ordered the jeweler 
to drive him away, pressing the cap 
pistol against his ribs. Mr. Hecker 
sensed that it was a “fake” gun. The 
robber jumped from the car, and was 
picked up by police a half block away 
from the scene of the robbery. 








Early on Sept. 19 one of the plants 
of the Fulper Pottery Co., at Fleming- 
ton, N. J., was damaged by fire. The 
loss, however, is not serious inasmuch as 
it is but one of three plants which are 
operated by the concern. There are two 
plants in Flemington, and one in Tren- 
ton, and both of the surviving plants 
are much larger in size and greater in 
capacity than the one which was par- 
tially destroyed. 
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Chicago Notes 


Russell Freeman has removed his 
business from 130 N. State St. to Suite 
2400 in the Pittsfield building. 

M. H. Goodman, of Goodman & Co., 
wholesale jewelers, St. Paul, spent a few 
days in Chicago the past week looking 
over new fall merchandise. 

Frank D. Newburger, manufacturers’ 
representative, left on Sunday for a 
business trip through Ohio and will be 
away for over a week. 

The Treasure Chest is the name of a 
new retail shop in Suite 618, Pittsfield 
building, that celebrated its opening on 
Oct. 1. Mrs. Jane Carden Loos is the 
owner of this business. 

Leonard Goodman and Leonard Lewy 
of the Israel-Lessing Sales Co., are mak- 
ing a business trip through the Middle 
West and will be away for about five 
weeks. 

Oscar Lessing of the Israel-Lessing 
Sales Co., left last week for New York 
and the East where he will spend a few 
days visiting the factories representing 
his firm in this territory. 

George Danner, retail jeweler, 4040 
Armitage Ave., has moved his store to 
the New Lion’s building at 4304 W. 
North Ave. The store is fitted out in 
the most modern manner. 

The Illinois State Society of Optome- 
trists held an educational meeting two 
days last week at Peoria, Ill. About 134 
attended all of the lectures which were 
instructive and interesting. A dinner 
dance was held on Tuesday evening. 

A. Okonn recently engaged in the 
jewelry business for himself at 3403 N. 
Paulina St. Mr. Okonn previously was 
connected with the real estate business, 
but did watch repairing during his 
leisure moments at his home. 

Toby Stern, of Jacques Kreisler & Co., 
left this week for New York where he 
will meet his brother who is returning 
on the Bremen from a few weeks’ visit 
to the different countries of Europe. 
Mr. Stern will spend about a week in 
New York visiting at the home offices 
and taking up matters of business. 

W. J. Kirkpatrick, of the Kirkpatrick 
Jewelry Co., St. Joseph, Mo., accom- 
panied by his wife stopped off in Chi- 
cago last week to spend a few days here 
en route to their home from the East. 
Mr. Kirkpatrick spent several weeks in 


the East combining business with pleas- 


ure. 

Charles Rothstein is back in the jewel- 
ry business for himself at 18 S. Craw- 
ford Ave., after being out of the busi- 
ness for over 18 months. Mr. Roth- 
stein, formerly was located at 418 S. 
Halsted St., and when workmen tore 
down that building Mr. Rothstein stored 
his fixtures and other equipment. 

Samuel Rudnick has remodeled and 
reequipped his store at 11421 S. Mich- 
igan Ave. The store has been divided 
and half leased to another company 
Mr. Rudnick will occupy the other half 
and has installed the latest fixtures, as 
well as a complete line of new merchan- 
dise. 

Arthur D. Wittgren has started in 
business for himself in the Columbus 
Memorial building. Mr. Wittgren for- 
merly was a member of the firm of the 
A. D. T. Mfg. Co., and severed his con- 
nections with this firm recently. Prior 
to his being associated with the A. D. T. 
Mfg. Co., Mr. Wittgren was in the man- 
ufacturing business for himself on the 
south side of Chicago. 

C. C. Foster, sales manager for the 
Theo. Foster & Bro. Co., arrived in Chi- 
cago last week to spend a few days with 
L. W. Williams, their Chicago manager. 
Mr. Foster is on his way to the Pacific 
Coast to spend a few days with their 
coast representative. Mr. Foster re- 
cently became associated with the Theo. 
Foster & Bro. Co. and is making this 
trip to get acquainted with their repre- 
sentatives. 

Sympathy from the trade was ex- 
tended to Samuel Lewitan, diamond 
dealer in the Heyworth building, on ac- 
count of the sudden death of his sister, 
Mrs. Anna Rubenstein, of 6113 S. Park 
Ave. Death occurred in a local hospital 
at Los Angeles following an operation 
for appendicitis. The remains were re- 
turned to Chicago and funeral services 
were held Friday afternoon at 2 o’clock 
from the Chapel at 3654 W. Roosevelt 
Road. Interment was at O. B. A. Wald- 
heim. 

Announcement was made last week 
that Samuel and Harry Goldstein have 
purchased the interest of B. L. Bouer in 
the manufacturing concern of the B. L. 
Bouer-Goldstein Co., 17 N. State St. 
They will continue operation at the same 
location and will retain the firm name 
temporarily or until all matters of the 


transaction have been disposed of. 
Samuel Goldstein always was a member 
of the firm. Harry Goldstein became 
associated with them early in the spring 
as a city representative after he had 
sold out his interest in the Northwest 
Jewelry Mfg. Co. He remained in this 
capacity until the above transaction took 
place. B. L. Bouer, who recently sold 
out his interest in the concern, is now 
associated with A. Quint & Co., as a 
member of this shop. 

The jewelry trunk belonging to E. J. 
MacDonald, representing the C. H. 
Knights-Thearle Co., of the A. C. Becken 
Co., division was recovered last week 
in a cornfield near Hettinger, N. D. 
Two farmer boys discovered the trunk 
on the road after it had fallen off the 
transfer truck en route from Reader to 
Hettinger, N. D. They concealed the 
trunk in the cornfield and after four or 
five days told some of their friends. It 
eventually got to the police and they 
made investigations. After the trunk 
was received at the offices of the C. H. 
Knights-Thearle Co., and an inventory 
taken of the contents it was discovered 
that about $600 worth of the merchan- 
dise was missing. The trunk was lost 
about two weeks ago when it was being 
taken to the train at Hettinger. 

The American Boys’ Commonwealth, 
3036 Roosevelt Road, will be the bene- 
ficiary of the $100,000 fund left by the 
late Jacob Franks to build a memorial 
to his son, “Bobby” Franks, slain six 
years ago by Richard Loeb and Nathan 
Leopold, who are now serving life sen- 
tences. It was learned last week that 
this had been decided upon by the 
trustees, Mrs. Flora Franks, widow of 
Jacob Franks; A. J. Franks, his brother; 
James F. Eppenstein, his nephew and 
the Chicago Title & Trust Co. The 
choice was made after scores of pro- 
posals had been investigated and re- 
jected. As eventually arranged, one- 
half the $100,000 will be devoted to im- 
proving the property of the American 
Boys’ Commonwealth in two ways. The 
first undertaking will be a new club- 
house to replace the present clubhouse, 
on a site selected by the trustees. The 
second project will be a new athletic 
field at the summer camp of the organ- 
ization at Wooster Lake, IIl., to be 
known as the Robert Franks Memorial 





(Continued on page 124) 
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Chicago Notes 
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Field. The remainder of the fund is to 
be sequestered as a trust, out of which 
will be taken from time to time amounts 
needed to assist more boys and young 
men. J. M. Braude, of Rosenberg, 
Braude & Zimmerman, heads the bene- 
ficiary organization, which is conducted 
by the Young Men’s Jewish Charities. 

George Hilsinger, representing Acme 
Ring Co., and Lassner & Bamberger, 
spent the past week in Chicago calling 
on the trade here and renewing old 
friendships. 

Samuel Marks, who recently com- 
pleted nearly a year’s trip around the 
world, accompanied by Mrs. Marks, and 
who is well known to the jewelry trade 
throughout the country, celebrated his 
50th birthday anniversary on the eve- 
ning of Sept. 26 when he gave a dinner 
to 30 of his intimate friends at the 
Belmont Hotel. The Lindberg room was 
used and a most enjoyable evening was 
spent. As a souvenir one of his friends 
presented each guest with an ash tray 
in the bottom of which a picture of 
Sam was mounted under glass. 








Ohio Notes 


Leonard P. Frankle has opened a 
watch repair office at 524 State Life 
building. 

T. A. Deckert has opened an office at 
424 State Life building where he will 
engage in the diamond setting business. 

Dave Klor, 2946 Park Ave., has re- 
turned home after a two weeks’ business 
trip through Kansas City, Mo., Wichita 
Falls, Tex., and other cities. 

E. N. Milhon, Mooresville; R. C. Isen- 
bach, Lafayette; J. Sherry Jones, Clay- 
ton, and H. E. Rottiff, Knightstown, 
were recent trade visitors in Indian- 
apolis. 

The Fort Wayne Kay Jewelry Co. has 
been incorporated with a capital stock 
of 1000 shares; 500 shares having a par 
value $100 and 500 shares having no par 
value. The directors are Sigmund 
Sanger, Otto H. Spengler and Florence 
Lippold. 

Owners of the Fuchs & Drury jewelry 
store, Chillicothe, reported to police re- 
cently that burglars over the week end 
had looted the store of $1,000 worth 
of rings. The merchandise has not as 
yet been recovered and no clue of the 
burglars has been obtained. 

The Jack Horowitz Jewelry & Loan 
Co., Hamilton, Ohio, recently moved into 
new headquarters in the Wuebbold build- 
ing, 9 N. Third St. The firm has been 
at this location for years, but had tempo- 
rary quarters on §S. Third St., during 
the work on the renovated building. 
Embodying every feature of modern 


gation. 
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store equipment, the Sogg Jewelry Co. 
has opened a new store at 533 Market 
Ave. N., Canton. The new store is 
owned by P. B. Sogg, of Barberton, Ohio, 
proprietor of a chain of similar enter- 
prises. He has been identified with 
jewelry merchandising for the past 10 
years. 

The prompt response of an American 
District Telegraph Co. employe recently 
resulted in the arrest of a man leaving 
the store of Leo Marks, 508 Adams St., 
Toledo, Ohio, with jewelry worth $975 
in his possession. The man had scooped 
the jewelry from a showcase after hurl- 
ing a brick, wrapped in a newspaper, 
through the front window, but was 
caught in the doorway by the A. D. T. 
representative, who held his man until 
the arrival of the police. 

A conscience-stricken thief recently 
returned rings valued at $2,000 which 
were stolen from the store of John J. 
Vanecek, 6207 Broadway, Cleveland, 
Ohio, on Aug. 5. The hold-up man re- 
turned the rings to an attorney, with- 
holding one of them for his bride. He 
was promptly arrested by detectives who 
had been searching for him since the 
day his desire to secure his young bride 
a fitting ring prompted him to rob the 
Vanecek store. The prisoner is now out 
on $5,000 bail. 








Kansas City 





Joseph Zajic, Jr. planned to open a 
jewelry, watch repair and radio shop in 
North Kansas City, Mo., on Oct. 1. Mr. 
Zajic now has a shop at 617 Bryant 
building and a watch repair shop at 1009 
Walnut St., both of which he will con- 
tinue. 

The Andrews Jewelry Mfg. Co. has 
been incorporated. Officers of the or- 
ganization are: Andrew Busekrus, presi- 
dent; Bernard B. Kuhr, vice-president, 
and H. A. Busekrus, secretary-treasurer. 
Mr. Busekrus says that business is good 
and that prospects are extremely bright 
for an active season ahead. August was 
ahead of the same month a year ago 
and September is now well over the 
corresponding month in 1928. 

A man who gave his address as Cleve- 
land, was arrested Sept. 23 in a pawn- 
shop at 1305 Main St. Harry Hirsch, 
city detective, said the prisoner offered 
about 20 watches for sale after pawning 
one. The man later was found to have 
a room at the Puritan Hotel, Ninth and 
Wyandotte Sts., where it is claimed two 
suitcases filled with jewelry were found. 
An automobile, said to belong to the 
prisoner, contained a bag partly filled 
with jewelry. The jewelry was esti- 
mated in Hirsch’s report to be worth 
about $2,000. E. L. Nelson, night chief 
of detectives, termed it “junk” and 
locked it up at police headquarters be- 
fore further appraisal could be made. 
The prisoner is being held for investi- 
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The Gerson Jewelry Co. opened its 
third retail jewelry store at 7815 W. 
Vernor Highway, on Saturday, Sept. 20. 


Moe Ehrlich opened the sixth estab- 
lishment in his chain of retail jewelry 
stores on Grand River Ave. in Bedford 
on Saturday, Sept. 28. 

C. C. Huber has moved to a new store 
a short distance from his old location on 
Madison Square, in Grand Rapids, Mich. 
He held the formal opening on Satur- 
day, Sept. 28. 

Fire which threatened for a time to 
wipe out the business section of Milford, 
Mich., on Sept. 24, destroyed St. John’s 
jewelry store, as well as a number of 
other business houses. 

Edward R. Roehm, veteran Detroit, 
Mich., business man, recently celebrated 
his 50th anniversary as a manufacturing 
jeweler. Mr. Roehm first entered the 
firm of Roehm & Wright, then located at 
Woodward Ave. and Campus Martius, 
as a bookkeeper in 1879. Entering the 
jewelry business in 1849, Mr. Roehm’s 
father, R. J. F. Roehm, founded the firm 
of Roehm & Wright in 1872 which con- 
tinued in business until 1886, when the 
elder Roehm sold his interest to H. M. 
Wright. With his son Mr. Roehm then 
established the firm of Roehm & Son at 
Woodward and Park Aves. Later the 
firm moved to a downtown location on 
Woodward Ave., and now is located at 
42 Gratiot Ave. Mr. Roehm bought his 
father’s interest in the business, which 
specializes in the manufacture of frater- 
nity jewelry, in 1906 and has been con- 
ducting the firm’s affairs ever since. 








Milwaukee 





Among out-of-town jewelers who 
stopped at Milwaukee wholesale houses 
during the past week were: H. W. 
Thlenfeld, Iola; W. Blohm, Mayville, and 
Mrs. William Liulevich, Racine. 

The Spector jewelry store, Appleton, 
Wis., is being remodeled and is putting 
in new show cases and having two new 
European’ style windows installed. 
When completed there will be a combi- 
nation show case and show window, with 
English style background. A new plati- 
num department will be added to the 
store, and the windows will be used for 
exhibiting the material. 


Miss Alvina Kraemer, who with her 
brother, conducted a jewelry and art 
business at Sheboygan for 50 years, died 
on Sept. 17, following an illness of eight 
years. The jewelry concern of which 
she was one of the owners was disposed 
of 12 years ago. It was located at the 
present site of the Security National 
Bank in Sheboygan, and the other part- 
ner of the concern was Herman 
Kraemer. Miss Kraemer is survived by 
a cousin at Lancaster, Pa. Funeral ser- 
vices were held from the Zion Reformed 
Church with burial at Wildwood Ceme- 


tery 
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Cleveland 


Adrian Levy will established a retail 
jewelry business at 711 Schofield build- 
ing in the near future. 

F. A. and P. B. Soggs have opened a 
credit jewelry store at 531 N. Market 
St., Canton, under the name of “Soggs.” 

A. Goldstein, who was formerly in 
business on Woodland Ave., has opened 
a store at 11796 Detroit Ave., under 
the name of the “Jewel Shop.” 

The Hofferts Jewelry & Loan Co. has 
been opened on Superior Ave. in the 
Hotel Hollenden building. The company 
has been incorporated under Ohio laws. 

The Euclid Jewelry Co., located on 
Euclid Ave. near E. 79th St., moved on 
Oct. 1 to the next door location where 
it has more commodious quarters. 

Colman Bros., jewelers’ supplies, now 
located on the fourth floor of the 
Citizens building are preparing to move 
to more convenient quarters in the Scho- 
field building. 

The reaction of the local trade to the 
convention of the American National 
Retail Jewelers’ Association held in 
Cleveland is very favorable. The whole- 
salers are frank in saying that they re- 
ceived many more orders than they ex- 
pected and that they made many new 
friends. The retailers are greatly 
pleased not only with what they saw, 
but with the publicity the jewelry busi- 
ness received through the style show 
and which they feel will prove a good 
stimulant to business. The convention 
also was a means of strengthening the 
cooperative spirit in the local trade and 
was the best thing for the jewelry busi- 
ness of Cleveland and surrounding towns 
that could :ave happened. 











Los Angeles 


J. Griffin, of Griffin & Gantz, Silver 
City, N. M., was in the city last week 
purchasing his fall and Christmas stock. 

Wesley Champion, watch repairer for 
the trade, has securel space in the suite 
occupied by Albert A. Syman, wholesale 
jeweler, 523 Chester Williams building. 

W. B. Russell, manager of the Los 
Angeles house of Koke, Slaudt & Co., 
was absent from business last weak be- 
cause of the death of his brother. 

E. H. Shulan, formerly of Akron, 
Ohio, is opening a store in the heart of 
the moving picture district, on Holly- 
wood Boulevard, in the 6500 Block. 

Due to the removal of the wholesale 
house of I. Behrstock from the Title 
Guarantee building, to the Metropolitan 
building, the firm’s traveling forces 
have, been somewhat delayed in leaving 
for their territories. 

Ralph H. Mueller, formerly of Iowa, 
has decided to go in business here and 
has sold out his interests in his home 
state and will open a store at 127 Pine 
Ave., Long Beach, where he is remodel- 
ing the present building. 

Fred Rettenmeyer, representative of 
the Napier Co., Meriden, Conn., was a 
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business caller last week. Mr. Retten- 
meyer reports that business in the Mid- 
dle and Far West, especially the Pacific 
Coast States, has been exceptionally 
good. 

Bert Gans, of the Suderov Co., Cin- 
cinnati, is spending 10 days here calling 
on the gem trade. J. Syman, of the 
Syman Jewelry Co., San Jose and Stock- 
ton, also was a business visitor last 
week. 

Charles White of White & Wesley, 
Phoenix, was a visitor to Los Angeles, 
last week looking over the market. Mr. 
White declares he is certain that business 
in Arizona will be in excess of the fall 
of 1928. 

V. T. Randolph, formerly in business 
at Burbank, but who has been inactive 
for several months, has decided to join 
the ranks of jewelers again and has 
opened a store at Lone Pine, Inyo 
County. A son will be associated with 
Mr. Randolph. 

A. G. Smalley, head of the silverware 
department of the E. W. Reynolds Co., 
is making a good-will trip through the 
territory North from Los Angeles, and 
before returning will visit the Owens 
River valley where he will enjoy a few 
days of hunting. 

A. R. Evans, southern California and 
Arizona representative for J. R. Wood & 
Sons, New York, ieft last week for a 
fortnight trip up the state. Mr. Evans 
recently completed a tour into Arizona 
and southern California towns, reporting 
excellent business. 

Vice-president James A. Apffel, of the 
Southern California Jewelers’ Golf Asso- 
ciation, in the absence of president Wil- 
liam Phillips, is sending out personal let- 
ters to the members asking their at- 
tendance at the coming golf tournament 
to be held at the Oakmont Country Club, 
Oct. 8. Already 75 members have sig- 
nified their intentions of competing in 
the tournament. 

Among out-of-town jewelers seen in 
the wholesale district last week were: 
F. B. Churchill, Banning; A. J. Dutton, 
E. C. Kendrick, Anaheim; C. W. Mid- 
dleton, Mrs. F. E. Stinson, Pomona; E. 
B. Lang, Venice; O. G. Tullis, Santa 
Monica; C. W. Clark, Van Nuys; E. R. 
Canady, A. H. Emmanuel, John Parker, 
Huntington Beach; Howard Block, Riv- 
erside, and J. B. Rogers, Pasadena. 


Omaha 


W. W. Van Cort, who some years ago 
was engaged in the jewelry business at 
Plainview, Neb., has taken a position 
with the Reeves Jewelry Co., at Onawa, 
Iowa. 

O. C. Homan, president of the C. B. 
Brown Co., Omaha, and Mrs. Homan 
have returned from their sojourn in the 
East during which Mr. Homan attended 
some business conferences at Providence, 
} ae 

Among the out of town jewelers in 
Omaha during the week were: H. C. 
Steiner, Albion, Neb.; George H. Boe- 
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lert, Stanton, Iowa; Terry Sullivan, 
Shenandoah, Iowa; and Carl Jensen, 


Elkhorn, Iowa. 








San Francisco 





C. H. Forster, watchmaker, Berkeley, 
has moved his shop from the Wright 
building to 205 First National Bank 
building. 

Henry Elston, wholesaler, 717 Market 
St., is establishing a branch wholesale 
office at 110 E. 7th St., Los Angeles. 
His brother, S. W. Elston, will be in 
charge of the new branch. 

H. E. Hinrichs, Pacific Coast division 
manager for the Elgin National Watch 
Co., having established Coast head- 
quarters here, has gone East on a busi- 
ness trip and will visit the Chicago office. 

James Ryan, manufacturing jeweler, 
who had a shop in Sacramento, Cal., for 
five years, is now with James H. Smith, 
engraver, 133 Geary St., San Francisco, 
Cal. 

H. J. Hansen, who for five years was 
in charge of watch repair department of 
Granat Bros., has opened a shop of his 
own at 133 Geary St., San Francisco, 
Mr. Hansen reports good business. 

H. Gerlitz has established an office at 
505 Mutual building as a manufacturing 
jeweler, specializing in wedding rings 
and overlaying wedding rings. Mr. 
Gerlitz was formerly with Guy Alterton 
of the Phelan building. 

Fred L. Lee & Co. have remodeled 
their offices at 704 Market St., and are 
now better equipped for carrying on their 
business. Mr. Lee reports that business 
has improved noticeably. He has just 
returned from southern California and 
had an excellent trip. 

Some of the out of town jewelers 
calling on the trade during the past few 
days were: D. F. Hall, Turlock; J. G. 
Meermance, Modesto; E. A. Cochran, 
Palo Alto; William F. Marvin, the John 
Hood Co., Santa Rosa; J. W. Bennett, 
San Rafael. 

George Nacol, assistant sales manager 
for Brozen Bros. Co., Inc., New York, 
reports having had a good business here. 
He has added two new material houses 
to his accounts, the R. Myers Co. and 
Nordman & Aurich. Other eastern rep- 
resentatives calling on the trade re- 
cently include: William A. Lamb, re- 
presenting George H. Fuller & Son Co.; 
Emil T. Stein, the Bedford Watch Co.; 
Charles Jacot, the Forstner Chain Corp., 
and Mr. Dillingham, representing F. H. 
Noble & Co. 








A. Kahn, Inc., jewelers and platinum- 
smiths, 935 F. St., N. W., Washington, 
D. C. have commenced their 38th year in 
business, with their floor space being 
doubled by alterations and additions now 
in progress. On the completion of altera- 
tions the firm will have a formal open- 
ing to celebrate the changes which, makes 
their establishment one of the largest 
and most modern jewelry stores south of 
New York City. 
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SPECIAL OFFER ~~ ow 


ORDER NOW! 


2 4. Dozen MIFANS STAPLE NUMBERS 


IN A 7-DRAWER CABINET (Illustrated Below) 


FOR 24.00 CASH 


The crystals are $1.00 per dozen, therefore you pay nothing for the cabinet 





New 


Name 





HAMMEL, RIGLANDER & CO. 
209 West 14th Street 


Enclosed find money order, bank draft or check for which send me one of 
your 24 dozen MIFAN assortments, together with cabinet for $24.00; if it 
is not satisfactory, it can be returned within 30 days and money will be 
refunded, less carriage charges. 


Sey nner ns A ENON UNI Sos os cine wo ab owe 5a ee ab dds abvnban eo oenee 


York City, N. Y. 


ing experience. 


PLEASE FILL IN THE ABOVE LINE 








CONSISTING OF ONLY 


V. T. F. MIFANS. The pre- 
eminent wrist watch glass, un- 
equaled for quality because of 
clearness of glass, correctness of 
size, perfect edge, annealed to 
the proper hardness, made by 
artisans with years of glass grind- 


Shape. V. T. F. MIFANS 
adhere to the original shape of 
glass used by case manufacturers, 
thereby the appearance of the 


c. case is not distorted in any way. 





18%” WIDE 
19” DEEP 
734” HIGH 


for 
and 
you 


Has 
936 
shapes, so 
will be able 
add 648 more 
sizes and shapes 
the _assort- 
in your 


spares 


sizes 


to 


to 
ment 
cabinet 
























Keep it on trial for 30 days and if you are not satisfied, return it and your 
money will be refunded, less carriage charges. Fill in the above coupon, 


attach money order or bank draft or check and MAIL IT TODAY. 


864 boxes are 
14x1\\% and 72 
are 2% x 1%, 

the latter for 
large size glasses 


COMPLETE 
CATALOG AND 
FULL SET OF 
BOX LABELS 


of over 1200 
numbers are in- 
cluded so you 
can arrange the 
cabinet to suit 
your individual 
needs 
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AUTHOR’s Notp—Realizing that there is a 
scarcity of competent watchmakers employed 
or engaged in the jewelry business, this 
article is written at the request of the tech- 
nical editor for the purpose of interesting the 
younger generation in the selection of watch- 
making as an occupation. Among the me- 
chanical occupations, watchmaking stands 
pre-eminent as a clean, profitable business, 
eliminating the monotonous routine of many 
other lines. The watchmaker has invariably 
been honored as the highest exponent of hu- 
man mechanical skill, and delicate precision 
instruments of every description come within 
the scope of the watchmaker’s ability. it 
would be impossible to operate our vast in- 
dustrial system without the aid of accurate 
timepieces. Strictly speaking, the name 
“watchmaker” is a trade misnomer, as watch- 
making generally comprises the manufacture 
of watch movements. However, the name, 
“watchmaker” in the jewelry business, is in- 
variably applied to one who repairs watches, 
and a competent watchmaker or watch re- 
pairer should be able to make practically 
any of the different kinds and models of 
watches now in use. 

If the remarks contained in this article are 
“old stuff’ to the competent workman, we 
trust that it will be considered in the same 
spirit in which it is intended, viz.; that of 
interesting and imparting information to the 
beginner.—L. B. P. 





(Continued from Technical Issue of 


Sept. 5.) 


QUESTION.—How shall we proceed to 
make the spindle? 

ANSWER.—The spindle is simply a 
short piece of steel rod .081 in diameter. 
The length, as shown in the drawing 
should be sufficient to reach from the 
needle end of the barrel and engage 
the end of the hole in the plug. A 
short collar is attached to the spindle 
and is used as a stop for the coil spring. 
The collar may be attached to the spindle 
by drilling a small hole through and in- 
serting a pin. Then a hole .010 in diam- 
eter should be drilled in the end of the 
spindle to take the needle. 


QuESTION.—How shall we proceed to 
make the needle? 


ANSWER.—The needle may be made 
from a small pivot broach as they are 
tempered and one may be selected that 
is practically the size required. It may 
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be worked to the proper taper and size 
by gripping in a wire chuck, then stoned 
to size with two flat oil stone slips, about 
one inch in width. If the lathe is run 
at high speed, the tapered needle may 
be produced in a short time. We have 
mentioned previously that it is desirable 
to have the divisions 1 mm. apart, as 
they are much easier to read than close 
divisions. If we make the tapered 
needle 25 mm. in length, with the small 
end of the needle .05 mm. in diameter 
and the large end .25 mm. in diameter 
we may have divisions exactly 1 mm. 
apart on the scale. In making the 
needle by this method, we must gage it 
carefully from time to time in order 
to produce a needle of the desired taper. 

When the proper taper is finally pro- 
duced, we may finish the needle very fine 
and smooth by using two jasper slips 
in place of the oil stone slips. In each 
case, a slight amount of oil is required 
on the slips to produce a smooth surface. 


QUESTION.—How may we attach the 
needle firmly to the spindle? 

ANSWER.—We have previously drilled 
a hole .010 in diameter in the end of 
the spindle. The large end of the 
finished needle will be slightly larger in 
diameter than .010. We may grip the 
large end of the needle in a wire chuck, 
allowing about one-eighth of an inch to 
protrude from the face of the chuck. 
Then we may stone the large end of the 
needle to such diameter that it may be 
forced into the hole in the end of the 
spindle. If we grip the spindle in a 
pinvise and heat it to a blue color, then 
quickly force it onto the needle, we may 
obtain a shrink fit, but with such small 
pieces, we must work very quickly to 
force the spindle onto the needle before 
cooling takes place. The needle may 
also be attached to the spindle with soft 
solder. In this case each part must be 
well tinned before fitting together. Sur- 
plus solder and lux must be carefully 





cleaned off to avoid risk of rusting. The 


first method is the best and the most 
workman-like and should be used, if a 
good fitting can be obtained. 


QUESTION.—How shall we proceed to 
locate the scale divisions on the barrel? 


ANSWER.—As the scale divisions, from 
.05 to .20 mm. are to occupy a length 
of 15 mm. on the scale, our first step will 
be to set the dividers to 15 mm. and 
mark these two points on the scale with 
the 5 and 20 division mark an equal 
distance from each end of the scale. As 
these points will be simply a working 
basis for the true scale, they should not 


be marked deeply; a faint line will 
answer the purpose. 
Then we may use the micrometer 


caliper set at .20 mm. and locate this 
diameter on the needle. Then if we 
push the end of the barrel against the 
micrometer caliper, we may mark the 
spindle at the .20 mm., division. The 
spindle may then be removed from the 
barrel and placed in a wire chuck and 
a fine, sharp groove cut at the mark we 
have just made on the spindle. It has 
been previously mentioned that the short 
collar which was attached to the spindle 
is used as a stop for the coil spring. 
This collar is also used as a stop for 
the spindle, allowing the needle to 
register exactly .20 mm. when the collar 
is against the stop. With this objective 
in mind, we may adjust the collar on the 
spindle so that the .20 mm. division and 
the groove in the spindle will coincide. 
This may be easily done with careful 
fitting. 

Assuming that the .20 mm., division 
has been properly located, then we may 
proceed to lay off the remaining divi- 
sions on the scale, each division being 
1 mm., and registering .01 mm., on the 
needle. If the needle has been lapped 
to the proper taper, as previously de- 
scribed, it will register the diameters 
accurately. We may prove the accuracy 
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Insist on the K & D Trademark 


IT SIGNIFIES 
Quality—Precision—Reputation 
The K & D Trademark— 


Stamped on the bottom of every Staking Tool Frame guarantees 
efficient workmanship. Moreover it is a protection to the user 
and those who discriminate. 


Look for it— 
The deserved popularity of K & D Staking Tools has encouraged 
imitations. Reject Staking Tools with frames and boxes that look 
like the K & D for this similarity is only superficial. 
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Reject Substitutes— 
Remember that the K & D trade mark has signified the Highest 
Quality in Staking Tools for over thirty years. 


For Sale by all Jobbers 


PENNANT WATCH SUPPLY CORP. 
119 Fulton Street New York 


Exclusive Wholesale Distributors 




















The Bench That 
Gives You Most! 


TWO FRONTS, 
REVERSIBLE 





HARD MAPLE TOPS 
WASHABLE 


The top is the same front and rear, so that 
the bench is really two benches in one. The 
transformation is complete whenever you want a 
new one for the old working front of your bench. 


LEIMAN BROS. 






SECTIONAL IRON LEGS 







ARTISANS’ WORK BENCH ee 


Every worthwhile shop, large or small in the 







land uses them. The material is especially — a. 
selected with its close-grain, hard maple for the Full width drawers 
top-——and then heavily shellacked to allow for 
washing and cleaning. Altogether a most desir- net me eiges 
able bench for the factory, workroom, store or rs wa Se 

r s 


home. Get the catalog telling all about them. 


Sete LEIMAN BROS., Inc. 23-B WALKER ST., NEW YORK 


Makers of Good Machinery for 40 Years 








HOROLOGICAL DEPARTMENT, BRADLEY POLYTECHNIC INSTITUTE 








There is no element of doubt about taking a course at BRADLEY. 
It is no experiment. There can be no question in regard to its instructive 


power, as thousands of testimonials from parents and students testify. 


Make your arrangements to enter Bradley as soon as possible. 





A posial card addressed to Bradley Horological, Dept. C, Peoria, 


This building with its equipment, and the _ . x . 
ground upon which it is built, represents an § [linois, with your address thereon, will get one of our latest catalogues 
investment of over $150,000, and is used ex- 
clusively for training in Watchwork, Jewelry 
and Engraving. 


with full information. 








WHOLESALE DISTRIBUTORS 


Genuine American Watch Material Prompt and Efficient Service 
Gruen and all Swiss Watch Material carried in stock Westclox and Ingersoll Watches 


GEO. J. DOEHRMANN 15 MAIDEN LANE, NEW YORK 
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Finnish Watchmaker Knighted 


Finland Watchmakers Extol Sir Vaino Maukonen 


N the 11th of March, 1929, Knight- 

hood was conferred on Vaino 
Maukonen in the order of the White 
Rose by the Finnish Government. So 
seldom has such distinction come to a 
watchmaker that it seems desirable for 
those interested in the art to know 
something of his life and qualities. For 
much of the material here used I am 
indebted to the Suomen Kello Seppo 
(the watchmaker of Finland) of April, 
1927, in an article celebrating Mau- 
konen’s 50th birthday in which he re- 
ceived 26 congratulatory telegrams from 
various parts of the world. He was 
born April 5, 1877, in Liepi, Finland, 
of parents whose ancestors were of pure 
Finnish stock. His father was enthu- 
siastically active in cultural develop- 
ment and, in addition to his profession as 
a teacher, he did watchmaking and ex- 
hibited inventive capacity in a patent 
for an Aikio, or perfected Sun dial. The 
father settled in Loinaa when Painé was 
still a small lad and where, at the age of 
12 years, he was put to an apprentice- 
ship at Turku with I. G. Julin for one 
and a half years, after which he re- 
turned to Loinaa for two years with 
Tuoni and Rosendahl and then to the 
third largest city in Finland, Tampere, 
where he worked seven years for August 
Malm. It was here that he first showed 
his “lion claws” in the construction of 
a watch and a clock. The clock was of 
such excellence that it was selected as 
an appropriate piece for the national 
exhibition at the Paris Exposition of 
1900, and young Maukonen was sent with 
it on government stipend and as Finnish 
representative, a fire test which he car- 
ried through with brilliancy, and he had 
the honor of gaining a diploma for his 
skill. This success enthused him to re- 
doubled energy and ambition in his work, 
which he carried on in Helsinki, the 
capital of Finland, under K. Kallio for 
five years, and where he concluded that 
to learn more he must look to foreign 
countries. 


MBARKING to a foreign country 

with no knowledge of its language 
required courage, which he summoned 
and appeared in person in 1905 at the 
famous house of W. Broécking in Ham- 
burg. His youthful and unsophisticated 
appearance called forth the rather scorn- 
ful Unsere werkstube ist nicht fiir 
kinder (Our shop is not for children), 
but melted under an _ inspection of 
samples of his work whose beauty and 
perfection excited admiration and opened 
the door to opportunity. It was here 
that the fine friendship with Hjalmer 


By Major Paul M. Chamberlain 


Perssoren began and has been trans- 
planted to New York. Maukonen 
already spoke Swedish, and Perssoren of 
Sweedish birth, spoke German, and in- 
terpreted and otherwise assisted him. 
In a short time the doors of this shop 
opened to other young Finns. The con- 
tact in Hamburg with Broécking and with 





Sir Vdinéd Maukonen, recently knighted 
by Finnish government 


Denker and with such artists as the 
Norwegian Engebretz, added much to 
his knowledge, and it was here that he 
achieved his unsurpassed skill in the 
making of chronometer detents or lock- 
ing springs, the acme of handiwork in 
steel. His progress had been followed 
with interest by his government, which 
gave him an additional stipendium, 
which corresponds in a way to a travel- 
ing scholarship which he used to seek 
further knowledge in London. He was 
fortunate in being able to arrange for 
private instruction by a phenomenally 
skillful chronometer finisher, Scheibke, 
and after early Saturday closings had 
the benefit of Scheibke’s four English 
associates all specialists on _ pinions, 
staffs, pallets and escapements. _Dili- 
gent practice on staffs and polishing 
resulted in entire satisfaction of his 
teacher. From England to Paris he 
worked for Jager and Gironde. Mau- 
konen remembers Gironde as incompara- 
bly the most formative of his employers, 
very strict, but just. An anecdote is 
suggestive. The young workman had 
asked for instruction which was delayed 
an hour, as the master was engaged with 


a client. The interview finished with 
the client, the master looked sternly at, 
and asked, the workman “And how have 
you improved the hour?” 

From Paris to Berlin Maukonen 
worked for the houses of Hartmann and 
for Felsing, returning in 1906 to his 
home in Kallio, but soon opening a busi- 
ness of his own in Helsink; but it has 
been the experience of many artists that 
the merchandising features is not con- 
ducive to the spirit of the producer, and 
soon the business was closed and he re- 
sumed his travels, this time to St. 
Petersburg, where he worked nine years 
for the renowned firm of August Erics- 
son & Sons, chronometer makers to the 
Russian Navy. Here were unlimited 
possibilities in variety and specializa- 
tion, and presented opportunity for the 
application of all previously acquired 
skill. The writer would interject here 
that it was during his very pleasant ac- 
quaintance with Mr. Ericsson at Dres- 
den, where he had retired, that he first 
learned of Mr. Maukonen, who Mr. 
Ericsson characterized the most skillful 
maker of parts that he had, in his em- 
ployment of many artists of many na- 
tionalities, ever known. 


HE war and internal political tur- 

moil made St. Petersburg (Petrograd, 
Leningrad) an undesirable home and 
Maukonen turned his face in 1916 to 
New York where he worked successively 
for Tiffany & Co., Black Starr and 
Frost and latterly has worked in his own 
home making specialties for big estab- 
lishments taking enough time to pass on 
some of his skill to young watchmakers 
determined to reach the top of their art. 

Otto Putkonen, editor of the journal, 
already referred to and former pupil of 
Maukonen gives tribute to this traveler 
who has crossed the Baltic Sea 15 times 
and the Atlantic nine times. “This 
greatest of Finland’s watchmakers has 
arrived by indomitable will, marvelous 
diligence, love and loyalty to his work. 
Every son of little Finland reaps of his 
renown in the great world, a renown not 
easy to achieve when one considers the 
silent nature of the watchmaker’s oc- 
cupation and the facts that his marvel- 
ous productions are as ‘Chinese’ to the 
great public.’ His absence is a loss to 
his country but on the other hand he 
has succeeded in making his country 
known and in an honorable manner and 
moreover in his various home visits he 
has given, by advice and example, 
standards to his friends who have re- 
transmitted it. It is therefore no won- 
der that Finland’s Watchmakers Society 
nominated him in 1926 the honorary 
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We actually recover 
every grain of value 






from sweeps, polishings, filled cases, plated 
scrap, obsolete yellow gold mountings, etc., ; 
“We do not and pay highest market price always, be- a ’ 

employ cause we use the refined metal. fr ae 


traveling 
THOMAS J. 


DEE. sCO. 


55 E.WASHINGTON ST. CHICAGO 






























































: Metallurgists ~ 


OFFICE AND WorkKS, 119 WesT TUPPER STREET. 
BUFFALO, N.Y., U.S.A. 


Don’t envy your competitor. You, too, can 
have the same beautiful platinum color on 
your white gold jewelry. 


The Hoke-Phoenix White Finish will do the 
trick. It covers the soldered spots and stays 
white—for years and years. 








From OKLAHOMA comes a letter 
which presents a reason why you 
ought to trade with H. & §S.: 


“Enclosed find check for $33.23 to 
cover my balance with you. Kindly 
send me 10 dwt 10k yellow gold solder 
and one ounce 14k green gold, ten days 
dating. We were very much pleased 
with the returns from our filings and 
thank you for the check.” 


Quart package, enough to finish several 
hundred articles, costs $5.00. We supply 
full directions and anode. 


Sam W. Hoke. Mge, 


Jewelers’ Technical Advice Co. 






Ask for free 
Circular C. W. F. 22 Albany St., New York City, N. Y. 































ARTHUR T. HAGSTOZ 


T. B. HAGSTOZ & SON 
GOLD, SILVER and PLATINUM 


Refiners and Assayers 


709 Sansom Street, Philadelphia 













We Buy and Refine: Old Gold, Gold-filled, Silver, Plat- 
inum, Palladium, Bridge and Amalgam Scraps, Bul- 
lions, Filings, Grindings, Polishings, Bench and Floor 
Sweeps, Sink Settlings and other wastes containing 
the precious metals. When you have anything in the 
above line to sell TRY US. Remember “it’s the 
Amount of the Check that Counts.” 





















™Protection Ring Guard 


For thin rings get our num- 
ber 0. It is a new addition 
to our regular sizes. 


The Lion Safety Pin Clutch Co. 
20 W. 22nd St., New York Pat. May 25, 1920 


Prosypaable ih is Mpg) 


Add our Workshop to Your Business... 


. . . and you will receive all the benefits of having your own repair eateil 
without the expense and responsibility of maintaining it. 

We make a specialty of out-of-town orders and the promptness of mail service makes 
our shop almost as convenient as though we were located in your own town. 


Our work costs no more than you have been paying]for ordinary work— 


BECKER-HECKMAN COMPANY ssicvcrut.nime CHICAGO 
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of the taper by calibrating with the 
micrometer caliper and if the needle 
does not check up with the division 
marks on the scale, we may lap the 
needle again, slightly to correct any 
errors. 

QUESTION.—How shall we proceed to 
mark the division lines and figures on 
the scale? 

ANSWER.—The division lines, so far, 
have been merely light marks to check 
up the truth of the needle. In order 
to make them readily discernible, they 
must be cut fairly deep in the metal, 
also straight and at right angles to the 
spindle. We may cut the lines quite 
accurately with the help of the slide 
rest and a special ruler. The ruler is 
simply a slide rest tool with a straight 
edge ground on one side. The spindle 
and needle may be removed from the 
barrel, then the barrel is placed between 
the lathe centers and the ruler adjusted 
in the slide rest, so that the straight 
edge will be at right angles to the barrel 
and also clear the scale surface, suffi- 
ciently that the ruler may be moved 
across the scale for marking the lines. 

To make a neat appearance, the scale 
divisions should be a very narrow line. 
We may make a suitable marker for 
cutting the lines, shaping it about like 
a screwdriver blade and with a sharp, 
square, cutting edge. Then, if we bring 
the slide rest with the ruler exactly 
over one of the fine lines on the scale 
(which we have previously marked) and 
by drawing the heel or corner of the 
marker across this line, we may cut a 
sharp, clean line on the scale. As the 
principal divisions, 5, 10, 15, 20, should 
have long lines and the intervening divi- 
sions should have short lines, we may 
lay these off by marking two light lines 
lengthwise on the scale and to be used 
simply as a guide for the beginning of 
the scale divisions. Then we may 
proceed to make all of the divisions on 
the scale. 

In marking the figures, we may do 
this to the best advantage with small 
steel stamps. While this makes the best 
appearance, they may also be cut with 
a graver, or marked with a plain, 
polished steel scriber. 

As the division lines and figures will 
show up to the best advantage as black 
lines and figures, we may fill them with 
soft, black enamel. If the metal is 
warmed slightly the enamel will flow 
into the lines. Then the metal and 
enamel may be stoned smooth and 
warmed again to flow the enamel to a 
gloss. 


QUESTION.—How shall we proceed to 
place the indicator on the spindle? 


ANSWER.—The indicator or pointer 
may be made simply as a screw with a 
small body and large head. The head need 
not be slotted, but is ground to a thin 
line, so it will appear as a T. Then a 
hole may be drilled in the spindle in 
the groove, previously made, and tapped 
to take the indicator thread. The in- 
dicator may be made of steel and heated 
to produce a full blue color. Then it 
may be attached to the spindle simply 
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as a screw. To facilitate handling the 
small indicator, we may hold it in a 
small pinvise, such as we use for hold- 
ing pivot broaches. 


QUESTION.—How may we protect the 
needle when the gage is not in use? 

ANSWweR.—A small cap of the same 
diameter as the barrel may be made 
and with a hole drilled to clear the 
needle and slip over the end of the barrel 
projection. A slip fit will answer the 
purpose in this case, but if desired, we 
may thread the projection and cap so 
they will screw together. 


QUESTION.—How shall we proceed to 
finish the gage to a suitable appearance? 

ANSWER.—The cap and barrel may be 
smoothed in the lathe with fine emery 
paper which will be a fine, dull finish. 
Then they may be gilded in a Roman 
gold solution. Another style of finish 
that may be easily done is to rub the 
barrel and cap lengthwise with No. 1 
emery paper, then place them in the 
lathe and burnish a few fine lines at 
various intervals. Either of these 
finishes makes a very pleasing appear- 
ance. 

(To be continued) 








Finnish Watchmaker Knighted 





(Continued from page 129) 








member in recognition of his outstand- 
ing phenomenal speed compared to the 
specialist while he is master of many 
specialties. The eye of the artist, crea- 
tive imagination blended with skill and 
unfailing diligence. His diligence may 
be appreciated by watchmakers when 
they consider that while staffs and 
pinions are only incidental to general 
watch work he has executed some four 
thousand of the former and half as 
many of the latter all to that perfection 
so admired by connoiseurs. This hero 
of work and master of skill who work- 
ing in silence and concentration gives 
his fellow workmen a thrill in straight- 
ening their bent backs to allign them- 
selves in a solid front to do homage to 
this man on his 50th birthday who from 
their midst has added prestige to their 
nation and to their calling.” 


r December of 1926 Mr. Maukonen 
presented to the official presidential 
mansion in Helsinki a marine chronome- 
ter which he began making in London 
and finished in St. Petersburg some 15 
years later having rebuilt it many times 
as later skill suggested. President L. 
K. Relander acknowledged it with appre- 
ciative language and presented the donor 
with his autographed portrait. 
Among the testimonials as to Mau- 
konen’s merit received by the New York 
Finnish Consul General, K. F. Altio, for 
his government from American sources 
may be excepted “. . . the most skillful 
watchmaker at present in New York and 
without doubt one of the foremost 
mechanics in the world. . . The pre- 
cision and accuracy revealed in his work 
as well as the relatively short time re- 
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quired for this accomplishment are truly 
phenomenal and not less pronounced are 
his industry and regularity in his work.” 
And from another “Painters and sculp- 
tors are all loosely called artists but 
that quality, improved but never created 
by stern training, which lifts the 
possessor to the distinction of artist, 
seems to be inborn. The narrow limits 
of expression in the making of a steel 
piece, of conventional purpose for a 
watch, would to the unthinking. seem to 
be a bar to artistic expression and in 
similar relation the engraving of Marc- 
antonio was doubtless thought of by 
many of his contemporaries as copying, 
but Raphael knew better and relied on 
him to give expression to his conceptions 
in terms of the engravers’ art. The 
very limits in the field of watchmaking 
lift the accomplishment of the super- 
lative to a place far removed from that 
of the copyist. In~examining the steel 
work of the great horological artists one 
seldom finds Maukonen’s work equaled 
and never excelled.” 








Tool for Mounting Stones 


ARK TAYLOR, Arkansas City, 
Kan., sends us the drawing of the 
tool illustrated with the following letter: 
“I am inclosing a little tool for cut- 
ting seats in the box top mountings for 
stones. It is one of the quickest and 
best that I have ever used. 
“T use a worn out rat tail file of 
medium size and heat the end hot enough 
to bend it over, then file it down to the 


4) 


angles you see and harden and temper 
it. After the hole is reamed out to 
about the size for the stone it isn’t any 
trick at all to cut the seat with this tool. 

“T sure get a lot of good ideas from 
these workshop notes.” 














Building Up a Clock Repair Shop 


W. ZINK, a hustling young jeweler, 

e opened a clock shop at 811 S. Bos- 
ton, Tulsa, Okla., less than a year ago. 
He named the business the Clock Shop. 
He canvassed for business in the morn- 
ing and did his shop work in the after- 
noon. 

He made a specialty of repairing 
clocks in the homes and business houses 
where he picked up clocks for repair. He 
often found the clock he repaired was 
the sole family timepiece. In a case like 
that he* would lend the owner a clock. 
This little idea helped to get a lot of 
clocks for repairing and cleaning which 
he would otherwise have missed. 

The repairer recently installed a two- 
dial clock on a delivery truck. A great 
many Tulsans set their watches and 
clocks by it, and of course this makes 
good advertising. 

The clock was made out of spare parts 
found around the store,.so the actual 
labor was the only cost. There-is also 
a clock in the front of the store with 
the telephone number painted on it. 








QUESTION No. 4234.—Wheel and Pinion 
Problems.—Can you advise me how to 
get the diameter of a pinion and wheel 
in a train of a watch without calling on 
some college professor to figure it out? 
What I want to know is a short, prac- 
tical way of finding this out. I have 
read several articles on this, but when 1 
finished, knew less than when I started. 
Would also like to know a simple way of 
figuring the number of teeth in wheels 
and pinions of the trains of watches. 
—<C. S. 

ANSWER.—There are no simple meth- 
ods or “short cuts” that may be used in 
figuring either of the problems you 
mention. But if you have suitable tools 
at hand and understand simple arith- 
metic, there is no reason why you 
should not be able to solve these prob- 
lems. We will assume that you wish 
to obtain the pitch diameters of center 
wheel and third pinion. For this 
purpose, you will require a depthing 
tool, a one-inch micrometer caliper and 
a glass. The depthing tool must be in 
suitable condition, with spindles properly 
fitted and terminating in a true, fine 
point; the jaws must open parallel and 
all shake must be reduced. You may 
verify these points by measuring over 
each end of the tool with the micrometer 
caliper. Assuming that the depthing 
tool is in good condition, then open it 
until the fine points will fit in the center 
hole and the third hole in the plate. 
You may easily determine this with the 
glass. We will assume that this 
measurement reads .348. Then measure 
one of the spindles of the depthing tool 
(the spindles should be interchangeable), 
which we will assume is .025 in diameter. 
Subtract .025 from .348 and you have 


.323, which is the distance of centers 
between center and third hole. The 


distance of centers is also the radii of 
wheel and pinion, so if you multiply 
.323 by 2, you will obtain .646, which is 
the combined pitch diameter of center 
wheel and third pinion. You must use 
ratio and proportion to determine the 
correct value of each member of a train. 
This rule is: that whatever the number 
of teeth in wheel and leaves in pinion, 
each must have their proportionate part 
of the distance of centers. If the center 
wheel has 80 teeth and the third pinion 
10 leaves, then the distance of centers 
must be divided between them; in this 
case, eight to one, or eight parts for the 
radius of the wheel and one part for 
the radius of the pinion. For instance, 
eighty teeth divided by ten equals eight, 
and ten leaves divided by ten equals one, 
or one part of the distance of centers, 
using a common divisor for both. It 
follows, therefore, that the distance of 
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centers must be divided into nine equal 
parts, giving to each member its co/'rect 
proportion. Then .323 divided by 9 
equals .0358, and being one part, it re- 
presents the radius of the pinion, which 
we multiply by two to obtain the pitch 
diameter of the pinion; .0358 multiplied 
by two equals .0716. To obtain the pro- 
portion of the wheel, we multiply .0358 
by 8 and obtain .2864, and if we multiply 
this product by two, we obtain .5728, 
which is the pitch diameter of the cente1 
wheel. If we add the pitch diameter of 
whee! and pinion together, as .5728 plus 
.0716 equals .6444, it will be observed 
that it does not quite equal the original 
measurement of the combined pitch 
diameters of wheel and pinion, which 
we obtained as .646; this is simply be- 
cause we did not carry our figures out 
farther. If we did, we could prove our 
problems to closer figures. 

Referring to your last question, there 
is no simple method of figuring the teeth 
or leaves of members of a train. If you 
have 2 watch with one member of the 
train missing, count the teeth and leaves 
in the remaining members and on receipt 
of these figures we shall be pleased to 
advise you how to find teeth or leaves of 
the missing members. 


QUESTION No. 4235—Guarantee on 
Low-Priced Watches.—We sell cylinder 
and lever watches to premium houses 
whose employes know nothing about 
watches. We want to guarantee our 
watches for one year, but this guarantee 
does not cover watches where parts are 
broken. How can we explain in a 
guarantee how to tell when a watch 
has a broken part by looking at the 
movement, or otherwise. In other words, 
when should a watch be taken back or 
rejected on our guarantee?—H. Bros. 
& Co. 

ANSWER.—Let us consider your ques- 
tion from the standpoint of the retail 
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jeweler, which, quite obviously, will also 
apply in your case. When a retail 
jeweler sells a watch, he guarantees it 
to run for one year and keep time, con- 
sistent with the grade of the particular 
watch. The guarantee covers main- 
spring breakage and cleaning within one 
year. While mainspring breakage is 
neither the fault of the buyer nor the 
seller, at the same time it is customary 
to replace, free of charge, such main- 
springs, if the breakage occurs within 
one year. In regard to cleaning; if the 
watch has been in stock for some time 
and the oil becomes thick and gummy, it 
is obvious that this condition is not the 
fault of the buyer; consequently, such 
watches should be cleaned, free of 
charge, if necessary within one year. 

If the cylinder or balance staff is 
broken, or the pivots are bent, or any of 
the jewels broken, such items are the 
result of a fall or carelessness on the 
buyer’s part, and such items are not 
covered by your guarantee. 

In regard to employes who know noth- 
ing about watches, this is rather a diffi- 
cult matter, but they should be able to 
locate a few items. For instance, any 
mainspring should be wound fully in 
from four to six turns of the ratchet 
wheel. Anyone should be able to deter- 
mine this, simply by looking at the 
ratchet wheel while turning the crown. 
If a watch is gummy, a slight amount of 
extra pressure applied to the crown, and 
consequently to the mainspring, will 
often cause the watch to pick up and 
run a few minutes. Anyone should be 
able to prove this. 

If the cylinder or balance pivots are 
broken, this point may be determined by 
grasping the balance lightly with a pair 
of tweezers. If the balance has con- 
siderable play, it is quite likely that one 
or both of the pivots are broken. If it 
is difficult to move the balance freely 
between the jewels, it is quite likely that 
one or both pivots are bent, or a jewel 
may be broken. If the hairspring is 
bent or tangled in any manner, this 
point may be determined simply by 
looking at the hairspring with a glass. 
Such damage to hairsprings is usually 
caused by persons picking at the hair- 
spring with pins, etc. 

I would suggest that employes with no 
knowledge of watchmaking be supplied 
with tweezers and glass and given suf- 
ficient instruction to locate the items 
explained. 

To sum up: Your guarantee should 
cover mainspring breakage and cleaning 
within one year. It should not cover 
broken balance staff, cylinder, jewels, or 
distorted hairspring. 
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° For Finger Rings. 1,728,338. ELECTRICAL CLOCK. ABRAM- 
United States Patents Louis JEANNERET Fits, La Chaux-de- 


Fonds, Switzerland, assignor to Comptoir 

Issue of Sept. 24, 1929 General de Vente de la Montre Roskopf 

1,729,578. WATCH-HOLDING ATTACH- nee Py et te ie gee er 
MENT FO 3ELTS, F: A. GOGAN, ¢ Cie., La Chaux-de-Fonds, Switzerland. 

ae as mete | tet Filed April 18, 1927. Ser. 184,802, and in 


New Ie. a 4 € a Ce f 1 
ewark, N. J Original application ilec Cesar hen. 16, 3204, 1 clades. 


Feb. 23, 1928. Ser. 256,323, and in “laims use since C . 1992 
Canada April 11, 1928. “Divided and this COR Se HR OE By SEES. In an electric clock a make and break con- 
application filed Dec. 1, 1928. Ser. 323,- Ser. 286,589. C. Ray RANDALL & Co., North tact device comprising an electro-magnet, an 
060. 4 claims. Attleboro, Mass. Filed July 3 1929. oscillating armature or pallet depending 
A watch chain anchoring clip adapted to be ‘ thereon and mounted fast on the driving 


attached to a belt or the like and held against arbor of the clock, a contact nose and an 
sliding relatively thereto, said clip including arm rigidly fast to said armature, and a 
a plate adapted to lie on one side of a belt, tension or main spring connecting said arm 

zn to a stationary stud, a flat contact spring 


arranged so as to be engaged by said contact 











a o> ~ 
| or’ For Necklaces, Neck Chains, Watch Chains, nose and having a bent off end, an insulating 
om 05 Pendants, Lavaliers, and Har Ornaments. 3 
oe zo Claims use since May 4, 1929. f- 
Oe 


Ser, 288,158. STANDARD RING Co., Boston, 


. i . Ss. > yr 6 929 
a pair of integral offset ears at the top and ane sic ass uae aint @ on @ 


bottom edge of the plate adapted to embrace ‘ 
the belt edges, and an offset laterally pro- R | DAL. FLOWE = 19 8 
jecting ear adapted to pass through an open- G2 

















ing in and lie behind the belt. Jigglame 
: cm For Wedding Rings. 2078 4 
DESIGNS Claims use since May 7, 1929 NS P 
79,463. FINGER RING OR ARTICLE OF r ° ° ‘ e 
"SIMILAR NATURE. BENJAMIN GROSS. Trade-Mark Registrations Granted ~ 
New York, assignor to Benjamin & s 


261,711. JEWELRY FOR PERSONAL 
WEAR AND USE, NOT nC DING 
WATCHES ; PRECIOUS STONES ; 
FLAT AND HOLLOW WARE MADE OF arm mounted loose on said arbor and pro- 
OR PLATED WITH PRECIOUS vided with notches as rests for the bent off 


METAL: TABLE CUTLERY OF PRE- end of the contact spring in its make contact 
CIOUS OR SE MIP RECIOUS METAL: and its break contact positions, a circularly 
DONT ‘ ir spring as coupling member be- 


BODKINS, BOOKMARKS, BOTTLE curved hair | _& oe 
SNERS ‘“ANDELABRA. CANDLE tween said insulated arm and said contact 
SHADES.’ CANDL PSTICKS,  CARD- nose and a carrier pin fast to the contact 





TA QE 4 ~ sae yse : adapte o disengage said contact 
CASES, CIGAR AND CIGARETTE 0se and adapted to disenga I os 
iin 2 tenes Ba. fac. New Youk BOXES res _LIG ‘HTERS, NAPKIN spring from the break contact notch. 

Filed June 18, 1929. Ser. 31,745. Term RINGS, COMBS, AND HAIRPINS, os eereaes _— oe 7 / 
of patent 314° years En cube bit BUTTONHOOKS.’ AND SHOEHORNS. 1,728,266. ORNAMENTAL CHAIN. Karu 
paten 6 years. ALL MADE OF OR PLATED WITH FASSNACHT, Providence, R. I., assignor 
79.464. FINGER RING OR ARTICLE OF PRECIOUS METAL. TIFFANY & CoO., to Speidel Chain Co., Providence, R. Ris 
SIMILAR NATURE. BeENJAMIN Gross, New York. a firm composed of Frederic Speidel 
New York, assignor to Benjamin & Filed May 26, 1928. Ser. 267,097. Pub- and Eugene Speidel Pforzheim, Ger- 
lished August 28, 1928. many. Filed May 25, 1928. Ser. 

280,581. 6 claims. 
261,850. WRIST WATCHES. WESTFIELD In a chain for personal adornment, an 
WATCH Co., INC., New York, 
Filed May 29, 1929. Ser. 284,831. Pub- kl, e 










lished July 16, 1929. 
puns 











‘ 261,905. JEWELRY FOR PERSONAL 

— ‘ . ADOR NME NT NOT INCLUDING 

Edward J. Gross Co., Inc., New York. WATCHES. HENRY BORNEMANN, New 

Filed June 18, 1929. Ser. 31,746. Term York. 

of patent 3% years. Filed Nov. 3, 1928. Ser. 274,760 Pub- ornamental — hen a body pars ‘eo 
° ee , " ished . , 9 929 an opening therethrough, arms, attached to 
79,465. FINGER RING OR ARTICLE OF ee Say 5. L788, said body part positioned tn the plane of 
SIMILAR NATURE. BENJAMIN GROSS, the link and extending laterally into said 
New York, assignor to Benjamin & opening, and an ornament having means to 


receive said arms to hold it in said opening 


United States Patents spaced from the sides thereof. 
Issue of Sept. 17, 1929 DESIGNS 


1,728,905. JEWELRY CLASP. HENRI 
AUGUSTE HEuGAS, Paris, France. Filed 
Nov. 9, 1927. Ser *, 232,177, and in France 
March 1, 1927. 10 claims. 

In a jewelry clasp of the type described 
having a male member and a female member. 
a slot formed in one wall of said female 
member, a leaf spring disposed in said slot 
adapted to lie flush with the outer face of 


United States Trade-Marks said wall, means for pivotally securing one 
’ extremity of said leaf spring to said female 
Issue of Sept. 24, 1929 


The following trade-marks are published 
in compliance with Section 6 of the Act of 
Feb. 20, 1905, as amended March 2, 1907. 
Notice of opposition must be filed within 30 
days of this publication. T 

Marks applied for under the 10-year “pro- j j 79.424, WRIST-WATCH STRAP. ——— 
viso” are registrable under the _ provision ERICK G. HaaGg., New York, assignor to 


79.434. WATCHCASE. ARTHUR E. MAN- 
HEIMER, Chicago, assignor. to Man- 





Edward J. Gross Co., Inc., New York 
Filed June 18, 1929. Ser. 31,747. Term 
of patent 3% years. 





1, Ab? | 
heimer Watch Co., Chicago, Ill. Filed 
July 2, 1928. Ser. 27357. Term of 
patent 7 years 


» 
v0 





in Clause (b) of Section 5 of said Act as member at one end of said slot, a catch pin Powers & Mayer. Inc., New York. Filed 
amended Feb. 18, 1911. on said spring, cooperating ratchet teeth car- ' pe’ . i 
As provided by Section 14 of said Act a ried by said male member for locking said 


male me mber in said female member outo- 
atically in a plurality of positions relative 
to said female member and an outwardly 
Ser. 276,328. Pm~GRImM WEDDING RING Co., projecting button carried by said spring for May 2, 1929. Ser 31,077. Term of 


New York. Filed Dec. 5, 1928. the purpose specified. patent 3% years. 


fee of $10 must accompany each notice of 
opposition, 
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79,414. RING. VERA ARKEBAUER, River- 
de, Cal Filed May 31, 1929 Sei 


1.475. Term of patent 7 years 


United States Trade-Marks 
Issue of Sept. 17, 1929 


The ollowing trade-marks are published 
in compliance with Section 6 of the Act of 
Feb. 20, 1905, as amended March 2, 1907. 
Notice of opposition must be filed within 30 
days of this publication. 

Marks applied for under the 10-year ‘“‘por- 
viso” are registrable under the provision 
in Clause (b) of Section 5 of said Act as 
amended Feb. 18, 1911. 

As provided by Section 14 of said Act, a 
fee of $10 must accompany each notice of 
opposition, 


Ser. 285,934. Leo F. PHILLIPS, doing busi- 

ness as Leo F. Phillips Co., New York 
Filed June 21, 1929. 

For gt les A Jewelry ( venga of 


Finger Rings, Necklaces, Bracelets, far- 
rings, Brooches, and Hand Bags, and 


Purses of Precious Metals. 
Claims use since May 1, 1929. 


Ser. 285,935 Leo F. PHILLIPS, doing busi- 
ness as Leo F. c aiipe Co., New York 
Filed June 21, 192 

For Articles of Seqvébie Consisting of 


Finger Rings, Necklaces, gracelets, Ear- 
rings, Brooches, and Hand gags, and 


Purses of Precious Metals. 
Claims use since May 1, 1929. 


Ser. 286,100. Jacosp L. BRANDT, doing busi- 
ness as J. L. Brandt Co., New York. 
Filed June 25, 1929. 

For Precious-Metal Jewelry for Personal 


Zz kN 








Wear Not Including Watches and Such 
Jewelry Set with Precious Stones. 
Claims use since February, 1928. 


Ser. 286,186. Mazpr Bros., New York. 
Filed June 26, 1929. 





For Strings and Necklaces of Artificial 
Pearls. 
Claims use since May 18, 1929. 


Ser. 286,187. Mazer Bros., New York. 
Filed June 26, 1929. 
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For Strings and Necklaces of Artificial 
Pearls. 


laims use since May 18, 1929 


Trade-Mark Registrations Granted 


261,481. WATCHCASES AND ALL PARTS 
OF WATCHES, SUCH AS DIAL 
HANDS, STAFFS, ETC. ELI ALPERT, 
doing business as Continental Importing 
Co., New York. 

Filed May 13, 1929. Ser. 283,929. Pub 
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lished July 2, 1929. Class 27 








Business Inquiries Answered 


(Continued from page 65) 


respect, however, that mistakes cause 
an uncertainty of mind that tends to 
worse errors of judgment. A more care- 
ful study of the causes for the mistakes 
will probably help in reducing them. 
Records that tell the buyers of the de- 
mands of the customers, together with 
an intensive survey of the new offerings 
on the market will be of great assistance 
in future transactions. 








Merchandising Calendar 


(Continued from page 56) 


a wide difference in the interest a person 
will have in any article in the method 
adopted of offering it. People are more 
interested in what an article will do for 
them today than in the article, as such. 

Sterling silver presented for its use, 
not only in its actual service, but in its 
effect upon the minds of the possessor’s 
friends, in its effect upon the _ social 
standing of the possessor will sell more 
readily than if it is merely presented as 
the best silver that money can buy. 

By selling new uses for articles new 
articles can be sold. Jewelers who have 
educated prospects, through demonstra- 
tions and advertising literature, in the 
use of silver have benefited greatly. In 
a democratic country like the United 
States there is a wide divergence in the 
knowledge of good form in table service 
among people of the same classes—if we 
may use the term in its limited signifi- 
cance. 

A set of knives and forks, together 
with tea and dessert spoons, and a butter 
knife for good measure should not be 
the extent of the sales of table silver. 
Pickle forks, sugar tongs, pie knives and 
a host of other useful and necessary 
items should be sold—but they are not 
sold in large numbers largely because the 
people have not been taught now to use 
them. 

Sell the use of the article and it will 
sell itself. 

The Christmas campaign for business 
will bring into prominence many lines 
the jeweler does not push very strongly 
at any other season. In some cases the 
lines are only stocked for the Christmas 
trade. 
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These stocks should be brought as 
prominently forward in the store as pos- 
sible, and they should be carefully dis- 
played in order that their best points of 
appeal are apparent to the people. They 
should also be displayed to bring out 
the variety as far as that can be done. 
Where colors predominate in the line it 
is wise to group each color together 
when it is practicable. 

The jeweler will be well advised if he 
changes the interior arrangement of his 
store to some extent for the Christmas 
trade. Some effort at decoration should 
be made. It need not be over-elaborate, 
but it should be of sufficient volume to 
indicate a Christmas store. These decor- 
ations are not necessary until the 
Thanksgiving Sales are over, but the 
jeweler should decide now what he is to 
do and make his purchases of the nec- 
essary decorations in order that he may 
install them soon after that event. 

The jeweler should not wait for busi- 
ness to come to him, but from the first 
offering of Christmas Greeting cards 
right up to the last sale on Christmas 
Eve he should make an aggressive effort 
to get the largest volume of business 
possible in his community. 

There is a considerable amount of 
business done in presentation jewels to 
lodge officers who are completing their 
year’s services. Local jewelers, whether 
prepared to design and manufacture 
these jewels themselves, or to order 
them from manufacturers, should get 
after this business. Much of it goes to 
outside concerns that supply parapher- 
nalia because the jeweler does not go af- 
ter the business. In most cases the of- 
ficers responsible for the purchase of 
these jewels would prefer to purchase 
them at home, but because they know 
so little about the local jeweler’s facil- 
ities they purchase from the out-of-town 
concern. They follow the lines of least 
resistance. A little effort here will not 
only bring in the dollars for this parti- 
cular sale, but predispose all members 
in favor of the jeweler who gives service 
to their favorite organization. 

Sport trophies are another line that 
needs going after, and sometimes it re- 
quires propaganda in advance to make 
the sale possible. There are dozens of 
sport contests in even small communities 
where prizes are given. The jeweler 
could get in on these with sport trophies 
if he goes at it in the right manner. 

The jeweler will offer a large line of 
popular priced items for Christmas 
gifts, of course, but he should not forget 
the profits in diamonds and watches. 
These are just as much in demand as 
gifts in a proper proportion in every 
community. They should be exploited 
as such. 

The Christmas campaign should be 
laid out now. The plan should contem- 
plate something doing all the while. Lay- 
aways may start the campaign on its 
way, but every week should see some 
special line strongly emphasized as a 
gift item. As a matter of fact, far too 
few jewelers make any one line prom- 
inent in their Christmas advertising, 
stressing everything at once. 
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Special Notices. 


Payable invariably in advance. 

Rates under all headings except “Situ- 
ations wanted” 5c. a word; minimum 
charge, $1.25. 

SITUATIONS WANTED 50c. for first 
25 words. Additional words, 5c a word. 

Heavy type, 10c. a word; minimum 
charge $2.50. 

Name, address, initials and abbrevia- 
tions count as words, and are charged for 
as part of the advertisement. 

Display cards, $7.50 per inch. 

If answers are to be forwarded, 15c. 
extra to cover postage must be enclosed. 

Advertising matter addressed to Classi- 
fied advertisers will not be delivered. 

Advertisers who are not subscribers 
should send 20c. if they desire a copy of 
the paper containing their advertisement. 

Special notice forms close Tuesday 4 P. M. 

Unless the advertiser instructs us to pub- 
lish his name and address, all answers will 
be directed care The Jewelers’ Circular. 

In answering ads, do not enclose original 
letters of recommendation, send duplicates. 

To avoid unnecessary correspondence 
kindly mention location in advertisement. 


Jewelers Publishing Corporation 


Main Office, 239 W. 39th St., N. Y. 











Situations Wanted. 
Under this heading, 50c. for first 25 
words, 5c. for each additional word; 


minimum charge, 50c. 





HIGH GRADE Swiss watchmaker competent 
20 years’ 





on all makes, sizes and grades, 

experience, desires a change. Address 

“N., 3391,” care Jewelers’ Circular. 
SALESMAN-MANAGER, 20 years’ experi- 


ence, at present connected, desires change; 
available at once; cash or credit. Address 
“Z., 3447,” care Jewelers’ Circular. 





JEWELER AND DIAMOND SETTER, ex- 
perienced in new work and repairing ; store 
preferred. Address “C., 3498,” care Jewel- 
ers’ Circular. 


man, de- 
retail con- 
Jewelers’ 


QUALIFIED SALESMAN, young 
sires position with progressive 
cern. Address “A., 3599,” care 
Circular. 





SALESMAN, credit experienced in 
all its branches, looking for permanent 
position anywhere; employed at present. 
Address “‘Q., 3589,’’ care Jewelers’ Circular. 


jewelry, 





YOUNG MAN, 20, five years’ experience 
stock and repair clerk in wholesale watch 
concern: best of references. D. L. Meyers, 
371 East 165th St., New York. 





FIRST CLASS ENGRAVER would like to 
make a change; will furnish reference and 
sample of work. Address “G., 3569,” care 
Jewelers’ Circular. 





AND POLISHER wants steady 
will go any- 
“T., 3532,” 


COLORER 
work; emblems a specialty ; 
where; references. Address 


care Jewelers’ Circular. 





HUB AND DIE CUTTER, thoroughly ex- 
perienced, artistic and accurate, desires a 
permanent position. Address “Y., 3539,” 
care Jewelers’ Circular. 





SAMPLE MAKER on novelty jewelry, also 
make his own hubs, wishes connection with 
reliable concern. Address “‘V., 3705,” care 
Jewelers’ Circular. 





YOUNG LADY, has had several years’ ex- 
perience general office detail work, typist, 





desires position. Address “K., 3692,’ care 
Jewelers’ Circular. 
YOUNG LADY has had four years’ experi- 


ence office detail work, Knowledge of 
stenography and typing, desires position. 
Address “R., 3699,” care Jewelers’ Circular 





FOREMAN, thoroughly experienced in mod- 
ern manufacturing of gold jewelry, wishes 








connection with reliable house. Address 
“T., 3704,” care Jewelers’ Circular 
YOUNG LADY WISHES POSITION with 


experienced in taking 
stock. Address “W., 
Circular. 


watch house ; 
charge of repairs or 
3628,” care Jewelers’ 





four years’ experience in 
large wholesale jewelry house, wishes to 
make connection. Address “G., 3633,” 
Jewelers’ Circular. 


YOUNG MAN, 20, 


care 





FIRST CLASS silver polisher and refinisher, 
colored man, ten years’ experience A-1 
references furnished Address “F., 3622,” 
care Jewelers’ Circular 





YOUNG MAN, 22, five years’ experience in 
retail jewelry store, desires position with 
reputable firm; best references. Address 


“G.. 3623,” Jewelers’ Circular. 


care 





grades of 
position in 
3649,” care 


DESIGNER, acquainted with all 
jewelry, desires permanent 
New York area. Address ‘“X., 
Jewelers’ Circular. 





MELTER, platinum, gold, etc large melts, 
refining, rolling; handy man in melting 
department. Address “O., 3651,” care 


Jewelers’ Circular. 





industrious, familiar with 
stock, shipping and bookkeeping, 
position, future. Address “W., 3667,” 
Jewelers’ Circular. 


YOUNG MAN, 21, 
de sires 


care 


YOUNG MAN, 19, ambitious, can take full 
charge of shop, detail work in watch casé¢ 
factory: reference unquestionable Ad- 
dress “X., 3668,” care Jewelers’ Circular. 





A-1 WATCHMAKER and credit 
desires a position where hard, 
tious work will mean advancement P.O 
Box 25, La Junta, Colorado. 


manager 


conscien 





SALESMAN, retail, 14 
thorough, married, desires permanent posi 
tion with reliable concern. Address “K., 
3636,” care Jewelers’ Circular. 


years’ experience, 





EXECUTIVE AND SALESMAN, 14% years’ 
retail experience, invites offers: can take 
complete charge of store if necessary; only 
interested in good future. Address “P., 
3257,” care Jewelers’ Circular. 





YOUNG MAN, executive ability, experienced 
salesman and window dresser, wishes to 
connect with a reputable high class con- 
cern. Address “C., 3600,” care Jewelers’ 
Circular. 











desires 
with reliable store; 
come 
at once; wire or write; Bradley graduate. 
Address V. Vick, Manatee, Fla. 


A-1 WATCHMAKER, 
permanent position 
single and settled; best references; 


young man, 





YOUNG MAN, age 26, 11 years’ experience 





jewelry manufacturing line, desires posi- 
tion in office with opportunity for ad- 
vancement to. sell. Address “J., 3689,” 
care Jewelers’ Circular. 
YOUNG LADY has had five years’ experi- 
ence as assistant bookkeeper, charge of 


order department and knowledge of type- 
writing, desires position. Address “Q., 
3698,’ care Jewelers’ Circular. 





EXECUTIVE MANAGER, qualified to han- 
dle every detail of a modern credit jewelry 


store, seeks connection with responsible 
outfit; available at once. Address “O., 
3696,’ care Jewelers’ Circular. 





BOOKKEEPER AND STENOGRAPHER, 





thoroughly experienced in jewelry line; 
can handle complete set of books, trial 
balances, etc. Address “B., 3626,” care 
Jewelers’ Circular. 

BOOKKEEPER, TYPIST, seven years’ ex- 


perience with manufacturing jewelers, 
double entry, trial balance, detail work, 
stock, ete.; -A-1 references. Address “E., 
3629," care Jewelers’ Circular. 





SALESMAN, 22, Christian, married, desires 
with high class retailer with fu- 
possibilities; six years’ experience; 

best references. Address “A,, 
care Jewelers’ Circular. 


position 
ture 
furnish 


3625,” 





YOUNG MAN, 26 years old, with thorough 
knowledge of the credit jewelry business, 
desires position in a better class credit 
store Pittsburgh, Pa., preferred. Address 
“KE, 3620,” care Jewelers’ Circular. 





SALESMAN, 23, six years with ring manu- 


facturers; fine acquaintance among re- 
tailers throughout New York, Pennsyl- 
vania and New England. Address ‘“X., 


3670,” care Jewelers’ Circular. 





YOUNG MAN would like position as an en- 
graver; would also wait on trade and 
dress windows; good personality: 


samples 
references. Address hes 


Circular. 


best 


of work 
: Jewelers’ 


3646,”’ care 





YOUNG MAN, thorough knowledge of credit 
business, from selling to collections, de- 
sires to make connections; several years’ 


experience; salary secondary. Address “L., 


3637,” care Jewelers’ Circular. 





WATCHMAKER, long experience all grades 
Swiss and American; best references, char- 
acter and ability ; optics and other branches 
optional; worker. Daniels, 52 Pine St., 
Stoneham, Mass. 





ALERT YOUNG MAN, acquainted with 
salesmanship, window dressing, estimating 
special order work and repairs, desires 
connection with a reputable concern in 
New York City. Address “D., 3333,” care 
Jewelers’ Circular. 





SALESMAN, retail, Christian, past 18 years 
in charge diamond department large store, 
Metropolitan district, seeks position New 
York City: used to special order work, etc. ; 
references. Address “Salesman, 3407,” 
care Jewelers’ Circular. 





BOOKKEEPER-SECRETARY, full charge; 
note specialist, executive ability, thor- 
oughly experienced, absolutely dependable, 
highly qualified; 8 years with leading 
watch concern. Address “K., 3477,” care 
Jewelers’ Circular. 
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SITUATIONS WANTED—Continued 








CHAIN MACHINE OPERATOR, age _ 30 
years, competent, reliable, desires position ; 
experienced on various types German ma- 
chines; can make own tools; also under- 





stands soldering and finishing. Address 
“O., 3519,” care Jewelers’ Circular. 

ENGRAVER; first class engraver desires 
either permanent or temporary position ; 
would consider two or three months’ en- 
gagement for holiday season. Address 
“Engraver,” 3417 Bessmer Blvd., Birming- 
ham, Ala, 





WATCHMAKER DESIRES POSITION ; 
thoroughly experienced all kinds railroad 
and bracelet watches; have tools; salary 
or commission ; references furnished. 
“Watchmaker,” 210 West 38rd St., Dayton, 
Ohio. 





YOUNG MAN, experienced waiting on trade 
of the higher class, wishes to connect with 
a reliable concern; experience includes es- 
timating on fine watch and jewelry re- 
pairs and special order work. Address 
“L., 3691,” care Jewelers’ Circular. 





desires 
the past 
first class 
nearby 
Jewelers’ 


BRACELET WATCHMAKER 
change; having specialized for 
ten years on bracelet watches ; 
references; - prefer Georgia or 
State. Address “C., 3618,” care 
Circular. 





WATCHMAKER, 12 years’ experience, 
formerly in charge of repair department 
with high grade store for six years, de- 
sires to connect with some reliable store ; 
A-1 reference; $60 week. Address “B., 
3617,” care Jewelers’ Circular. 





YOUNG MAN, married, watchmaker, sales- 
man and window trimmer, having some 
knowledge of credit and law, desires posi- 





tion with reliable concern offering future. 
Address “C., 3677,’ care Jewelers’ Cir- 
cular. 

WATCHMAKER AND SALESMAN; man 
with experience in finest stores, Boston 
and Chicago; can assume charge of re- 
pair department; steady and reliable; ref- 


Jesse W. Scarritt, 7114 South 


Ave., Chicago. 


erences. 
Claremont 





retail expe- 
position with whole- 
house; salary 
Address Lewis 
Ave., Bronx, 


YOUNG MAN, 25, 
rience, desires any 
sale watch or jewelry 
ondary ; best of references. 
Heller, 1311 Commonwealth 
New York City. 


eight years’ 


sec- 





and Middle West, at 
jobbers, retail jewelers 
desires connection 
services available 
Address “P., 3659,”’ 


SALESMAN, Chicago 
present calling on 
and department stores, 
with established firm; 
now or first of year. 
care Jewelers’ Circular. 





DIAMOND SETTER, special order worker 
and repairer; 14 years’ shop and _ store 
experience; married, age 29; steady; best 


references; must be permanent; last posi- 





tion four years foreman of Milwaukee 
trade’ shop. Address “R., 3700," care 
Jewelers’ Circular. 

CLOCKMAKER, age 38, 20 years’ factory 


and store experience, 
makes of clocks; specialize on 
fathers’ and chime clocks; ten years 
largest department store in New 
City; A-1 references. Address “H., 
care Jewelers’ Circular. 


experienced on all 
i grand- 
with 
York 


3634,” 





SALESMAN, 
jeweler, desires 


formerly with Maiden Lane 
steady position with re 
liable retail store; wait on trade, give 
estimates on new work and repairs; 12 
years’ experience; A-1 references; em- 
ployed now. Address “Y., 3672,” care 
Jewelers’ Circular. 





WATCHMAKER, age 38, capable to do first 
class work, also expert on all makes Swiss 
and American watches, split second, re- 
peaters, chronometers, etc., wishes position 
with first class firm only; salary $55 to 
$65. Address “S., 3665,” care Jewelers’ 
Circular, 





RETAIL JEWELRY SALESMAN, live wire, 
thoroughly experienced, ten years’ down- 
town New York selling experience; capa- 
ble of managing store; also have knowl- 
edge of instalment business; I am the man 
you are looking for. Address “T., 3666,’ 


care Jewelers’ Circular. 





YOUNG MAN, eight years’ experience as 
assistant manager, salesman with Swiss 
watch importer, thoroughly conversant 
with office routine, picking and following 
up orders, supervision of watchmakers, 
and knows materials; honest and con- 
scientious worker; best of references. Ad- 
dress “‘N., 3473,” care Jewelers’ Circular. 





EXPERT WATCHMAKER, jeweler, flat top 
diamond setter, all round engraver on 
anything; position permanent, first class 
store only; top notch wages; state what 
willing to pay; open about Nov ist; South 
or Florida preferred; look for plenty fine 
engraving year’ round. Address ‘“M., 
3693,” care Jewelers’ Circular. 





LEO R. STRAUS & CO., now liquidating, 
desires to secure position for young 
lady having had full charge of busi- 
ness for number of years; thorough 
bookkeeper-stenographer. Telephone 
Bryant 5934, New York. 





FIRST CLASS WATCHMAKER, young 
man, neat appearance, age 25, ten years’ 
experience on all kinds and _ sizes of 
watches, at present employed, wishes a 
change to a better class retail store, 
Florida preferred; can take charge of re- 
pair department or wait on trade. Ad- 
dress “W., 3706,” care Jewelers’ Circular. 








YOUNG M 


N with several years’ experi- 
y 


ence in all departments of credit 
jewelry store, desires to make a 
change; position must pay a good 


salary. Address “Z., 3674,” care 


Jewelers’ Circular. 





SALESMAN, Chicago and surrounding states, 
jobbers and retail jewelers and department 
stores, desires connection with manufac- 
turer of all kinds of paper and satin lined 


jewelry boxes; at present calling on this 
trade in Chicago; can do big business for 
right house. Address “Q., 3660,” care 


Jewelers’ Circular. 





SALESMAN AND EXECUTIVE desires to 
invest capital with going concern as 
active partner; many years’ experience 
in jewelry line in all its branches; re- 
ferences exchanged; all correspondence 
strictly confidential. Address “H., 
3624,” care Jewelers’ Circular. 





WRESTLER on _ six jewel 
minute repeaters included; fit 
and repair them $10 per week 
round jeweler, flat top diamond 


CHAMPION 
bracelets, 
cylinders 
more; all 


setter; all round rotten engraver, window 
dresser and floor sweeper—anything else 
Top notch wages; make offer; permanent 


South 
Jewelers’ 


preferred. Addresss 
Circular. 


position ; 
3694,” care 





CREATOR, 35 of age, 20 years in the 
industry, excellent mechanic, practical 
designer, jeweler, diamond setter, wax 
and lead modeler, is open for change; 
only proposition with future will be 
considered; present position too 
limited; prefer the ring line. Address 
“P., 3703,” care Jewelers’ Circular. 











MANAGER-SALESMAN, young man, 35, 
with complete knowledge of all branches 
of the retail jewelry business, is seeking a 
connection with reliable concern; at pres- 
ent employed as manager of large store 
in New York City; can furnish very high 
class references as to ability, ete.; if you 
require the services of a high grade man, 
well versed in this business, it may be 
worth your time to make an appointment; 
can qualify for a position in either a cash 
or credit store. Address “M., 3638,’ care 
Jewelers’ Circular. 








Lines Wanted. 


5c. a word; minimum charge, $1.25 





SALESMAN with established trade, wants 


platinum line for road; desires connection 
with shop that can do fine special order 
work. Address “G., 3684,” care Jewelers’ 


Circular. 





WELL RATED DIAMOND MAN, 25 years’ 
experience with an office in Chicago would 
like to make connections with diamond im- 
porter who desires representation ; commis- 





sion basis. Address “Circular, 159,” 1104 
Heyworth Bldg., Chicago, Ill 

SALESMAN with following amongst bet- 
ter class retailers and jobbers of New 


York and Eastern gities, desires fine line 
of platinum jewelry, on commission basis. 








Address “P., 3697,’ care Jewelers’ Cir- 
cular. 

WANTED FOR WESTERN TERRITORY, 
lines including watches, ring mountings, 
stone set rings, novelty jewelry and other 
lines suitable for jewelry or department 
store trade; use airmail to save time. 1510 
Fell St., San Francisco, Cal. 

SALESMAN, experienced, acquainted with 


wholesale and larger retail trade in Middle, 
North and Southwest, desires new con- 
nections for this territory; will consider 
either manufacturer’s or importer’s line. 
Address “Circular, 162,” 1104 Heyworth 
Bldg., Chicago. 





SALESMAN WITH CHICAGO OFFICE 
and a large established trade among 
wholesale jewelers in Chicago and the 
Middle West, wants a fine line of im- 
ported .or domestic novelties on a 
straight commission basis; will furnish 
highest references. Address “‘Circular, 


164,” 1104 Heyworth Bldg., Chicago. 








Hide Lines. 


5e. a word; minimum charge, $1.25 





SALESMEN for New 
urban territory to sell 
retail trade. Charles M. 
West 48th St., New York. 


Help Wanted. 


5e. a word; minimum eharge, $1.25 


York City and sub- 
wedding rings to 
Levy & Son, 40 








BOY WANTED for shipping 
mail and express; experienced 
Kaufman, 576 Fifth Ave.. New York. 


department, 
Fred 





WATCHMAKER, young man willing to as- 
store. M. Sanders, 551 Merchant 
St., Ambridge, Pa. 


sist in 





SALESMAN, credit jewelry store experience, 





Metro Sacks Co., 43 West 125th St., New 
York. 
(Special Notices continued on page 138) 
























































































138 





THE JEWELERS’ CIRCULAR 





October 3, 1929 





Special Notices. 


(Continued from page 137) 


WANTED, JOBBING JEWELER for repairs 
and diamond setting, in Southern trade 
shop: must be fast and good; state salary, 
age and reference. Address “K., 3556,” 
care Jewelers’ Circular. 








HELP WANTED—Continued 








CAN USE WATCHMAKER immediately ; 
only fair ability necessary; give full par- 
ticulars. L. Oppleman, Lynchburg, Va. 





WANTED, first class watchmaker, one who 
can do engraving preferred, but not es- 
sential teliable Jewelry Shop, Plainfield, 
LJ 


od. 





WATCHMAKER, first class man to_ take 
charge of department; references. Reply 
to B. Spector & Bro.. Inc., 108 Church St., 
New Haven, Conn. 





WANTED watchmaker and optician with 
North Carolina license; have attractive 
proposition Address “F., 3507.’’ care 
Jewelers’ Circular. 





ENGRAVERS, all round men, chasing and 
cutting for enamel, Masonic emblem work ; 
steady work. The Chas. A. Berkey Co., 
1424 Woodward Ave, Detroit, Mich. 





—_—— 


TRAVELING SALESMAN WANTED; good 
territory good line; well known house. 
Henry Paulson & Co., 37 S. Wabash Ave., 


Chicago, II 





WANTED, good watchmaker and salesman ; 
Tennessee town of 5000; good wages; 
married man preferred; references. Ad- 


dress “B., 3632 care Jewelers’ Circular. 





WANTED, watchmaker and jeweler; perma- 
nent position; state experience and send 
reference in first letter. Address Fisher’s, 
Salisbury, Md. 





YOUNG LADY experienced in factory office 
detail work with manufacturing jewelry 
concern. Address “E., 3681,” care Jewel- 
ers’ Circular 





ARTIST, able to adapt herself to jewelry 
designs, few years’ experience. Write 
Gem Creations Publishing Co., 36 W. 47th 
St., New York. 





SALESMAN experienced for city or road; 
must have big following for fine salable 
semi-precious stone jewelry. B. Mura- 
chanian, 580 Fifth Ave., New York. 





EXPERIENCED ENGRAVER and assistant 
watchmaker for first class store; send sam- 
ples, references and full particulars in first 
letter. Alberts, Jeweler, El] Paso, Texas. 





WANTED, experienced retail salesman for 
credit store; state everything in first let- 
ter: permanent position for right party. 
Address “R., 3662,’ care Jewelers’ Circular. 





WANTED, A-1 watch material clerk, one 
experienced in waiting on city trade; good 
salary ; references required; town over one 
million. For information address “P., 
3398,” care Jewelers’ Circular. 





WANTED, CERTIFIED WATCHMAKER, 
stone setter and engraver, in city of 
17,000; Central Nebraska: send photo and 
all particulars in first letter. J. C. Michel- 
son, Grand Island, Nebr. 








WANTED, first class engraver and stone 
fitter, also capable of handling small re 
pair jobs; high grade store, city 200,000, 
Ohio Valley. Address “V., 3534,” care 
Jewelers’ Circular. 





STEADY POSITION to good first class en- 
graver; prefer one who can do diamond 
setting or jewelry repairing; state age, 
reference and salary expected; South. Ad- 
dress “A., 3571,” care Jewelers’ Circular. 





WANTED, a watch and clock maker, first 
class man; state full particulars in your 
first letter, experience, age, nationality, 
references and salary desired. Geo. E 
Taylor, 115 Park Ave., Plainfield, N. J. 





WANTED AT ONCE, good watchmaker; a 
good chance for the right party; refer 
ence and salary expected in first letter. 
E. F. Ort, 2105 Market St., Wilmington, 
Del. 





SALESMAN for Middle West and Southern 
territory to carry platinum and white gold 
popular priced mounting line on commis 
sion basis Address “A., 3615,” care 
Jewelers’ Circular. 





WANTED, A YOUNG MAN who has a fair 
knowledge of the jewelry business, who 


can wait on trade, trim windows and 
write show ecards: references Albert’s, 
Jewelers, 399 Fulton St., Brooklyn, N. Y 





COMBINATION jeweler and engraver; all 
year round position; experience, salary 
wanted and reference in first letter B 
F. Krasner Co., 514 Widdicomb Bldg., 
Grand Rapids, Mich. 





WANTED, CLOCKMAKER to take position 
in town in Long Island, 20 miles from 
New York City. Apply at Cross & 
Beguelin, 15 Maiden Lane, New York, on 
Fridays and Tuesdays. 





WANTED AT ONCE, first class watchmaker, 
one who can do plain engraving  pre- 
ferred: only A-1 mechanic need apply 
permanent position. Joseph Koenigsbauer, 
252 Broadway, Troy, N. Y. 





YOUNG MAN who is a good salesman and 
with some experience in watch repairs: 
good opportunity to the right man; $50 
week to start: state age and experience: 
northwestern Ohio city. Address ‘“M., 
3317.” care Jewelers’ Circular. 





WANTED, a first class watchmaker and en- 
graver; steady job and good pay to the 
right party ; state wages expected, age and 
references in first letter. Address Kay 
=? Co., 1015 Calhoun St., Ft. Wayne, 
Ind. 





WANTED, one engraver, one manufacturing 
jeweler and engraver, one jeweler and 
stone setter; give details in first letter 
and references; position is permanent 
William M. Cross, 515A Congress St., 
Portland, Me. 





A YOUNG MAN with experience in assort- 
ing and picking out diamonds for mount 
ings by a manufacturer of high-grade 
platinum jewelry; state age and salary 
required. Address gi: 3678,” care 
Jewelers’ Circular. 





RETAIL SALESMAN, experienced, for New 
York store; must be progressive, willing 
worker ; splendid opportunities ; good 
hours; in reply give full details and sal- 
ary expected. Address “A., 3676,’ care 
Jewelers’ Circular. 





BOOKKEEPER, STENOGRAPHER, to take 
charge of office and wait on customers; 
must be American and experienced in fine 
semi-precious stone jewelry; salary $25 
plus large commissions. Address “F 
3683,” care Jewelers’ Circular. 


” 





JEWELERS, good ring makers on em- 
blems; steady position and goed pay 
to first class men. Bardach & Gran, 
19 W. South St., Indianapolis, Ind. 





COMBINATION engraver and watchmaker, 
who does lettering and high class mono- 
gram work; steady position for right man; 
n replying give age, nationality, refer- 
ences and salary expected. R. M. Mothner, 
Beaumont, Texas. 





OPTOMETRIST to take charge of opti- 
cal department in credit jewelry store. 
Brown’s, Inc., 59 Atlantic St., Stam- 
ford, Ct. 





YOUNG MAN to be of general use in store: 
preferably experienced, to do small jewelry 
jobs, learn clock repairing, etc.; could use 
apprentice watchmaker if willing to be of 
general assistance; state wages expected. 
Brunner’s, Westfield, N. J 





SALESMAN-MANAGER for Kalamazoo 
store; fine opportunity for the right 
man. Address Williams & Company, 
Southhaven, Mich. 


WANTED, SECOND WATCHMAKER;; per- 
manent position; must be able to do wrist 
watch repairing and wait on trade; A-1 
reference; state salary and experience in 
first letter; New York vicinity. Address 
Frank Cacciatore, 258 New Main St., 
Yonkers, N. Y, 








FIRST CLASS ENGRAVER, $60 a week, 
permanent position; send impressions 
of work with application. The Har- 
—_—- Co., 82 N. High St., Columbus, 

10. 





WANTED AT ONCE for a steady position, 
first class platinum worker; prefer one 
who can set his own work; also a good 
gold jeweler who can do enameling; give 
salary and all particulars in first letter. 
Orkin Jewelry Manufacturing Co., 3rd 
floor, Southland Life Bldg., Dallas, Tex. 





WATCHMAKER, competent mechanic, large 
light shop, pleasant working conditions, 
no cylinders, good pay, city in New Jer- 
sey, 80 minutes from New York; man 
leaving has been with me for 12 years: 
prefer man with sales ability; send ful 
particulars in first letter. Address “xX 
8707,” care Jewelers’ Circular. 


” 





YOUNG MAN experienced in jewelry busi- 
nesS; must be capable salesman, have 
some knowledge of watchmaking, and good 
window trimmer; an opportunity for a 
live wire to get a good position in an old 
established store close to Chicago; please 
give all details in first letter. Address 
“Circular, 161,” 1104 Heyworth Bldg 
Chicago. : ij 





SALESMAN, a real business creator, wanted 
for permanent position with long etab- 
lished firm; loyalty, integrity and a pleas- 
ing personality absolutely essential: state 
every qualification, references and salary 
expected ; this is a very responsible position 
and rigid investigation must be made. 
Craven’s Diamond Shop, 6 Bust 1lith St.. 
Kansas City, Mo. 
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HEL? WANTED—Continued 








DIAMOND SETTER, who can also do 


some ring filing; permanent position; 


state references and salary desired. 
Bardach & Gran, 19 W. South St., 


Indianapolis, Ind. 








For Sale. 


Stores, Stocks and Businesses 
5¢e. a word; minimum charge, $1.25 











THE BEST JEWELRY STORE in the United 
States for sale at once; inventories over 
$60,000- $25,000 cash. Address “J., 3513,” 
care Jewelers’ Circular. 








FOR SALE; opportunity to buy a good 
watch concern including good-will and 
stock of good quality. I. Efrus, Inc., 12 
John St., New York. 

FOR SALE, established jewelry and excel- 
lent repair business in lowa town of five 
thousand; holiday business will pay for 
it; can reduce to suit purchaser. Ad- 
dress “J., 3635," care Jewelers’ Circular. 

WELL ESTABLISHED jewelry store, Chi 
eago;: good repair business, with living 
quarters ; excellent chance for good 
watchmaker. Address “Circular, 163,” 
1104 Heyworth Bldg., Chicago. 

$2500 CASH buys complete jewelry store, 


well stocked; big sacrifice for quick start 
West while driving conditions are good; 
prosperous industrial village, New York 
State. Address “H., 3685,” care Jewel- 
ers’ Circular. 








For Sale. 


Tools, Equipments, Merchandise 
5c. a word; minimum charge, $1.25 





FINE English 
rater and excellent appearance. 


“G., 3550,” care Jewelers’ Circular. 


marine chronometer: close 
Address 





LARGE ASSORTMENT of dies and tools 
for ladies’, misses’, men’s and boys’ rings. 





Shafer & Douglas, 391 East 149th St., 
New York, N. Y. 

SAFES, new and used, cheap. Acme, 44 
West 29th St., New York.  Lacka- 


wanna 3305. 





FOR SALE, stop watches, football and split 
timers, ladies’ and gent’s watches of all 
descriptions in 15-jewel, good quality. I. 
Efrus, Inc., 12 John St., New York. 





FOR SALE, fixtures, safes and floor cover- 
ing; sacrificed price for cash considera- 
tion; four wall cases, six floor cases, three 
safes, office partition and carpet. Apply 
Kay Jewelry Co., 409-411 7th St., N. W., 
Washington, D. C. 





COMPLETE central jewelry store fixtures, 
including window trims, trays, show cases, 
wall cases, large safe, electric fixtures, etc., 
complete to the smallest detail; exceptiona! 
opportunity for alert party. B. Spector & 
be Inc., 108 Church Street, New Haven, 

onn. 





SAFE, burglar proof, formerly owned by 
Black, Sterr & Frost, 48th and Fifth 
Avenue, very reasonable, can be seen 
at Krasilovsky’s, 216 Centre St., New 
York; Canal 1182. 





Business Opportunities. 


5c. a word; minimum charge, $1.25 








EVERY EFFORT is made by The Jewelers’ 
Circular to keep its advertising columns 
clean. Advertisers under Business Oppor- 
tunities, etc., must furnish trade references. 
Announcements must pass the strict censor- 
ship requirements of the Jewelers’ Circular. 








IF YOU WANT TO SELL your business, I 
will pay you spot cash; bank references. 
Write, phone or wire Herman L. Art, 458 
Douglas St., Akron, Ohio. 





ALWAYS PAID HIGHEST CASH PRICE 
for complete jewelry stocks and fix- 
tures. Sell out to old reliable Joseph 
M. Gordon, Room 603 Province Bldg., 
Boston, Mass. 





MR. JEWELER, do you want cash for your 
stcezks and fixtures. Write or wire, J. ; 
Conn., 415 Swetland Building, Cleveland, 


Ohio. 


HIGHEST CASH PRICES PAID for dia- 
monds and diamond jewelry; bank ref- 
erences given. I. Efrus, Inc., 12 John 
St., New York. 





ARE YOU GOING OUT OF BUSINESS? We 
pay highest cash value for entire stock or 
part of jewelry, diamonds and fixtures; 
communicate with us, it will be to your 
advantage; rating and references of the 
highest order. Van Praag & Co., 653 
Broadway. New York, established 1889. 





WE PAY MORE: before selling your 
jewelry stock or fixtures, see us; small 
or large stock; we will see you per- 
sonally at our own expense and give 
you a bona fide cash offer; (or send 
surplus stock and get cash by return 
mail); best references. Colmes Broth- 
ers, 11 Beacon St., Boston, Mass. 





EXCELLENT OPPORTUNITY for experi- 
enced manufacturing jeweler and engraver 
to become associated with well established 
wholesale manufacturing and repair busi- 
ness, located in Montgomery, Ala.; we ex- 
pect this man to purchase enough stock in 
the company to insure his best efforts; this 
is an opportunity seldom found. Address, 
giving age, experience, etc., Kuhlo Jewelry 
Mfg. Co., P. O. Box 1214, Montgomery 
Ala. 





I HAVE PAID the highest cash price for 
jewelry stores for 40 years; I am a 
positive buyer if you really want to 
sell. Isaac Rich, Room 516, 387 
Washington St., Boston, Mass. 





DO YOU WANT CASH for any part of your 
stock or stock and fixtures? Write or wire 
S. Siegel & Co., Keith Theater Bldg., Cin- 
cinnati, Ohio. 





QUICK RESULTS, cash at once; we pay 
the highest prices for your entire 
stock or any part of it; check by 
return mail; all shipments held ten 
days; National Bank reference. Ben- 
jamin D. Sachs, 1001 Maliers Bldg., 
Chicago, III. 





DON’T SELL your stock and fixtures until 
you see us; we come to see you at our 
own expense; we will pay you more. 
B. Wolff & Co., 156 E. 42nd St., New York. 





OLD ESTABLISHED manufacturing and 
wholesale concern in Chicago, has 
opening for salesman with capital; 
wonderful opportunity ; doing business 
with largest corporations in country. 
Address “Circular, 160,” 1104 Hey- 
worth Bldg., Chicago, III. 





HIGHEST CASH PRICES PAID for your 


surplus stock of diamonds, watches and 
jewelry; send your stock to me and 
receive money by return mail: national 


bank references; all business strictly con- 
fidential. Emil Noel, 29 E. Madison St., 
Chicago, Il. 





WILL PAY SPOT CASH for your entire 
stock or part of it; our immense retail 
jewelry business places us in a posi- 
tion to pay you more than anybody; 
check by return mail; best bank ref- 
erences; business confidential. M. 
Bennett & Co., 59 E. Madison St., 
Chicago, III. 





ARE YOU IN NEED OF MONEY? We 
will pay you highest market price for 
your entire stock or part; check sent 
by return mail; will hold merchandise 
for your approval; reference: First 
National Bank of Chicago; business 
strictly confidential; give us a trial on 
old gold and silver; established 1900. 
Emanuel Maltz Co., 1005 Mallers 
Bldg., Chicago, Il. 





DO YOU WANT TO REALIZE MORE for 
your entire stock and fixtures? Then sell 
out completely to us, get your cash and 
retire; it is the only logical way; you can 
profit from our many years’ experience 
in the jewelry market by receiving our 
appraisement quickly and accurately; all 
correspondence kept in strictest confidence; 
ship your dead or surplus stock to us, 
express collect and realize the cash by 
return mail; remember that you are under 
no obligation to keep the check if it is 
not satisfactory: but others have been 
satisfied, so no doubt you will be too; 
bank and trade references furnished upon 
request; wire or write today to have our 
representative call on you, or send in that 
surplus goods and _ receive your. cash. 
—— Bros., 333 Washington St., Boston, 

ass. 





$$ 


Wanted to Purchase. 


5c. a word; minimum charge, $1.25 








ONE BUTTER KNIFE, six medium dessert 
forks, nine teaspoons, trade weight, Gor- 
ham Co., Portsmouth. A. D. Sturges, 
Norwich, N. Y. 


Watch Work for the Trade. 


Se. a word; minimum charge, $1.25 




















HUNTING CASES made into open face 
cases using top lid, $1 each: first class 
workmanship guaranteed. Fred McAtee, 


230 West 4th St., Faribault, Minn. 





FINEST WORKMANSHIP on all makes of 
watches, railroad watches, etc., repaired 
and adjusted: mail orders promptly at- 
tended to. Victory Watch Co., 87 Nassau 

St.. New York. 
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. . FINE DIAMOND SETTING and high | 
Special Notices. class repairs at reasonable prices; 24- | 


ARCADE STORES on the busiest corner in 











— ’ hour service; genuine Tennessee pearl Brooklyn; low rentals, immediate occu- 
CORRS Ue Sage Seve jewelry our specialty. D. & B. Jewelry | pancy; phone or write for details. Realty 
i ; =” ¢ oes oe Associates, Inc., 162 Remsen St., Brooklyn. 
~~ age . oe Bldg. Phone Triangle 8300. 
WATCH WORK FOR THE TRADE— noxville, Jenn. 
Continued 














| To Let lS 

WEILER’ G TATC TORK. ei ~ “FICE TO LEASE; northwest corner in 

JEWELERS’ GOOD WATCH WORK, eight- tee OFFICE | 4EASE | rner 
day service; watch repairing to the trade; 5c. a word; minimum charge, $1.25 building on 47th Street, between 5th and 
not how cheap, but how good; mail orders | 
promptly taken care of; price list on re- 


6th Avenues, New York, adjacent to large 
diamond importers, consisting of three 








good sized rooms and lobby, available for 


Circular. 


quest; estimates cheerfully given. Mem- | LOFT TO LET, modern building; four larg¢ at gegen wth : ae kh sie a 
bers National Jewelers Board of Trade. | windows, extra fine light; suitable for Stnae eee png a -y 
Chas. Rudnick & Co., Successors to S. A. | shop or office; reasonable rental. Room 1934, i ddress “D cate a: aon ie | My 
Peck & Co., 29 E. Madison St., Chicago, Ill. | 1006a, 62 West 47th St... New York. 1934. Address - 3679,” care Jewelers 











= | OFFICE AND SHOP SPACE for rent; fine 
| light; suitable for jeweler, diamond setter, 


Special Order Work and 1o00a, 62 West 47th St, New York, | Miscellaneous. 
Repairs for the Trade. WILL SUBLET part of fine light office in | Se, @ words minimum charge, $1.25 


170 Broadway to responsible party; tele- 


Se. a word; minimum charge, $1.25 phone service and clerk. Address “C., 


3627,”’ care Jewelers’ Circular. 























WATCHMAKERS, increase your. ability 


GUN REPAIR WORK for the trade; expert | FINEST OFFICES on Fifth Avenue, New | through the highly recommended books: 
shotgun, rifle, revolver and automatic pistol York, for wholesale or retail diamond “Rules and Practice for Adjusting 
repair work: send for wholesale gun and | business; will sublet furnished or unfur- Watches,” and “Practical Balance and 
ammunition catalogue. A. F. Stoeger, Inc., nished: rents moderate. Telephone Medal- Hairspring Work;” circulars on request. 
509 Fifth Ave., New York. lion 3900. | Walter Kleinlein, Waltham, Mass. 

















Changing with the Times! 


HERE is a constant shifting and changing in styles, 

in materials, in weights, colors, finishes, even in methods 
of buying, methods of selling, and other ramifications of 
business. This makes it necessary for merchants to add to 
their store of knowledge week by week, in order that they 
may have what their trade wants, when they want it, and at 
the price which they deem is fair and reasonable. 





THE JEWELERS’ CIRCULAR supplies this information and at 
a cost of but eight cents a week. 





A subscription to THE JEWELERS’ CIRCULAR is the best 
investment to be made by anyone interested in the Jewelry 
Business. 
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Trade Marks 


OF THE 


J ewelry and see: out some of the larg- 


Kindred Trades 


We Will Buy-- 


your entire business or part 
of your stock and also estates, 
and will pay highest cash for 


est concerns throughout the 
United States; bank and mer- 
cantile references of the high- 
est character; it will be to 
your advantage to communi- 
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THE WASHBURN 


MAGIC NUT 
for EAR STUDS—SCARF PINS, ete. 


show we 


Now Made in 
18K. WHITE GOLD 


ents “ah Platinum—18K.—14K.—14K. R.P.—Sterling 

= Also 
Fourth Edition BROOKLYN J SAFETY CATCH = 
PURCHASING SYNDICATE Open For Brooches, etc. Closed 


Illustrates the trade marks, 
registered and unregistered, 
used by manufacturers, 





FRANK WALKER, PROPRIETOR 
610 Broadway 
32 Years at the Same Address 


18K. White. 18K., 14K., Large and Small Size. 
Descriptive Circular on Application 

Pearl Drilling, Stringing and Adj. a Specialty 
Special Order Work and Repairing 


C. IRVING WASHBURN Néejtvast 


Brooklyn, N. Y. 















wholesalers and importers 
in the jewelry and allied 
industries. 


Price $5.00 


Express Charges Paid 


Jewelers Publishing Corp. 
239 W. 39th St., New York, N. Y. 





Buyers’ Directory 


$1.00 Postpaid 


Jewelers Publishing Corp. 





Beaded, Silk and Leather Bags 
Repaired and Refinished 


AN UNUSUAL SHOP for the repairing, 
framing and remodeling of high grade bags 
of every description. French bags a specialty. 
Sterling Frames in stock or made to order. 


A. L. WORKMAN, 1 West 34th St. 
Est. 20 Years New York City 








Learn Watchmaking 


and become independent. We help you secure 
a position. Easy to learn. Send for free 
catalog. 
St. Louis Watchmaking School 
Dept. 6 
St. Louis Mo. 
Under the same management since 1886 




















Refraction and Motility 
of the Kye 


With special chapters on Color Blindness, Field of Vi- 
sion, The Relation of Functional Eye Diseases to 

eral Medicine. By Ellice M. Alger, Adjunct Professor 
of Diseases of the Eye in the New York Post-Graduate 
Medical School and Hospital, etc. 122 Itlustrations 
Extra Cloth. 376 pages. Price, $2.50 net. 





The Optical Journal and Review 
239 W. 39th St., New York 





Soldering and — 


Nicely Handled With 


Torit Apparatus! 


TORCHES 
and Complete Outfits 


for Oxygen and Gas 
or Air and Gas 


OXYGEN and AJR REGULATORS 


Ask for Literature 
ST. PAUL WELDING & MFG. CO. 




























NYES OIL 


for 50 yeare the Sandard Lubricant 
for Watches and Clocks 


Buy of Your Jobber 






166 WEST THIRD STREET ST.PAUL, MINN., U. 8. A. 



















If you really 
need money 


just give a thought to all of 
that driftwood stock you 
have had for so long and 
write today for details about 
a Herman L. Art conducted 
Auction Sale. I have letters 


of thanks for the suggestion 
and services. It will cost 
you nothing to write to me 
today. Bank references. 





HERMAN L. ART 


Auctioneer and Appraiser 


458 Douglas Street 
AKRON, OHIO 





Write, Phone or Wire 
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U.B.P. Publications Broadly 
Cover the Following Indus- 
tries and Trades 


Metal Trades 
The Iron Age 


Hardware Trade 
Hardware Age 
Hardware Age Catalog 


Textile 
Dry Goods Economist 
National Dry Goods Reporter and 
Drygoodsman 
National Dry Goods’ Reporter 
Wholesale 


Shoes and Hosiery 
Boot & Shoe Recorder 
Hosiery Retailer 


Jewelry & Optical 
Jewelers Circular 
Optical Journal 
Jewelers Circular Buyers Directory 








Automotive 

Automotive Industries 

Automobile Trade Journal and 
Motor Age 

Motor World Wholesale 

Commercial Car Journal and Opera- 
tion & Maintenance , : 

Automotive Industrial Red Book a BaD AY. AUGEBT 8, 1929 Vol.99. No.2 

Chilton Catalog & Directory : % ‘ . 

Chilton Aero Directory and Catalog 








Oil 
Oil Field Engineering 
Petroleum Register 
Allen’s Superintendents Hand Book 


Toys 
Toy World 
Plumbing & Heating 
Sanitary & Heating Age 
Warehousing 
Distribution & Warehousing 


Insurance 
The Spectator 






























































Controlled by the 


United Business Publishers, Inc. 
239 West 39th Street New York City 


OFFICERS: 
A. C. Pearson, Chairman C. A. Musselman, Vice-Pres. 


F. J. Frank, Pres. Arnold L. Davis, Sec’y F. C. Stevens, Treas. 








October 3, 1929 


THE JEWELERS’ 


CIRCULAR 143 














SERVING JEWELERS FOR 
MORE THAN 60 YEARS 


In its 61st year, Jewelers’ Circular is universally 
regarded as the outstanding business publication in 
It has merited that recognition 
through constant service to the retail jewelers of the 
country—a service that is based on a knowledge of 
the industry’s problems, plus a spirit of helpfulness 


the jewelry field. 


in the solution of these problems. 








The jewelry industry today, in common with so many 
others, is concerned with the matter of selling more 
jewelry of the right kind at the right profit. Jewelers’ 
Circular has emphasized “right kind” just as much 


as it has argued for “right profit.” 


No more convincing proof that it has fulfilled its 
purpose could be cited than the fact that Jewelers’ 
Circular Information Bureau is being constantly used 


by subscribers and advertisers alike. 


OPTICAL JOURNAL 
and REVIEW OF OPTOMETRY 


A consolidation of four early publications. Now in its 
40th year, the Optical Journal is regarded as an authorita- 
tive publication in the optical and optometric field. Pri- 
marily devoted to the interests of the professional 
optometrists, it likewise serves weekly dispensing opticians, 
as well as the manufacturing and wholesale branches of 
the industry. It combines the features of a professional 
journal with those of a business publication. 


JEWELERS CIRCULAR BUYERS 
DIRECTORY 


A classified geographically arranged index listing manu- 
facturers, importers and wholesalers of jewelry and allied 
lines, giving the names, addresses and products. It is a 
standard indispensable trade directory for the jeweler and 
buyer in the industry. 


TRADE MARK DIRECTORY-A unique publi- 
cation; the only authoritative record of trade marks, trade 
names and titles used by manufacturers, wholesalers and 
importers of jewelry, silverware and kindred lines. The 
necessary reference book in the jewelry field. 


JEWELERS’ CIRCULAR 
published by 
JEWELERS PUBLISHING CORPORATION 
239 West 39th Street, New York City 


Controlled by 
UNITED BUSINESS PUBLISHERS, INC. 
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| WELCOME 10 
NEW YORK and 
The ROTEL 
RNOR 
GINTON 


SI” ST. 7“ AVE. 
opposite PENNA.R.R.STATION 




















1200 Rooms 
each with 
Bath and 
Servidor 


ERNEST G. KILL ge 
Gen. Mgr. te 


ROOM ° BATH 3° UP 




















When you are on a buying visit to 
PFORZHEIM, do not forget to view 
my Large Collection. 


Specialties: 


EARRINGS CHOKERS 





Bijouterie Factory 


AUGUST BLEYER 


Neuenbiirg bei Pforzheim 


GERMANY 
Founded 1868 





Inspection and Enquiries Invited 

















e HOTEL VICTORIA q 


Newbury at Dartmouth Street 
Copley Square, Boston, Mass. 


Quiet, refined and homelike. In the heart 
of the Back Bay. Telephone in every suite. 
(Rates $2.50 per day and upwards.) The 
Victoria has been noted for many years for 
its unexcelled cuisine. Its Restaurant and 
Grill are features unique in themselves. 


LOUIS P. LaFRANCHE, Proprietor 





BRAXMAR BADGES 


STANDARD FOR FIFTY YEARS 


Police—Fire—Municipal 
Badges in All Metals 


FRATERNAL JEWELRY 


C. G. BRAXMAR CO. 
242 W. 55th ST. NEW YORK 























Platinum and White Gold Shells 





A 


Totrales 


SAMUEL STERN 


71 Nassau St., New York 


1. a "Phone Cortland 4346 
Manufactures Fine Platinum 
Culy Ses Ot SS aoe Jaoel Special Order Work. 





<> SEND US M S-BAl FOR , 2 
ene ALS UGE S. 


SCHOOL - COLLEGE & FRATERNITY PINS 
INTERBORO MEDAL & BADGE CO., 303 4th Ave., New York 




















Ghe Buyers’ Directory 








Price, $1.00 





Jewelers Publishing Corp., New York 











SOLID GOLD AND GOLD PLATE 


Fountain Pens, Pencils 


from $.15 each and up 


Elgin, Waltham, Hamilton, Howard watches 7 to 21 
jewels. Write for catalog. 


NASSAU PEN & PENCIL CORP. 
111 NASSAU ST., NEW YORK CITY 














The 
BELLEVUE:STRATFORD 


PHILADELPHIA 
A Hotel of Distinction 
J. MORRIS ROBINSON, Managing Director 
Affiliated Hotel 
Sherry Netherlands—New York City 


























































.. . THE INEVITABLE CHOICE 
OF YOUTH! ..4.4. 


The young are spending money to surround themselves with the kind 
of things they want. They may not even be young in years, but they're 
young at heart and modern to the core! 

These people are thinking “modern” and buying “modern.” They 
have forced Grand Rapids to make modern furniture more than a 
vogue; and they have made Rhythm the best-selling modern pattern 


in sterling silver. 


From jewelers all over the country comes the same story: “Rhythm 


is selling splendidly — we want to reorder.” 


A glance at this lovely pattern confirms the story of its success. 








Rhythm has the straight, clean lines of the art of today, allied to the 





sure good taste characteristic of Wallace designs. Even those staunchly 


conservative have welcomed this most lovely of contemporary patterns. 


Dealers handling “Rhythm” will be interested in the “Rhythm re- 


sale plan” and will receive it on request. 





In addition to the flatware, Rhythm may 
be had in a complete dinner service. A few ‘ 

. ’ a ; . - P > titeesessepenenes ty 1% s 
retail prices are .. Tea or Coffee Service { mil 
$280; Water Pitcher $140; Vegetable Dish 


$50; Sandwich Tray $50. 


R. WALLACE & SONS MFG. CO. 


Silversmiths —Wallingford, Conn. 


NEW YORK CHICAGO PHILADELPHIA SAN FRANCISCO 
411 Fifth Ave. 10 So. Wabash Ave. 1204 Chestnut St. 140 Geary St. 


Wallace are designers and makers of tableware, dresser silver and trophies in Sterling; tableware and trophies 


in Silver Plate; Early American reproductions in Pewter Founded in 1835. 


MEMBERS OF THE STE RL ENS Shc Vase Te eS Gwtti:d oO F AMERICA 





























MORE and EASIER SALES 


to your 


3 MARKETS 


ERE is a proposal for more and easier 

sales... built around the recenrly de- 
signed Community Cherry Chest... and 
backed up by FREE accessories of three kinds 
... the new Bridal Chest... the Salon Mirror 
Tray ...and a complete supply of the new 
boxes in their beautiful deep rich blue. 


Here’s a chance to sell customers who buy 
occasional pieces or fill-ins...a chance 


to sell 26-, 29-, or 34-piece sets, giving your 


customer a useful Bridal Chest or decora- 
tive Mirror Tray... or to sell the handsome 
Cherry Chest of many uses, complete with 86 
pieces of Community Plate in any design you 
desire .. . including Community’s latest offer- 
ing, the Deauville, illustrated above. 


Immediate deliveries can be guaranteed on/y 
A proposal such as 
in which 


on immediate orders. 
this suggests prompt action... 
case we are all prepared to do our part. 


ONEIDA COMMUNITY, LTD., ONEIDA, N. Y. 


COMMUNITY PLATE 
























